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Recommend Beaver No.48 R-2to4' 





with These 5 NEW A 






































1. Extra wide die 
—with throat that 
centers and holds 
tool in position 
when placed on 
pipe. 


2. Gears fully en- 
closed and packed 
in graphite grease 
—a patented ifea- 
ture which saves 
costly repair bills. 








3. Straddle-mounted 
driving pinion — 
an exclusive ad- 
vantage which 
eliminates repair 
bills. 
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4. Dies held in 
position by fully- 
enclosed spring- 
backed ball — dirt 
cannot get back 
of it. 


6 





5. Shoulder on 
tapered post makes 
quick and accu- 
rate die setting 
possible — even 
under poor lighting 
conditions. 


When your customers ask you for a 242 to 4-inch Threader, of the taper-post type, 
_ using a separate set of dies for each size, be sure to tell them about 48-R Beaver. 


They'll be grateful to you for it. 


No. 48-R offers all the worthwhile features heretofore available in taper-post tools— 
but in addition offers five important, new and exclusive advantages shown above. 


And 48-R is competitive in price. 


Durably built of the best of materials and workmanship. 
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In Washington—An Editorial .... 


Training Tomorrow’s Employees 


> * * * . 
—Here’s a program of training that pays dividends in many ways... +. eee eee eee eres 


Order Routine Can Be Simplified 


—Has your system bogged down? 


Designed for Display —You can see everything inside at this new West Coast house 


Then read these simplification hints... .. - 
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What’s New? —When a customer asks this salesman that question, he makes sure he has an 


answer that'll bring a sale . 
Service for Salesmen —An engineer on the staff is the answer to a salesman’s prayers ..+++++++++ 
Tools Exhibited in Bank —I} your display space is not good, why not use a bank lobby 
Production Ideas For Sales —If you can get ideas, you can sell products,.. 6.66666 eee ees 
Sales Meeting Programs Mean Planning —Y ou can make your planning pay off... +--+ +55 
Sales Training Can Promote Confidence, Thinking —Here’s the formula. ..... 6.006005 
New Ensworth Officials —Employees share in estate of late president 


Tool Expert Attracts Crowd —Los Angeles firm stages successful demonstration 


Talk of Trade fier 77 
100 
102 


Sales Tips 
Supply Sales Trends 
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The Cover 


The assertion that there is little long- 
range planning certainly cannot be 
made in connection with the Crowder 
Co., in Allentown. This distributing 
company is cooperating with the Allen- 
town High School in giving students a 
real picture of business in action. 

Our cover photo tells part of the 
story. The student, Robert Brokloff, 
listens in while a A. J. Shiner 


discusses a product with W. A. Gibson, 


president of the Bradley Pulverizer Co. 














HOLO-KROME 
SOCKET SCREWS 





Stocked and Sold thru. Authorized Holo-Krom? Distributors 


yow DOWEL PINS by HOLO-KROME 
RUST RESISTANT ¢* BLACK LUSTRE FINISH 
Acts as a lubricant, retards corrosion, prevents rusting. H-K Dowel Pins, made 

from H-K Special Analysis Alloy Steel, are hardened, carburized, double 
precision ground. Every dowel pin 100% individually inspected. Available 
from Stock. 


THE HOLO-KROME SCREW CORP., HARTFORD: 10, CONN. U. S. A.. 
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LINK-BELT PRODUCTS SA L t = 
YOU SHOULD 

KNOW ABOUT . 

AND CELL ROLL YOUR WAY 


for an endless variety of 
FEATURE Construction materials handling 
MAKES SELLING ° ° 
SIMPLE... applications 
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THE LINK-BELT ‘100° BELT CONVEYOR IDLER 


You can do your best Belt Conveyor Idler sales job when you keep 
pushing Link-Belt design, quality, and economy. 





Grease-in—Dirt-out Seal 
prevents harmful foreign matter 
from reaching bearings — con- 
serves lubricant — prolongs 
bearing life. 





































With Link-Belt Idlers you are not confined to one or two industries 
but can sell all types because these conveyor idlers do a maximum 
performance job even under toughest conditions. 


Available with steel or cast iron rolls 


The “100” Idler with steel rolls is being sold for service in strip pits 
and ore reduction mills, coal mines, boiler plants, in the preparation 
of sand and gravel, for earth removal and levee building, on con- 
struction jobs, in quarries, foundries—in fact, wherever bulk 
materials are handled. 





made with smooth rounded-edge outer 
shell of uniform thickness, and a full- 
length steel central tube, both con- 
tinuous-welded to dished steel heads 
to form sturdy, well-balanced integral 
units, 


Cast iron rolls are used for handling abrasives and where conveyors 
are subject to corrosive effects of salt air or sulphurous fumes. 


The "100” Return Idler 


Available with 6” steel or cast iron roll—5” and 4” steel roll. The 
rubber tread (type 165) is used where material handled has chem- 
ical attraction to iron or steel — where ice tends to form on belt, or 
where material builds up on belt or rolls. 


The “100” Self-Aligning Idler 


Off-center loading, strong side winds, unequal belt stretch, improper 
splicing or material building up on the idler rolls cannot cause 
injurious belt misalignment. 











Strong Brackets 
Support the Rolls 
»Supporting brackets are 


tough malleable iron in 
reinforced T-section to withstand load 
















nd im , , P 
. oo Write for Book No. 1915 — complete with valuable details and facts 
on sales features. 
LINK-BELT COMPANY 
° Chicago 9, Indianapolis 6, Philcdelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
Interlocking San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Nuts and ffices and Distributors in Principal Cities. 
Yokes Pre- 





vent Brackets from Spreading 






Impact Idlers 
with Rubber 
Treads 


stee! rolls this type provides a Cush- BELT CONVEYOR EQUIPMENT 
pa pshennany) og wd —kene collar IDLERS + TRIPPERS + BELTS « PULLEYS « BEARINGS «+ DRIVES 


where heavy lump materials are 
handled. 
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Here is another Dodge develop- 
ment which simplifies and im- 
proves power transmission machin- 
ery...the Rolling Grip Clutch. 
Toggles are eliminated by employ- 
ment of ball and wedge principle 


Heavy power-transmitting pressure 
on the friction disc is developed by 
a circle of hardened steel balls 
which are forced into a wedge- 
shaped groove by the sliding cam. 


The “wedge” of cam and groove 
contours multiplies the force ex- 
erted on the shifter collar into a 
powerful force on the friction disc. 


Engagement is easy and positive 
—smooth as a rolling ball. Great 
flexibility, ease of control and ex- 
treme ruggedness are provided in 
nis modern, compact unit. 


Available in Bolted Plate or Gear 
Tooth Plate series—in sizes from 
.38 H.P. to 21.2 H.P. at 100 R.P.M. 
Write for special bulletin, A282. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 


ROLLING GRIP 
CLUTCH 


of Mishawaka, Ind. CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, increase production. 
Look for his name under ’Pow- 
er Transmission Equipment” 
in your classified phone book. 


Copyright, 1948, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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be PERMATEX PIPE 


Number 51 
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America won 


,. but it might 
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HE often-expressed fear that America may soon 
be over-produced becomes obviously false 
when we study our present business situation. 


Buying power of our population today, even in 
the face of high taxes and inflated prices, is 53% 
greater than in 1940. 


60% (28 millions) of our families now have 
yearly incomes in excess of $2,000. The com- 
parable figure for 1940 was 36%. In 1935 it 
was only 16%. 


Economists advise that, after allowing for 
necessary expenditures for food, clothing, shel- 
ter, taxes, reasonable savings, etc., we have 90 
billion dollars left over. 


This is not earmarked for any specific purpose. 
It is “free” money which we Americans have in 
our pockets. With it we can buy autos, radios, 
homes, fur coats . . . anything we want. And— 
it is almost four times the amount of unallotted 
cash ($22.8 billion) which we had in 1940. 
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be undersold' 


This 90 billions of purchasing power guarantees 
the continuance of good business—1F WE DO A 
GOOD SELLING JOB. 


Regardless of how much money he has. Mr. 
Average Citizen won’t buy unless he is sold. 
He’ll defer purchases for long periods of time 

. or entirely. He’ll tend to become satisfied 
with present possessions—unless someone sells 
him on the idea of acquiring better ones. 

That’s where our only real depression danger 
lies today . . . in UNDERSELLING! 

Before the war, in 1940, American business 
had 3,188,854 salesmen. Today, it employs only 
2,750,000. 

Can this reduced sales force meet the challenge 
of a 90 billion dollar ‘‘free’’ market? Can nine 
salesmen sell almost four times as much in ’48 
as ten sold in ’40? 

The answer is obvious. 

America needs 1,000,000 more salesmen—NOW! 


P&I-5042 


VR ASGO 


Vice Pres., Charge of Sales 


GLE VELAND [[HAIN 












Woodhouse Chain Works, 


Security In Every Link 


renton 7, N. J. 
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Lhe Cleveland Chain & ily. (lo. Cleveland 5, Ohio 


Since 


DAVID ROUND 


oe Associate Companies: David Round & Son, Cleve- 
Certifiea ~ ®& land 5, Ohio * The Bridgeport Chain & Mtg. Co., 

sy Bridgeport 1, Conn. * Seattle Chain & Mtg. Co., 

CHAIN INSTITUTE : Seattle 8, Wash. + Round California Chain Co., 
Member So. San Francisco and Los Angeles 54, California 


1869 
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KEASBEY & MATTISON 
LOW PRESSURE INSULATIONS 


For temperatures from 40° to 212°F. 
K&M DUPLEX PIPE INSULATION 





Designed for service on either hot or cold 


water lines. Has an inner layer of satu- 
rated felt impregnated with special 
water-proofing compound. Furnished in 
sections 3‘ long in thicknesses of 1“, 
34" and 1” complete with jacket at- 
tached and with necessary metal bands. 
Also available in double layer construc- 
tion so that joints can be overlapped 
and air seepage prevented. 


For temperatures up to 300°F. 
K&M AIR CELL PIPE INSULATION 


Made of alternate layers of flat and 
corrugated asbestos felts, firmly bonded 
together. Has an additional wrapper 
of asbestos felt, over which is applied 
a strong canvas jacket. Available in 
thicknesses of 2, 3 and 4 plies, in 
standard 3’ lengths. Light in weight, easy 
to saw without damaging the product. 


K&M AIR CELL SHEETS 
AND BLOCKS 


Similar to above, except they are flat, 
designed for application on boilers, feed 
water heaters, dry kilns, warm air ducts, 
boiler room ceilings and partitions, and 
other low temperature applications other 
than pipes. Furnished in sheets and 
blocks} 6", 9", 12”, 18”, 36” and 72” long 
x 36” wide, in thicknesses 15" to 4". 
Greater thicknesses furnished if desired. 


K&M NO. 152 
ASBESTOS FINISHING CEMENT 


A popular priced insulating cement 
which trowels to a smooth, pleasing 
finish. Its covering capacity is approxi- 
mately 160 sq. ft. %” thick per 100 
pounds. Furnished in 50 lb. bags or in 
carload lots in 100 lb. burlap bags. 





For temperatures up to 300°F. 


K&M SIMPLEX “Super Shrunk” 
PIPE INSULATION 


Ideal for medium and low pressure 
steam and hot water pipes where attrac- 
tive appearance and speed of application 
are desired. Consists of alternate layers 
of plain and corrugated asbestos felts, 
cased in a heavy sheet of asbestos felt 
calendered to produce a smooth water 
repellent surface. Also supplied with a 
white glazed finish. Furnished in stand- 
ard 3‘ lengths in 3 ply (34“ thick) or 4 ply 
(1” thick) to fit all standard pipe sizes. 


K&M FINE CORRUGATED 

AIR CELL PIPE INSULATION 
Especially adapted for insulating medium 
and low pressure steam and hot water 
pipes subject to excessive vibration. 
Similar in basic construction to Special 
Fine Corrugated Air Cell, except fewer 
plies per inch. Also supplied in the form 
of sheets and blocks having the same 
insulating properties as the pipe covering. 


For medium temperatures 


K&M SPECIAL FINE CORRUGATED 
AIR CELL PIPE INSULATION 





A deluxe asbestos felt covering for 
medium and low steam and hot water 
services. Contains 8 plies of corrugation 
per inch, providing more dead air space, 
hence greater insulating efficiency than 
ordinary air cell insulations. Furnished 
in standard 3‘ lengths. 


K&M SPECIAL FINE CORRUGATED 
AIR CELL SHEETS AND BLOCKS 


Sameas above in construction. Furnished 
standard 6", 9", 12”, 18", 36" and 72” 
long by 36" wide, and in thicknesses of 4 
plies (14"), 6 plies (34") and 8 plies (1). 
Each ply is approximately 1%" thick. 


For further information, write to 


KEASBEY & MATTISON 
COMPANY-AMBLER - PENNSYLVANIA 
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For temperatures up to 700°F. 


K&M BESTFELT PIPE AND 
BLOCK INSULATION 





K&M Bestfelt Pipe is constructed of 
built-up layers of crimped asbestos 
paper. with approximately 30 layers of 
laminations per inch of thickness. Can 
be used on lines subject to heavy 
vibration, and on high pressure lines 
as a second layer outside a layer of 
K&M Hy-Temp Pipe Insulation. 
Furnished in 3‘ lengths with lightweight 
jacket and brass lacquered bands. Stand- 
ard thickness: 1”. Available in pipe 
sizes from 14" to 6". Larger sizes 
furnished on special order. 


K&M Bestfelt Blocks are used for in- 
sulating flat, curved and irregular sur- 
faces. In basic construction they are 
similar to Bestfelt Pipe Insulation. 


Furnished in various widths from 6 
to 36" x 36” long, from 14" to 4” thick. 


K&M AMBERLEX NO. 2 
INSULATING CEMENT 

Used chiefly on irregular surfaces and 
as a finish over block insulation. Pos- 
sesses high insulating qualities. Easy 
to work and has a covering capacity of 
20 to 22 sq. ft. one inch thick per 100 
pounds. Furnished in 50 Ib. bags. 


Other K&M 

Low Pressure Insulations 

K&M Non-Sweat Pipe Insulation 
K&M Non-Frost Pipe Insulation 

K&M “Navy Standard” Hair Felt 
K&M Range Boiler Jackets 


K&M 

High Pressure Insulations 
“Featherweight” 85% Magnesia Pipe 
and Block Insulations 

K&M Hy-Temp Pipe and Block 
Insulation 


K&M Hy-Temp Combination Pipe and 


- Block Insulation 
























Selectorule helps 
you measure old 
belts, making 
replacement 
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A | YRACTIONAL horsepower V-belts are now in bigger 

' oO . 

100 demand than ever, thanks to the fast-growing use 
of small industrial machines, home appliances, air- 
conditioning equipment, power tools and the like. 
To help you get a larger share of this increasingly 
profitable trade, Goodyear has wrapped up a V-belt 
package promotion that’s the most complete ever 
offered your dealers. 

In one easily handled package they'll find an assort- 
ment of Goodyear FHP belts, sufficient to serve over 
ipe 90% of the market with a product of standout 
reputation. 
. They'll find the new SerVomatic Merchandiser, a 
in 
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with this sales-making deal! 


GOODFYEAR | 


THE GREATEST NAME IN RUBBER 


INDUSTRIAL DISTRIBUTION 
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Catalog and 

if Belt Guide help 
you select right 
size and type of 
belt to fit any 
machine. 
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handy, compact rack that enables them to display 
this varied line in just a few square feet of space. It’s 
a wonderful point-of-sale reminder to customers on 


the lookout for new V-belts. 


And, in the same package, they'll find window 
streamers, decals, envelope stuffers, sales helps galore. 
Plus a belt guide that makes accurate belt specifica- 


tion easy. 


In brief, here’s the V-belt deal you’ve been looking 
for—a profit-packed opportunity for both you 
and your dealers. For details, write: Goodyear, 
V-Belt Sales Dept., Akron 16, Ohio or Los Angeles 
54, California. 


SerVomatic, Selectorule—T.M." 
The Goodyear Tire & Rubber Company 
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LUBRICATING SYSTEMS 
























{1) Lincoln Transfer Pumps provide a (2) Lincoln Filler-Type Grease Guns are (3) Lubricant is delivered under high-pres- 

clean, fast method of transferring lubricants quickly loaded from the Lincoln Filler Pump. sure to the bearings with either a Lincoin ' 
from original refinery containers to Filler A few strokes of the pump handle and the Lever Gun, Push-Type Gun or Bucket Pump 

Pump or Bucket Pump. gun is filled. 











ml 
There is a Lincoln System for Every Industrial Requirement... 


Lincoln “Original Container to Bearing” Lubricating Systems 
assure delivery of refinery pure lubricant to bearings—without 
mess, waste, or contamination. When you sell these systems, 
you sell your customers positive protection against bearing 
failure caused by impure lubricant . . . you sell them a time and 
money saving method of loading grease guns . . . and you sell 
them a system engineered for thorough lubrication. 


here’s a Keal opportunity 
Pas 


Lincoln’s new Industrial Lubricating Equipment Catalog No. 63 


Hi 
Gudaslual 


/ a LUBRICATING 
© BLS A Sad vciirnen 
shows your customers how to get the mést out of lubrication— © Apply the right lwhricent 
@ in the +i oh vt 
the Lincoln way! It shows the complete line—everything needed 






© At the right + 


LINCOLN ENGINEERING .© 


for the proper application of the right lubricant to machines and 
equipment. Be sure that a copy of this helpful catalog is in the 
hands of every prospect—it paves your way to profitable sales. 


@ APPLY THE RIGHT LUBRICANT 














@ IN THE RIGHT QUANTITY gE 


The Nationally Advertised Line 


Lincoln Lubrieating Equipment is being consistently 
advertised in leading trade papers to help make your 

selling job easier. Get acquainted with the many ad- 
vantages of this outstanding lubricating equipment 

so you can fell, and sell, your customers. 





@ AT THE RIGHT TIME 





















LINCOLN ENGINEERING COMPANY 


WRITE FOR COMPLETE INFORMATION Leaders in Lubricating Equipment fora Zuarter Century 
5701 NATURAL BRIDGE AVE,, ST. LOUIS 20, MO. 
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pe 
for sale of well-known 
TECO CEMENTED CARBIDE 
TOOLS and BLANKS 








Why we are 
seeking distributors 


FTER more than 25 years of manufacturing car- 

bides and selling to selected plants, this old- 

established company is opening the sale of its products 
through qualified distributors. 


QUICK FACTS on the line Here’s the reason: The development of the remark- 
able Improved TECO Cemented Carbide has brought 


3 to 10 times more production than other carbides *— a demand for this unusual cutting material far beyond 
a tremendous selling advantage that can be the coverage of our field representatives. A real op- 
proved on your customers’ machines. portunity exists for distributors in all metal-working 
areas to stock and sell Improved TECO Cemented 
Carbide. 








Complete range of standard sizes and styles of 
tools and blanks. 


Priced right in line with other carbides. SEND FOR FULL DETAILS, Let us hear from you while 


Attractively packaged and clearly marked for territories are wide open. When writing, please men- 
convenient selection and stock handling. tion major lines now handled. 


Prompt service on all your requirements. TUNGSTEN ELECTRIC CORP., 564 39th St., Union City, N. J. 
Full cooperation from our engineering and sales 


departments on any tool or application — sea er 
a IMPROVED | 

*Production reports in our files. d ‘< 

HES CEMENTED CARBIDE 


Manufacturers of Tungsten Carbide— from ore to finished material— for over a quarter century. 
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@ Full 16” of table supports 
work in front of saw’ blade. 


@ Saw blade tilts to right full 
45°... cuts stock 27g thick 
at 45 tilt. 





@ Finish-ground table is 3'2” 
long by 4 wide. 


@ Arbor is carried on lubri- 
cated-for-life ball bearings. 
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ROCKWELL MANUFACTURING COMPANY 


600 EAST VIENNA AVENUE © MILWAUKEE «© 1 © WISCONSIN 





GENERAL SALES OFFICE 
6 N. MICHIGAN AVENUE 
HICAGO 2, ILLINOIS 









Get set for 
more Delta sales -- 





This new Delte Tilting Arbor Saw is really something to get excited 
about. I think it's the finest Delta machine we've ever put on the market. And 
I know you'll agree with me when you see it and realize what it means to you in 
extra sales and profits. 














It is a beautiful tool,-one of the best engineered machines we've ever 
built. You can appreciste that when I tell you we've spent more money to make 
this saw right for you than we've ever spent on any other Delta machine. By 
"right" I mean a Tilting Arbor Sew that does more for your customers and costs 
them less. ; 

















Just look at the results. Here's what you offer your customers -- 








* A 12" saw that cuts through 4” stock on a square cut. It can 
split a four-foot panel into two 24" parallel sections. It 
cuts miters end compound miters. It does so many other jobs 
for your customers that it is really a "Universal Saw." 











* Multiple (4) V-belt drive (with motor and arbor on a common 
cradle) gives your customers a truly flexible machine. They 
can use a 3- or 5-horsepower motor. Speeds can be 1800, 2400 , 
2600, or more. This renge of speed means they can use this 
sew for aluminum, carbon, and similer materials they can't 
handle with en ordinary machine. 




















* Best of all, you offer a Tilting Arbor Saw that is priced to 
sell -- and out-sell your competition -- because we have tool- 
ed up right for low-cost mess production. 








That's just a starter. I could go on for page after page, telling you 
about the selling features of the new Delta Tilting Arbor Saw. But I'm going to 
leave that to your Delta district man. Ask him for the full story. Tell him to 
put a sample on your sales floor now. Then get set for more Delta sales: 







Very truly yours, 


(UP nol. 


R. P. Melius 
Director of Sales 












































P.S. It will pay you to order additional machines for stock. They move fast. 
You know what ea profitable market there is for a machine like this! 

















001s * Maintenance departments 
... and other types of customers! 


You can sell this new eavy-du 
equipment in many places! 


Furniture factories * Sash and door plants * For many uses! 
Planing mills ¢« Lumber yards ¢ Pattern shops Straight ripping ¢ Cut-off work Angular cut- 


* Boat builders * Wood novelty plants * Screen ting * Compound angular cutting ¢ Rabbeting 
manufacturers * Automobile body manufactur- * Grooving * Tongue and groove work « 
ers * Truck body manufacturers * Box factories Dadoing « Sticking * Shaping. 
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on WTERCHANGEABLE HUB 





FOR INDUSTRIAL, FARM 
AND HOME MACHINERY 


(om oF 9 


Competitively Priced 
80% Less Inventory with Interchangeable Hubs & Rims 


High Quality, Accurately Machined, Balanced & True Running 


Complete Service to User with Minimum Investment 





AVAILABLE 
EXCLUSIVE JOBBER-DEALER FRANCHISES 











AISSION MACHINERY CORPORATION 


P.O. BOX 7823 @ DALLAS, TEXAS 


A COMPLETE V-DRIVE SERVICE 


~ 


= 3 Ld 
Q D SHEAVES GOMB. GROOVE. SHEAVES SPECIAL SHEAVES GOODRICH V-BELTS 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 











An Important Merger 
of Two Great Names in Precision 























All Ford interests in 
World-famous Johansson Gage Blocks 


now acquired by 


BROWN & SHARPE 
from the 


FORD MOTOR COMPANY 


* On June 3, 1948, Brown & Sharpe Manu- 
facturing Company purchased the Johansson 
Division from the Ford Motor Company, with all 
rights to manufacture and distribute Johansson 


Gage Blocks and Accessories throughout the West- 





ern Hemisphere. In achieving this transfer, Brown 
& Sharpe is fully aware of the great responsibility that goes with it... a 
responsibility for maintaining an unprecedented standard of precision 


which Ford shouldered faithfully for 25 years. 


Now, into one identity, are merged two of the world’s great names 
in precision measuring tools . . . Johansson, the name that carried 
new precision into mass production of interchangeable parts . . . and 
Brown & Sharpe, the name that has symbolized leadership in the develop- 
ment and manufacture of precision measuring devices, machines and 


tools for more than 100 years. 


Brown & Sharpe has acquired special equipment and processes includ- 
ing a stock of thoroughly-seasoned Johansson Gage Blocks and Acces- 
sories. This stock will be available to supply industry’s requirements un- 
til Brown & Sharpe is in production of full-standard Johansson Gage 


Blocks and Accessories in special quarters at its own plant in Providence. 


The Brown & Sharpe name is industry’s guarantee that the traditional 


precision of Johansson Gage Blocks will be maintained without 


BS 


BROWN & SHARPE MFG. CO., PROVIDENCE 1, R.1., U.S.A. 


compromise, 




















@Grinding work held between 
centers. Tailstock center is with- 
drawn for work change by simple 
swing of lever. 


« Gating parallel flats using in- 
dex plate. Index plate has 24 slots 
= is locked or released by plunger. 





BROW 


This Useful Attachment 
Saves Your Customers 
a Major Investment 


ire 


@Grinding taper shank. Attach- 
ment is readily adjustable to the 
desired taper. 


@ Angular grinding of work held 


in spring collet. Attachment is 
held on permanent magnet chuck. 





N & SHARPE & 






.-- for Surface Grinders 


Here’s a compact, handy attachment for sure 
face grinders that offers attractive sales 
possibilities. In many instances, you'll find 
that it meets all requirements of your cus- 
tomers for dry grinding small cylindrical 
work, tapers and work requiring indexing. 
Simple to use—economical—this attachment 
Saves time—saves expense—and, in many 
cases, makes unnecessary the installation of 
heavier equipment. 


Centers swing 6” diameter; take 
work 54” in length. Maximum 
grinding angle 45°. 1/60 H.P., 
115V., A.C. motor is completely 
enclosed. 


With this attachment your customers can 
enlarge their grinding facilities easily and 
economically. It is one of several. products 
recently added to the Brown & Sharpe line 
that will step-up your profits. Write for 
complete information. Brown & Sharpe Mfg. 
Co., Providence 1, R. I., U. S..A. 


We urge buying through the Distributor 






R/M tlexible metallic 










R/M No. 920 





R/M's flexible metallic packing is a new and valuable addition to the R/M line, recommended 
for use on steam and air rods, centrifugal pump shafts, valve stems and other applications where 


the temperature does not exceed 450°F., and surface speed is less than 600’ per minute. 


Like a fabric packing, this packing is sensitive to gland adjustment, but it has the added advan- 
tage of non-frictional wearing surface. It is constructed of non-frictional metallic foil and asbestos 
yarns, combined with temperature-resistant lubricants and flake graphite. The outer layer is an 


open-mesh, braided cotton jacket. 


This packing is typical of the engineering that goes into R/M products. There is an R/M packing 
for special work where your customers need packing by prescription, or for the routine jobs where 


they demand the utmost in dependability. 








RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 


Oahy ate 4 











bree ion 
Manheim, Pa. + Bridgeport, Conn. + North Charleston, S.C. + Passaic, N. J. 


We also manufacture a complete line of Asbestos Textiles, 
Friction Materials, and Industrial Rubber Products. 


INDUSTRIAL DISTRIBUTION ©® AUGUST, 1948 


















The Marquette Welding Service 
is truely one of the best additions 
ever to come to the Speedway. We worked 

almost around the clock and without the service 
Marquette gave us, we could not have been ready 
torun. It’s a must for 1949! 












oO Making | i Id il pipe of 
afew of the over 30 sus Bb esediy Meuis teemenn: Seurdebanhiven costes 
Here are Id on racing Cars eee cars were made here with Marquette Gas and Welding 
We LY Equipment. 
Marquette -- tprackets to frame 
ist Welding >t ew with No. 
Rose Car No. 3, for master y' | | 
Mauri Ro mgr tua ned Rot ro sel when FAST, STRONG, DEPENDABLE | 
clu . ¢e : . | 
Welded, cing stain-Rod- Worker with No WELDS REALLY COUNT... | 


Red-Rod. J 
Car No. 35, Welded starter bracket with 



























































































Mack Hee Cle 98 Stain-Rod. Marquette Welders do the Job! 
. ding Pit- | 
Heating and ane ‘ Charley Van Acker, Car. The 500 mile Indianapolis Speedway is a | 
weding gas sup Pond with No. 4 Sea grueling test for men and machines. Over 300 | 
No. 3 og arm Silver Soldered renin’ Marquette Welds came through the test with fly- | 
j Ww ~ . uu ‘ P 
Bena Siogne Fluxing- Silver ae ing colors . .. They endured unbelievably severe | 
Welding cracked exhaust anata ‘underpan — shocks, stresses and strains... and vibrations | 
tine Orono be acket for with No. 3 mo fuel that literally tear metal apart during the terrific | 
” ponerdig four shock Welding th No. 61 Bronz- race track speeds reaching up to 130 to 150 miles | 
r 
Heat -_ bend fou! Rod. per hour. Out of over 300 welds, NOT ONE | 
antes starter bracket. Welded oon ee No. Marquette weld broke down or showed signs of | 
gs, 6th Bae vext Rod _— | 
Hal -_ Car No. > Welding starter Rare It proved again the ver- | 
a ith No. 29: 
mounts cket wi tilit f M tt | 
Welded front _— No. Stain-Rod. _ pe me eee 
to frome oS Welded extension on nod Welding Equipment. The 
130 ee tank bracket with No. csc oa , log reveals welds on every 
= No. 130 Red-Rod. Welded starter ra 4 part of the car 
Maing and bending £e°F welded starter stan’ d weld 
ee ee bracket. (G98 Soldering job. nection eet 
welded with No. 8° T'V Brazing oil line eer. every type of met- 
Test Rod)- pending jo with a oils with al. It includes gas 
- i . ; é 
Heating and ben bracket Soldering © k welds, electric 
r brac ‘bon stick. 
Tack weld starte car 












welds, electric and 
gas brazing, and 
silver soldering. 







for test. FG. CO., Inc. 


TTE M 
MARQUE 14, Minn. 


Minneapolis 










For Extra Service... For Extra Profits... 
Marquette Welders are a must for you! 
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SOLD ONLY THRU AMERICA’S LEADING DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 





wap UNITED STATES 


AND MOST COMPLETE LINE 


ELECTRICAL TOOL 


IN SUPERBLY BUILT use 
ELECT R | CAL mene LS P RECISION design . . . tested materials .. . 


engineered construction . .,. flexibility . . . adapt- 
ability . . . unexcelled performance . . . every tool 


—— is electrically and mechanically correct before leav- 
syne ing the plant. 
a - & P 
ortable 
FILES UTILITY FLOOR GRINDER 
Rotary “ae “ae 7 
FLEXIBLE 12”, 14” and 18” wheels 
SHAFT MACHINES 
GRINDERS 
Angle 
Bench 
Brake drum 
Carbide 
Die 
Disc 
Floor 
Portable 
Precision 
Swing frame 
Tool Post 
Verticle Spindle 
Wet 





HEAT GUNS 
HOLE SAWS 
NUT SETTERS 
POLISHERS 

Bench 

Floor 

Portable 
REAMER DRIVES 
SANDERS 

Portable 





SCREW DRIVERS 
SURFACERS 
Portable Model 500 


TAPPERS 
VALVE SEAT GRINDERS 
VALVE REFINISHING SHOPS 


WHEEL GUARD -ADJUSTABLE TO WHEEL WEAR 


Totally enclosed motor; push button starter for 
overload protection; ball-bearing enclosed in dust- 
tight housings; enclosed adjustable wheel guards. 





PROFIT BY THE U. S. SIX-POINT DISTRIBUTION PLAN: 


1. Full line 3. Economical prices 5. Good profits 
2. Super-quality 4. Protection 6. Sales aids 


WRITE FOR DETAILS ABOUT AVAILABLE TERRITORIES 


UNITED STATES ELECTRICAL TOOL 


CINCINNATI, OHIO 











INDUSTRIAL DISTRIBUTION © AUGUST, 1948 

















HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 


HEAT— cre exceptionally stable at 
temperatures up to 250° F. 


8 
rate 


They resist 
SUNLIGHT AND WEATHERING—in o 
class by themselves in resistance to 
rubber’s worst enemies. 





a 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the stondard for oil resietonce 
throughout industry. 





They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new unusual applica- 
tions of neoprene. “Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-8, Wilmington 98, Delaware. 





Better rubber Pp 


made with D 


7 
a 


be Be ris ay 
ge 


INDUSTRIAL TRUCK WHEELS 





That’s why 


roducts are 
u Pont — 


DRIVE BELTS— 
FLAT, V, MULTIPLE 


CONVEYOR BELTS 


IT PAYS TO SELL PRODUCTS MADE WITH NEOPRENE 


They resist deterioration from abrasion, heat, oil, 
grease and most chemicals 


Neoprene’s outstanding advantages 
are powerful selling points whenever 
you’re talking rubber products. The 
unusual properties of neoprene make 
your selling job easier. Its superior 
performance means repeat sales. And 
neoprene can be compounded to sup- 
ply exactly the right combination of 
excellent properties required for a 
particular job. 

That’s why so many top quality 
rubber products are made of neo- 
prene. For a neoprene product on the 
job means increased efficiency...long, 
trouble-free service life. It’s tough, 
durable and resilient — withstands all 
the destructive influences that usu- 
ally cause early rubber failure. 





INDUSTRIAL DISTRIBUTION © AUGUST, 1948 


So ask your manufacturer for full 
information on the many rubber 
products made with neoprene. 

E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Div., Wil- 
mington 98, Delaware. 


NEOPRENE 


REG. U.S, PAT.OFF. 








Distributors! 


Get 
Full Protection 


With This 
Bristol 
Franchise 
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OU’LL do yourself a good turn the day you tie in with 


Bristol. Recognizing the essential part the distributor plays 
in our American economy, Bristol has prepared this simple, 
clearly written franchise which protects your vital interests 100% 


99 66 


— with no “‘ifs’’, 


ands” or “‘buts’”’. Here it is in black and white! 





BRISTOL DISTRIBUTOR POLICY 


1. We believe the distributor is 
vital to the efficient and prof- 
itable distribution of Bristol 
Socket Screws. 


2. We believe that these Bristol 
products should be restricted to 
acknowledged distributors of rep- 
utation and financial responsi- 
bility, having adequate facilities 
for stocking, selling, servicing. 


3. We believe that the distrib- 
utor is entitled to a reasonable 
profit. 


4. We believe that it is part of 
our responsibility to constantly 
widen markets and to build turn- 
over into our product — through 
properly directed sales promotion. 


5. We will make every effort to 
direct business through our es- 
tablished distributors. Should an 
order come direct to the factory 
it will be either billed through the 
distributor or a commission credit 
will be issued the distributor. In 
cases where large customers pre- 
fer to buy direct, we shall sell di- 
rect only with the distributor’s 
approval. 


6. We appoint no more distrib- 
utors in any one territory than 
the market justifies, no more 


than can get adequate volume at 
a profit. We have set up a system 
of distributor discounts and sug- 
gested resale discounts which we 
believe insures to the distributor 
a desirable return on his in- 
vestment. 


7. We are investing in a strong 
advertising program to strength- 
en old markets and cultivate new 
markets for our distributors. 


8. Bristol factory-trained sales- 
men are ready at all times to as- 
sist Bristol distributors. In an 
emergency, Bristol has men to 
back the distributor in 31 key 
cities. 

9. We consider it our responsi- 
bility to supply distributors with 
adequate sales, engineering and 
promotional material. 

A Bristol representative will be 
glad to tell you more. Write THE 
BRISTOL COMPANY, Mill 
Supply Division, 126 Bristol Rd., 
Waterbury 91, Connecticut. 













































During 1948, in foremost, 
carefully selected magazines, 
Union is publishing a total of 
1,168,200 hard-hitting, full- 
page-and-color sales messages 
to users of cutting tools through- 
out industry. 

When your customers read 
these messages — as they surely 
will —they’ll see striking illus- 
trations pointing up the dramat- 
ically repeated fact that: “No 
OTHER CUTTING TOOL WILL 
OUTPERFORM A UNION.” And 


We own and operate S. W. CARD MANUFACTURING CO., Division, Mansfield, Mass. 
BUTTERFIELD DIVISIONS, Derby Line, Vt., Rock Island, Quebec. Manufacturers of Taps, Dies, 
Screw Plates, Reamers 


cA MANUFACTUR iN 
20 
Rock Wsiond Queves 





COMPAS us? M w nansteldy 
uh Gy rwist © . 
me 


CO, Division, M2 
onvioctur@r ot 


they’ll see, prominently fea- 
tured in every ad, this all- 
important advice: ‘CONTACT 
YOUR LOCAL DISTRIBUTOR.” 

Union’s fast-growing promo- 
tion is carefully planned to 
maintain the distributor’s key 
position in the sales picture. 
And as this promotion snow- 
balls along you’ll find continued 
100% cooperation building big- 
ger business for Union Cutting 
Tools—and bigger volume and 
profits for you. 
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Right Now!... 
UNION IS 
BUILDING 
BUSINESS 
FOR YOU 
With Over 


1,000,000 
Sales Messages! 





















no other 
cutting tool 
will outperform 
a 


UNION TWIST DRILL COMPANY 
Athol, Massachusetts 


MILLING CUTTERS « GEAR CUTTERS + TWIST ORILLS 
HOBS + REAMERS «+ CARBIDE CUTTING TOOLS 











ONLY THE E-ZEE STILLSON 
can grip 2 to I pipe 
WITH ONLY ONE SETTING 


THE E-ZEE STILLSON IS THE ONLY STILLSON 
THAT CAN DO ALL THIS: 


@ grip and work three sizes of pipe, up to 
1”, with one setting of the adjustment 
nut.* 

@ grip and work two sizes of pipe, up to 
2”, with one setting of the adjustment 
nut.* 


@ grip and work pipe when jaws are open 
wider than pipe diameter. 

@ grip and work with jaw opening nar- 
rower than pipe diameter. 


@ doesn't lose original setting when jarred, 
bumped, or dropped. 


PIVOT ACTION 
PERMITS GRIPPING AND 
WORKING 3 SIZES OF PIPE — 
WITH A SINGLE SETTING. 
FINGER - TIP PRESSURE 
AT POINT ‘‘A’’ GIVES 
IMMEDIATE RELEASE. 


Sizes 
Avalleble: 
6” 8” 10° 

14” 18” 24” 


ONLY THE E-ZEE CHAIN TONG 
can turn pipe right or left at one setting 


WITHOUT ADJUSTMENT 


sees Turns pipe right or left at one setting—without adjust- 
ment 


---Has ratchet action 

-——Has 25% greater chain wrap than any other wrench 

---Chains will not jam under pressure 

----Permits handling pipe in corners, coils and banks, where 
no other wrench can operate 


---- Adjustment nut and bolt is provided for those rare cases 
where a tight chain is required. 


ONLY THE 


E-ZEE 
CHAIN TONG 
WRENCH 
offers all these 
plus features 


THE E-ZEE MODEL RN 


An automatic self-adjusting and 


, E-ZEE SLIP JOINT PLIERS 


® Drop Forged Steel 


a @ Milled Jaws insure a Clean 


covers 


self-locking wrench ... 
practically the entire range of 
S open end wrenches. Perfect 
ratchet action. 8” size will take 
nuts from 7/16” to 15/16”. 
Sizes Available: 6” 8” 


Tooth Form 

@ All Pliers are Heat-treated 
and Hardened 

@ Available in Dull Nickel 
Plated Polished Finish with 
Drawn Blued Handles 

Sizes Available: 6” 8” 


E-ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
148 WEST RIVER ST., PROVIDENCE 1, R: I. 


FACTORY: 
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Independence 


f the Declaration of 
ica. July 4- 1776. 


The signing ° h 
of the United States of America. 


u greater 
tisfaction. Tell your © 


eater Sa 
ix Bay State features: 
fast cuts. 

ally long life. 


customers 8 
about these $ 
1. Take heavy> 
2. Have exception 


3, Are uniform in siz 


4, Are accurately center 


to face. 
nt duplication, assuring, uni 


5. Afford consiste 
grades — 


@ results. 
6. Feature Bay State's exclusive fractional 
in a single normal grade. 


three degrees of hardness 
possibilities. 
Detroit 


Sy 
Write for distributor 
Branch offices & warehouses Chicago — 


of P 
formance Coustatently D 


tf e 








PRESCRIPTION? — SOLDER! 


New cars and body parts are still scarce. 
The old must be patched up... hammered 
back to shape, smoothed and refinished. 
Restoring auto body contours is just one 
of the jobs efficiently handled by solder. 


There are many others, and there is a Federated solder for each. 


In the manufacture of body solder, as in other Federated 
products, step-by-step quality control and adherence to exact- 
ing standards assure the user of precise mixtures. 


Whatever solder you need — body, acid core, rosin core, 
solid wire, triangle, strip, wiping, segment, bar, 
pig, drop, foil, or ingot —see Federated first. 


To order, call or write any of Federated’s 11 
plants or 25 sales offices from coast to coast. 


Sedu METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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NEW 


1. OPEN GEAR GREASE 
2. DISPENSING METHOD 
3. ECONOMIES 


Here’s a brand new Keystone open gear grease, 
and a revolutionary dispensing method. Keystone 
Gear Grease No. 32 is packaged in rigid leak- 
proof cartridges to fit into a gun applicator. 
Specially designed nozzle ribbons the grease 
direct from cartridge—for easier, cleaner, 
quicker application. 





Look at these characteristics 
of Keystone Open Gear Grease No. 32 
e Melting point above 400°F. e Water 
repellent —even boiling water eIt 
quickly reaches and sticks to pressure 
surfaces e Resists removal by dirt, 
speed and wiping action e Retains plas- 
ticity below freezing. 


Easy, quick application of Keystone 


SPECIALIZED 
LUBRICANTS 
Gear Grease No. 32 saves man-hours, 
Saves production time—can be applied 
in most cases while gears are in motion. 
And grease consumption is decreased 


by longer service life of Keystone Gear 
Grease No. 32. 


The Keystone Distributor near you will 
be glad to co-operate in arranging a 
demonstration for your customers. 


KEYSTONE LUBRICATING COMPANY : Est. 1884 
2\st, Clearfield and Lippincott Streets, Philadelphia 32, Pa. 
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in one 





This low-cost DURO Router-Shaper- 
Carver can be converted from one | 
use to another in a few seconds 


An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16" and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog—giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO “OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2665 N. KILDARE AVE. CHICAGO 39, ILL, 
ALSO MAKERS OF DURO HAND TOOLS 
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Pliis Rope Gets Its Start In Columbian’s Philippine Bodegas ... 


Loose bales of Manila fibre from the provinces are being received at the Columbian Rope Bodega (grading and packaging plant) in the Philippines 


“ia/i *ield Force Assures 
Best Manila Fibre For COLUMBIAN ROPE 


From fibre-producing plantations now gradually 
being restored in the Philippine Islands, comes the 
selected manila fibre that goes into Columbian Tape- 
Marked Pure Manila Rope. 

Columbian representatives, constantly in touch 
with the better plantations, contract for the raw fibre 
before it is ready to pack or bale — to make sure of 
getting the best quality. The selected manila fibre, 
tied in bultos for easy handling, is transported to 


There is no finer rope! 


Columbian’s warehouses, or bodegas, where it is 
graded and baled for shipment to our mill. 

Entirely rebuilt since the war's devastation, Colum- 
bian warehouses and other facilities are completely 
modern, strategically located, and managed by ex- 
perts in judging and buying fibre. Columbian main- 
tains this on-the-scene service to guarantee the best 
in manila fibre supply. You benefit from this far- 
reaching program, get better, more dependable rope 
when you select COLUMBIAN — The Rope of the Nation. 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


PURE MANILA ROPE 
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; ONLY P-K DISTRIBUTORS can offer their 
4\ customers the benefits derived from more 
: S\ than thirty years of unparalleled appli- 

cation experience . . . know-how gained 
Z@~ by P-K Engineers in originating and 
developing the six types of P-K Self- 
tapping Screws, and solving nearly a 
million application problems for the coun- 
try’s leading manufacturers. Backed by 
this wealth of experience, the P-K Dis- 
tributor not only can offer the right screw 
for any job, but can also provide exclusive, 


S. 
2 


YOU'RE 0 ‘K WITH Dp “K AND THESE EX I RAS THAT PAY | 


@ ORIGINATORS OF SELF-TAPPING SCREWS 


s 


SOLO ONLY THROUGH 


authoritative information on any phase 
of assembly practice. 


IT'S ANOTHER EXTRA no competitor can 
match. . . one of many extras that make 
P-K a pace-setter in the fastening indus- 
try ... and help P-K Distributors keep 
Self-tapping Screw sales soaring. 


AND THAT'S WHY P-K, the only Original line 
of Self-tapping Screws, is the nation’s 


preferred line. Parker-Kalon Corp., 200 
Varick St., New York 14, N. Y. 


® 


ACOREDITED DISTRIBUTORS 


coiuaienane PARKER ALON 
@ UNPARALLELED APPLICATION EXPERIENCE Ps haa >, 


@ EXPERT ASSEMBLY ENGINEERING . 


id go a 
< » £3 3 LE a 4 4 


@ UNEQUALED QUALITY CONTROL LABORATORY. S rE L F . T KP Pl N G S C 7 E W S$ 


@ STRONGEST SALES PROMOTION. : 





@ PRODUCT DESIGN LEADERSHIP ' OTHER PARKER-KALON PRODUCTS: Cold-forged Socket Screws 
y, Hardened Screwnails and Masonry Nails - Shurgrip File and Solder Iron Handles 
Metal Punches - Damper Regulators and Accessories 











INDUSTRIAL DISTRIBUTION © AUGUST, 1948 

















PHILADELPHIA 37, PENNA. © 





SIMONDS ABRASIVE CO.. 
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SIMONDS 


ABRASIVE CO. 


Philadelphia, Pa. 
Electric Furnace Plant, Simonds Canada Abrasive Co., Ltd., Arvida, P.Q. 


SIMONDS ABRASIVE COMPANY 


is a division of 


Fitchburg, Mass. 
Saws, Machine Knives, Files 
Other Divisions: 


Siwonds Products for Canada 
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SIMONDS 


PHILADELPHIA, PA. 
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SIMONDS ABRASIVE COMPANY ¢ PHILADELPHIA 37, PA. * DISTRIBUTORS IN ALL PRINCIPAL CITIES. 





If you or your customers can supply us with 
12 to 24 gauge sheet steel, we will buy the 
steel from you and ship the pound for pound 
equivalent in 

EITHER 

—Lyon standard products—any selection of 
items in production at regular published 
prices (see partial list below) 

OR 

—your customers’ assemblies, subassemblies 
or parts, etc., for their product — to their 
specifications — in an even wider range of 


gauges — 8 to 30. 


A PARTIAL LIST OF LYON PRODUCTS 


© Shelving © Kitchen Cabinets ¢ Filing Cabinets © Storage Cabinets © Conveyors © Tool Stands Flat Drawer Files 

© Lockers © Display Equipment ¢ Cabinet Benches © Bench Drawers © Shop Boxes Service Carts © Tool Trays ¢ Tool Boxes 

e Wood Working Benches ¢ Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks ®Sorting Files 
© Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units ¢ Parts Cases © Stools @ Ironing Tables 
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THE 
SKIN DEEP 
BEAUTY 


THAT KEEPS 
VALVES HAPPY 


For o glimpse of smooth beauvty—look down the fj 
bore of Spong CW Pipe. There you will see o 
surface that's free from valve-clogging scale. \ 
Spang CW has this fine inside surface because in its 
manufacture it is subjected to o finol finishing and de- 
scaling operation. 
Protect your jobs with Spang CW .. . the pipe thot's 
famous for the following qualities: 
@ Easy to Cut, Bend, Thread or Weld @ Uniform 
Lengths @ Smooth Inside Surfoce @ Sound Weld 
from End-to-End of Pipe @ Accurate Threaded Ends 
© Accurate Size @ High Concentricity. 
tn spite of shortages your dependable Spang distributor 
will do everything possible to speed delivery of your 
orders for Spang CW Pipe. 


SPANG-CHALFANT 


Division of The Notional Supply Compony 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


QUALITY 


phat 18 
. 160 nized , 
PPT cere (Pl! 
fs USE 








This is one of a series of ads coppearing regularly in: 
DOMESTIC ENGINEERING; FACTORY MANAGEMENT 
AND MAINTENANCE; HEATING, PIPING AND AIR 
CONDITIONING; MILL AND FACTORY; and 
PURCHASING. Copies are available on request. 


SPANG-CHALFANT 
1828 Or 720th Anniversary |) 


Division of The National Supply Company 
GENERAL SALES OFFICE: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Louis; San Francisco; Tulsa 





“OUT OF SIGHT 


eee se OUT 
OF 
MIND” 


How true that is...with people 
and products. That's why we 
keep Spang CW in front of pipe 
buyers through advertising ... 
even in these days of unprece- 
dented demand. Every month 
another ad reminds them of 
quality that is recognized wher- 
ever pipe is used and of you, 


their Spang CW distributor. 


While this advertisement works 
for the future we are mindful of 
present shortages and are doing 
everything possible to maintain 


maximum production schedules. 
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These ‘Drill Masters’ Develop Precision in Wickwire Rope 


The workability and durability of wire rope is largely dependent 
upon accurate coordination of each wire in the rope. Because off-size 
wire can cause excessive friction and internal rope wear and early 
failure in service, every wire must be perfect in shape to fit into the 
exact geometric construction pattern of the rope. 

Knowing this requirement—and knowing how to meet it—rests 
to a large extent with the men in the Die Department at Wickwire. 
These skilled craftsmen are perfectionists gifted with a passion for 
accuracy. Using special precision machines (some designed by men 
in the department), these patient, keen-eyed ‘drill masters’ create 
wire drawing dies drilled and ground to an accuracy within .0003 
of an inch. 

Such scientific precision characterizes every step in Wickwire 
Rope production. Small wonder then, that it is the choice of those 
who demand the utmost in performance, safety and long life. You 
can depend upon Wickwire Distributors and Rope Engineers for 
practical help in solving your wire rope problems. See your local 
Wickwire Distributor for Wickwire Rope in all sizes and construc- 


tions, both regular lay and WISSCOLAY Preformed. 


ee ae eee - 








THIS 82-PAGE BOOK ON 
WIRE ROPE IS FREE. WRITE 
FOR YOUR COPY TODAY ! 


Thousands of wire rope users 
have found that the informa- 
tion packed in the pages of 
“Know Your Ropes” has made 
their work easier. It’s full of 
suggestions on proper selection, 
application and usage of wire 
rope. It’s easy-to-read and pro- 
fusely illustra- 

ted. For your J-~ 
free copy, write Vy 

—Wire’ Rope 

Sales Office, 
Wickwire 
Spencer 

Steel, Pal- 


mer, Mass. 





ROPE 


| A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. 


E SUBSIDIARIES 


EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 
SALES OFFICES—Abilene (Tex.) « Boston « Buffalo » Chattanooga « Chicago * Denver + Detroit « Emlenton (Pa.) + Fort Worth * Houston » New York « Philadelphia « Tulsa 


PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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more and more in wrenches and sockets 


the name is 


ILLINGS 


a Buy Billings from 


{industrial Supply Distributors. 





THE BILLINGS & SPENCER CO., HARTFORD §, CONNECTICUT, WS. A 
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HOT SALES 
FOR 
THE TAKING 








IDEAL DISTRIBUTOR NEWS 





HARVEST 
PROFITS 
NOW 














PUBLISHED BY IDEAL INDUSTRIES, Inc., Sycamore, Ill. 
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ALL-NEW 


NEW, MORE LIBERAL 
DISCOUNT TERMS 
NOW IN EFFECT 


Extra Profits and Simplified 
Accounting Feature Longer 
Distount Period 


Here’s another of IDEAL’S 
many moves to give franchised 
distributors every benefit pos- 
sible to help them to make great- 
er profits. This time it’s the 
liberalizing of discount terms. 
Effective July 1, discount terms 
became 2%—10th prox. Full 
2% discount will be allowed on 
all billings paid by the 10th of 
the month following the month 
of shipment. This is really big 
NEWS that comes when so 
many companies are eliminating 
any reward for prompt payment. 








10 to 40-Day Discount Period 


This new discount policy actu- 
ally means added profits for 
IDEAL distributors for it gives 
them 10 to 40 days in which to 
take advantage of the 2% cash 
discount. It also simplifies ac- 
counting procedures, since in- 
voices may be accumulated and 
put through together. 


Previous terms were 2% on in- 
voices dated from the Ist to 
15th, if paid by the 25th of the 
same month. Invoices dated 
16th to 31st were subject to 2% 
discount if paid by the 10th of 
the following month. 





Two Trade Shows Scheduled 


Mark these dates on your 
calendar. 


Aug. 19-21: Southern Appala- 
chian Industrial Exhibit; Blue 
Field, W. Va. All Ideal products 
will be displayed. 

SEPT. 28-30: Theatre Equip- 
ment and Manufacturer’s Show; 
St. Louis, Mo. Ideal Cleaners 
and Blowers will be featured. 


If your customers are planning 
to attend these shows, be sure to 
invite them to visit the IDEAL 
Booth. 
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CATALOG 1S NOW READY 


Best yet—the new IDEAL Catalog. Ample distributor imprint space 
enables you to use this new handbook as your own catalog. 





Thermo-Grip Scores At 
Broadcasting Stations 





The Ideal Thermo-Grip has 
again proved the answer to a 
difficult soldering problem. 


When heavy copper “ground 
screens”’ are laid out under radio 
towers, the edges are bent around 
a No. 10 wire and soldered to it. 
The Thermo-Grip ‘Plier’ goes 
over big here. It not only sim- 
plifies the soldering, but also 
helps bend the screen ends 
around the wire and holds them 
during soldering. Just another 
of the soldering applieations 
that makes every radio station 
a prospect for one or more 
Thermo-Grips. 


New Ratings For 
Vacuum Cleaners 


While waterlift or air volume 
discharge are commonly used 
measures for rating industrial 
vacuum cleaners, IDEAL has 
adopted the term effective clean- 
ing efficiency as being more ac- 
curate. It means the combina- 
tion of waterlift and air volume. 
While a man blowing into a 
manometer can show high water- 
lift, that does not make him a 
vacuum cleaner. Effective clean- 
ing efficiency requires an air 
stream large enough and moving 
fast enough to pick up and carry 
away any type and quantity of 
dirt. For a given nozzle size the 
IDEAL Cleaner moves air faster 
than any other cleaner. 





New, Metal-Edged Cartons Soon For IDEAL Line 


To simplify 
identifica- 
tion and 
stocking, all 
IDEAL pro- 
ducts will 
soon bepack- 
aged in metal 
edged cartons with large, easy- 





to-read labels. Package design 
and label stand out prominently 
on the shelf, yet packages have 
been held to minimum size to 
enable most efficient shelf util- 
ization. Another advantage 
of the new cartons is uniform 
sizes that are an aid to high 
stacking. 
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PACKED WITH NEW 
EASY-TO-USE DATA 
ON ALL PRODUCTS 





Real Selling Tool to Help 
Distributor Salesmen 
Sell and Earn More 


It’s off the press! The best, most 
up-to-date IDEAL Catalog 
ever printed is now ready for 
distribution to IDEAL users 
and new prospects. 


It’s a 66 page looseleaf hand- 
book, identified as Catalog No. 
X-1. Easier to use and better 
looking in every way than any 
of its predecessors—bound in an 
attractive yellow cover printed 
in the familiar red and black 
IDEAL colors—it packs real 
selling “‘oomph!”’ Because it is 
looseleaf type, new pages can 
easily be added as new products 
become part of the line. 


Simplified Index 


A simplified index makes it easy 
as ABC to find any particular 
product—quickly. Products are 
listed alphabetically, with ample 
cross references. Catalog number 
prefixes are also included. 


On the cover the only IDEAL 
identification featured promi- 
nently is the trade mark. The 
company name appears only in 
small type on the back cover. A 
large space has been left on the 
front for the distributor imprint. 


New Price Sheets 


To accompany the new catalog, 
new price sheets have also been 
printed. In them items are ar- 
ranged in numerical order by 
catalog numbers. Knowing the 
catalog number, all you have to 
do is run down the price sheet 
numerically to find any price. 


Conforms to NEWA Standards 


All catalog pages and price sheets 
are printed to conform with 
NEWA recommendations. 

A supply of new catalogs and 
price sheets is being forwarded 
to all franchised distributors. 








SCREW 





You can change instantly from forward to reverse 

—just turn button on rear of motor housing. 
This new tool, Model 7091, has big power and 

high driving torque—ideal for No. 1 to 14 ma- 


gf" 


chine and wood screws and \4”" nuts. Has adjust- 


able friction clutch. Low working speed of 750 


ARO 





AIR TOOLS. 


yw ARO Rvaste | 





DRIVER! 





r.p.m. insures perfect ‘contact with screw slot and 
prevents marring of screw heads. New housing 
design gives perfect balance . . . ease of handling. 
Feature by feature—it's one of the finest Aro Tools’ 
ever built! Ask your Aro Jobber. 

SEND COUPON FOR MORE DETAILS! 


THE ARO EQUIPMENT CORPORATION, Bryan, Ohio 


Without obligation, send us your illustrated bulletin on 
the new Aro Model 7091 Reversible Screw Driver and Nut 
Setter. 





mM” than 775,000 times in 1948, the 


magazines your tool customers read 


most... MACHINERY, AMERICAN MACHINIST and 
MILL & FACTORY, will give Card Distributors 
a helping hand. See how we tell each read- 
er to get in touch with you. 

See, too, how this new Card advertising 
makes it worth while for a tool user to con- 
tact you. The promise of benefit inherent 
in the idea “CARD Taps — The Certified* 
Cutting Tools” gives the tools you sell a 
competitive edge. The story of the double 


S.W. CARD 


MANUFACTURING CO. 


Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 


check on all Card Taps by the Pittsburgh 
Testing Laboratory builds greater confi- 
dence in all Card Tools, and in you as their 
distributor. 

This advertising is only the beginning of 
a campaign to deal the Card Distributor in 


on more profitable tool business. 








(@R»)) 


TAPS 


Lhe Cerkified ' 
Culling Tools 


*by the Pittsburgh Testing Laboratory 


Alto mokers of DIES « SCREW’ PLATES 
DIE STOCKS . TAP WRENCHES 
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Some KoPes Foot you 


G-W 6X37WIRE ROPE WITH 
HEMP CENTER (S EXCELLENT 
FOR FACTORY CRANES BECAUSE 
IT 1S FLEXIBLE ANO RES/STS 
BENOING FATIGUE 


O08 ae! 

Il 
+ Wi 
i 

















OG-W 6X37 1.W.R.C. ROPE 
1S BETTER BECAUSE THE 
METALLIC CENTER RESISTS 

INTENSE HEAT 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4¢e- 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


TWacn Offices and Factory: Cleveland 13, Okee 


114 Broad Street 3525 West Grand Ave 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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You can replace up to 316 sizes 
of these endless v-belts 





with these 
4 reels of Veelos 


Just four reels of Veelos in your Ease of installing Veelos provides 


stockroom give you replacements substantial savings in installation 
for as many as 316 sizes of endless time. On drives with fixed centers, 
V-belts. Very likely you require less. One reel may it is installed without moving the motor or dis- 
give you a complete V-belt inventory. With Veelos, mantling the machine. 

the link V-belt, any length belt is quickly uncoupled, 
made endless and installed. Belt replacements for any 
type drive are always immediately available. Standard 
reels hold 100 feet, save storage space. 


Veelos is available in all standard sizes . . . fits all 
standard grooves. Write for the Veelos distributor 


story... it points the way to bigger V-belt profits for you. 
Pasa ase ias 
NEW CATALOG gives you all the facts about the important 
advantages of Veelos and supplies complete engineering data. 
Fully illustrated, it shows Veelos at work in industry after 
industry. Your copy sent on request. 
MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 
Sate aan oS 
VEELOS is known as VEELINK outside of the United States 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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® ACCRALOCKS 


PRECISION 
JAW 
ADJUSTMENT 








vaiBy 


AH ie. ’ ! 
USHMAN Power CHUCKS 


Crile Ctalog -0-04 ‘ 


4 


CUSHMAN also manufactures 
a complete series of 


WRENCH OPERATED CHUCKS f| THE CUSHMAN CHUCK COMPANY 


Write for Catalog 63 and Bulletins HARTFORD 2, CONNECTICUT 
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here are hundreds of Bunting 


Stock-carrying Distributors each 
with an adequate stock of Bunting 
Bronze Bars and Bearings. Your 
Bunting Distributor can deliver—now 


—from his stock. The Bunting Brass 





& Bronze Company, Toledo 9, Ohio. 


Branches in Principal Cities. 


BRONZE BEARINGS x BUSHINGS x PRECISION BRONZE BARS 
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SOCKET CAP 


CHICAGO Safety Plus’ 


SOCKET SCREW PRODUCTS 


SOCKET SET SCREW 





SHARP — 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN — 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


TRUE = 


Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength to their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS” Screw Products. 


Chicago ‘SAFETY PLUS"’ Products Include: 


Socket Head Cap Screws * Socket Set Screws ° Stripper 
Bolts or Shoulder Screws * Square Head D Point Set 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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MILADYS DANCING PUMPS AND HER BEACH 
CLOGS TOO...BOTH DEPEND ON JEWEL ABRASIVES. 
MANY SLIPPER HEELS ARE MADE FROM COM- 
PRESSED SAWDUST WITH A 
WATERPROOF GLUE BINDER. 
JEWELITE CLOTH X73 SPEEDED 
UP MANUFACTURE 
AND CUT ABRASIVE ,_ 
COST42%. 
































JEWEL IMPROVED GARNET BELTS SHAPE BEACH CLOGS AT 
MINIMUM COST. THEY CUT FASTER,LAST LONGER AND CHOKE” 
LESS THAN OTHER TYPES. 


AND JEWEL ABRASIVES CUT COSTS AND SPEED UP OPERA- 
TIONS SAFELY ON STILL ANOTHER KIND OF SHOE ..THE BRAKE 
SHOE THAT STOPS OUR TRAINS. HERE TOUGH, t 
FAST-CUTTING HEAT-RESISTANT WELDISKS 

PERMIT FASTER GRINDING SAFELY. 


Mw. Ae REMEMBER JEWEL WHEN YoU ORDER COATED a 
PS a ABRASIVES. HUNDREDS OF MANUFACTURERS 
HAVE FOUND THAT JEWEL ABRASIVES, PROPERLY 
USED, SPEED WORK AND CUT COSTS. THERES A 
JEWEL PRODUCT FOR AZZ GRINDING AND POLISHING. 


at of «fh Ouellet 











© VU 


SOUTH BRAINTREE 85, MASSACHUSETTS + MAKERS OF JEWEL COATED ABRASIVES 
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This HELPING HAND’ 








Besly’s ‘‘Helping Hand”’ 
Has 5 Strong Fingers 


Faster Delivery on High 
Speed “Specials” 
A Complete Line 























OVER 150,000 THREADED HOLES with one Besly 


Pipe Tap is the “record” achieved recently by a mid-west . Top Tap Quality 
screw machine products manufacturer. Such performance, Expert Tap 
’ even for a Besly tap, is far beyond reasonable production Engineering Counsel 


‘ iit i f Qualified Distributors 
expectations. Nevertheless, it is indicative of the kind of 


savings in time and money which may be made when a Besly 








e Tap Engineer applies “the right tap— made right” toa specific 
tapping operation. 
SEE WHAT BESLY CAN DO FOR YOU HELPFUL 
D Intelligent, on-the-job service by a qualified Besly Tap Expert FACTS 
may give you new production savings in taps and in set-up- FOR ATS 
Y time— plus a better tapped piece. Ask your nearest Besly TAP USERS | °°" 





Distributor to have a Besly Service Pe oe a Oe 


Engineer study your tapping information on taps and tapping 
operations with you. It costs you procedures. Write on your letter- 
nothing—and may save you much. head today for a copy — FREE. 


BESLY TAPS *© BESLY TITAN ABRASIVE WHEELS 
ese ty GRINDERS AND ABE ESS ORL ES 
CHARLES H. BESLY & COMPANY © 118-124 North Clinton Street, Chicago 6, Illinois 


Factory: Beloit, Wisconsin 
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“MARVEL” as 


MARVEL High-Speed-Edge Blades assure Faster, more Accur- 
ate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a genuine 18% 
Tungsten high speed steel cutting edge electrically welded 
to an exceptionally tough, strong alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300%. higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per 
cut, come the extra dividend of Safety, for MARVEL High- 
Speed- Edge Hack Saw Blades are Positively Unbreakable— 
they will not shatter. 


MARVEL High- Speed- Edge Hack Saw Blades cost no more 
than ordinary high ‘speed blades. MARVEL High-Speed-Edge 
Hole Saws not only have the “edge” but the tough alloy steel 
bodies which give them the extra strength needed for deep 
work on drill presses and lathes. MARVEL Band Saw Blades 
come welded to size ready for use, packaged in individual 
boxes . . . these three lines of superior metal-cutting saws 
constitute the very finest blade service you can offer your 
customers. 


the edge 


Genuine 18% Tung- 
sten High-Speed-Steel 
cutting edge. 


Tough _ unbreakable 
alloy steel body with 
hardened eyes. 


Integrally welded to 
make a_ fast-cutting, 
long lasting composite 
blade that is positively 
unbreakable. 





ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 


Better Machines-Better Blades 
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for higher profits, more sales — 


CHECK ALL 8 Yéz0t/ 


Do the speed reducers you handle give you 
every sales advantage you need to sell the 
“tough” prospects—and keep steady customers 
satistied ? Check al] 8 advantages of American 
Reduction Drives before you decide ! American 
Reduction Drives enable your customers to get 
driven speeds below 154 r.p.m. from standard, 
stock parts. Installation is simple—no special 
engineering is necessary. No bulky 
foundations or supports are needed. 
Patented, compact design provides 
extra floor space. Maintenance 
costs go down because the prim- 
ary belt drive absorbs equipment- 
damaging shock loads. Best of all, 
American Reduction Drives are 


i vw ws 3 we 
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NO USER “KICKBACKS” WITH 
PERFORMANCE LIKE THIS! 


The American Reduction Drive was installed entirely from 
standard, stock parts supplied by an American Distributor. 
And here is the record: Original spur-gear drive failed several 
times each year resulting in heavy losses due to spoilage and 
machine shut-down. American Reduction Drive required no 
maintenance other than lubrication—eliminated break-down 
and spoilage—paid for itself three times in the first year!* 


*Name on request 


easy to stock. You have fewer sizes—less weight 
to handle! 


To make sure of getting every one of these sales 
advantages, check al] 8, first! Meanwhile, 
write for the complete drive selection data and 
selling help contained in the American Reduc- 
tion Drives Handbook. Drop us a line, now. 


For Immediate Delivery From Large Stocks 
See Your American Drives Distributor. 


4218 WISSAHICKON AVE. « PHILADELPHIA 29, PA. 








How Are Your Profits 


J 


Standing the SQUEEZE? 


HERE’S HOW BALDWIN-HALL CO., INC., SYRACUSE, N. Y. 
HAS ATTACKED THIS 2-WAY PROBLEM... 


How to maintain profits in the face of in- 
creased sales costs? ... How to keep inven- 
tories profitably in balance in spite of 
fluctuating market conditions? . . . These 
and many related problems affecting your 
business, your profits, have been solved 
successfully by Baldwin-Hall Inc., mill 
supply and electrical products distribu- 
tors, of Syracuse, N. Y. 


SALES CONTROL SIMPLIFIED—Baldwin-Hall 
serves hundreds of customers throughout 
a large trading area. It would be impos- 
sible for them to control sales effort with 
full effectiveness if they had to depend on 
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cumbersome, old style sales records for 
day-to-day information. That's why they’ve 
adopted a simplified system: 


Their accounts are set up in Kardex 
Visible. Signals show graphically —like a 
bar chart—which accounts are running 
even with annual quota, which are ahead 
and which are behind, in terms of -per- 
centage. Signals also show the frequency 
of salesmen’s calls. This makes it easy to 
spot situations calling for reallocation of 
sales effort, Full history on each account 
appears on the body of the record for im- 
mediate reference, but the key facts are 
all out in the open where they can’t be 
overlooked. 


INVENTORY CONTROL SIMPLIFIED— 
Baldwin-Hall’s Inventory Control is simi- 
lar to their visible sales control system. It, 
too, uses graphic signaling of essential 
information; speeds up review of inven- 
tory changes and prevents oversights. As 
a result, they avoid overstocks, assure ade- 
quate stocks of all controllable items, and 
secure their most profitable turnover 
rate on each classification and line of 
merchandise. 


CHART THAT THINKS—Under a conven- 


tional system, this close, accurate control 
of turnover would demand an endless 
amount of figure work. (Quantity of an 
item on hand means nothing until that 
figure is interpreted in terms of how long 
it will last.) But Baldwin-Hall avoids all 
such arithmetic by using the Kardex ex- 
clusive “Chart That Thinks.” This chart, 
which is a part of each individual record, 
eliminates the need for computation. Once 
the chart is folded to the desired setting 
and inserted in the visible margin, you 
can advance or retard the signal to any 
new quantity figure and —presto—the sig- 
nal graphically shows the number of 
weeks supply in stock. It’s no trick at all 
to glance at a whole tray full of record 
cards and see which items are under- 
stocked, normal or overstocked. 


For further details on profit-building 
Kardex Sales Control and Kardex 
Inventory Control, either or both, and 
how they can be set up in full operation 
for you by Remington Rand record instal- 
lation specialists, phone our nearest office 
or write Systems Division, 315 Fourth 
Avenue, New York 10, N. Y. 

FREE LITERATURE “How To Get 
Profits From Inventory” is a new, thor- 
ough, authoritative study of special inter- 
estto wholesalers. Ask for Booklet KD-375. 
Ask also for our new, idea-packed folder 
on Sales Control—KD 381. 
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These Nuts are oversize These Nuts are undersize 











Circle ® Bolts and Nuts ... both standard and 
special .. . are under constant development by a 





—_ fully-equipped research staff. New developments 
; a in metallurgy and manufacture result in ever- 
wslon better products for Buffalo Bolt customers. . 
nstal- 
it ‘ BUFFALO BOLT COMPANY 
— North Tonawanda, N.Y. 

— These Nuts are the right size SALES OFFICES IN PRINCIPAL CITIES, 
inter- Export Sales Office: Buffalo International Corp., 
)-375. ° 50 Church Street, New York City 
older 
rn, ...they are CIRCLE N i 

> 
> E 
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Guodliécla \\ 


For Today’s 4 
Tough Service Demands 








¢ 


EFFICIENT AND DEPENDABLE 
STEAM GENERATION 
Vogt steam generating units are designed to 
give maximum rating in a minimum of space 
with high efficiency and low maintenance ex- 
pense. Bent tube types and straight tube, 
forged steel sectional header types to burn 
solid, liquid or gaseous fuels, as desired, meet 
every power, heating or process requirement. 











PROCESS EQUIPMENT FOR 
EVERY SERVICE 

Stills, towers, oil chilling machines, filter presses, 
heat exchangers, etc. are constructed to all 
Codes, They meet all demands for operating 
security and trouble-free performance and help 
to lower costs in important process industries 
around the world, 





SPECIAL MATERIALS FIGHT CORROSION 

AND PRODUCT CONTAMINATION 
Our modern shops produce a wide variety of 
equipment made from special metals and alloys 
to combat corrosion, and product contamination 
er discoloration. Fabrication procedures em- 
ployed insure that corrosion resistant properties 
of welds will match that of the materials from 
which units are constructed, 








MORE TONNAGE AT LESS COST 
Over 60 years of manufacturing experience, 
engineering and research stand behind Vogt 
refrigerating and ice making machinery. Ab- 
sorption Systems, Compression Systems, and the 
Automatic Tube-Ice Machine in a wide range of 
capacities serve in leading petroleum refineries, 
chemical plants, ice and cold storage plants, 
dairies, packing plants, etc., at home and deed. 





DROP FORGED FOR EXTRA TOUGHNESS 
AND LONG-TIME SERVICE 
Vogt valves, fittings and flanges, for top per- 
formance in oil, water, air, gas, and ammonia 
services, at high or low pressures and tempera- 
tures, are available drop forged entirely from 
carbon steel or stainless steel. Valves can be 
furnished in a combination of materials by 
using stainless steel for parts affected by service 
temperature or corrosion, and less expensive 
alloys or carbon steel for other parts. 








Air View of Vogt Plant 


_- 
— HENRY VOGT MACHINE CoO. 
LOUISVILLE 10, KENTUCKY 
BRANCH OFFICES NEW YORK, PHILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS 
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This Line is made only in Top Quality 
---and SOLD ONLY THROUGH TOP DISTRIBUTORS 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, 
Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth 
St., Los Angeles 14, Calif.; 228 First St., San Francisco 5, 
Calif.; 311 S. W. Fi 


. First Avenue, Portland 4, Ore.; 31 
W. Trent Ave., Spokane 8, Washington. Canadian 
Factory: 595 St. Remi St., Montreal 30, Que. 


WORLD’S FIRST WINDOWLESS PLANT—HOME OF pngy SIMONDS 
SAW AND STEEL CO. 
RCE : x ee : Se 3 


FITCHBURG, MASS. 
* Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


wonreta, 1oddatO vawcount® 
Simonds Prodects 
for Canada 


FOR METAL, WOOD, PAPER, PLASTICS 
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"MILL SUPPLY 
DISTRIBUTORS 
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CM CHAIN 
x 

~ NATIONAL 
ADVERTISING. 
PROFIT GAINS 


Industry management and purchasing 
executives have known for years that the 
name “Columbus-McKinnon” signifes 
chain products of outstanding service- 
ability. They recognize the “CM” as 
a mark of leadership in design, con- 
struction and on-the-job advantages. — 


Even though “CM” chain products are 
accepted, national advertising appears 
every month in the leading trade mag- 
azines...constantly reminding your cus- 
tomers that there is a CM chain to fit 
their particular requirements! 


It is a great advantage in selling when 

you mention “CM” to a prospective 

cocomer and can start right in talking 
° ° about something you're 
Write for your copy of this new, arte Ie all aids up to profit gains for | 


informative booklet. No charge. both of you. es 


*te 


See us at Booth 116, National Safety 
Congress, Stevens Hotel—October 18 
to 22—Chicago 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


Affiliated with Chisholm-Moore Hoist Corporation 


_ GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: NEW YORK, CHICAGO, CLEVELAND AND SAN FRANCISCO 
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PERFECTLY MATCHED- 


for Fast-Factory Finish 
Grinding on Valves and Seats 


PERFECTED DUAL ACTION 


Valve Seat Grinder 
with Ball Bearing Holder 


Precision work in fast time is made possible 
by the almost unbelievable speed of this 
valve seat grinder. Perfected dual action 
provides a controlled fine vibration for 
grinding accuracy and dispersion of cut- 
tings—wheel mounted for full valve seat 
contact. Uniform finish all the way round 
is assured. 


0 0 0 0 the Yeu 


SIOUX 


WET VALVE FACE 
GRINDING MACHINE 


More Dollar Value 
Vhau Ever Sefore 


Wet Grinding eliminates heat and dis- 
tortion, producing finest finish and fac- 
tory precision. Wet Grinds Valves, Valve 
Ends, Tappets and Rocker Arms. 


Sold only through authorized SIOUX Distributors 


WORLD OVER 
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USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 








SUPERGAUGE ULTRAGAUGE ee 
*s An instrument of test gauge accu- A superior quality gauge of top-most ac- = ,¢ 
*s racy, designed for many years of curacy and durability, designed espe- ,% 
*. service in heavy-duty indus- cially for chemical and oil refinery 4 
. trial installations. Withstands applications. Furnished in 44%”, iv 
‘. excessive vibration and 6”, 8Y2", 12” and 16” dial sizes |# 
™ pulsation and provides . .. from vacuum up to o 
* a safe positive check 100,000 pounds per square ¢ 
% on process control. inch pressures. ra 
> ¢ 









7 
- REFRIGERATION GAUGE 
Important features include: adjustable 
hub pointer, broad easy-to-read lu- 
minous dial, removable screw check. 
Low side gauge has 1” and 1 |b. 
graduation and is protected to 200 
Ibs. overpressure. Also available 
with external calibrator and re- 

tarded movement. 


ALL-PURPOSE PRESSURE GAUGE ‘x 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment. It’s smart in appearance and =f 


4 é 
dependable in performance. fk 


¢ 
f 





HYDRAULIC GAUGE 








CHEMICAL GAUGE 
Clean-Out Type 


Designed for service in chem- 





6 out of 10 Manufacturers . a 
gauge built to give continuin 
Buy US. Gauges and aabanmiemanatal “ 


hydraulic pressures. The ex- 

















ical and processing plants for 

use on heavy viscous fluids 
that tend to clog. Supplied with 
precious metal diaphragms and 


tra heavy-duty movement is 
designed to withstand the 
severe shocks and rugged 





: i a . service required of gauges 
assemblies for highly corro- oe *._ when installed on hy- 
sive chemical application. Ps . draulic presses an 
Diaphragm is easily re- , me, ‘,. Diesel engines. 
moved for cleaning. rf = : 


BOILER GAUGE WELDING GAUGE % 






i 
For use on hot water heat- | This well designed gauge 5% 
ing systems. Indicates on » incorporates the safety - ‘s 
one dial: water temperature, ; out features in the low as *s 
head of water above gauge and well as the high pressures. It is ‘s 
- pressure in system. Rugged con- especially designed to withstand *s 
c struction with easy-to-read dial. rugged handling. It is a tough a 
"i Available in round or square case. gauge for a tough job. ¥ 








Get your copy of our 
New Folder describing 
many USG Products. 


5 Ci and Mal This Coupon Taday? 
UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Ms Title 
Company. 














Culy —__ Shale 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

row | bottom. Hexagon faces clean 
on, smooth and true,"mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 


finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


& 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


‘2153 SCRANTON ROAD e 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock, 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine — 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
pee head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — stee] covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 


Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
? 
7 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


TANDARDS 


carried hy 
LEADING 
DISTRIBUTOR 








* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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A SMART NEW 
REALLY PORTABLE 


New Fell rLSib Porta-Power Drive 


operates hand pipe tools — weighs only 100 Ibs. 


@ Here’s power that’s easily portable — for job- 
tested Porta-Power weighs only 100 lbs. Modern 
design light alloy case can’t be topped for strength 
and durability. Universal motor— 
forward and reverse, light socket 
operation, turns pipe for hand 
threaders, cutters, reamers. RIZAID 
lathe-type 3-jaw chuck in front, chuck- 


holder in rear turns with pipe. 
Sealed-in lubrication—no oil to spill. 
A new popular profit-maker for you. 


Easily carried. Bolts to bench. Large * 
handy tool tray when set up as stand. 


THE PIPE VISE 


that’s your customers 


On-te fob 


WORKBENCH 


5 


RiFEESIb big-tray Tristand 
is a cinch to carry and set up anywhere needed 


@ Much more than just a vise, the popular Rimaip 
Tristand is really a portable workbench. Hinged 
legs fold in and chain for carrying; easily set up, tip 
proof. Roomy stand for dope pot, oil can; special 
slotted rim for hanging tools; pipe rest and 3 
benders that won’t dent pipe. Vise has tool-steel 
LonGrip jaws that provide firm hold, won’t mar 
polished pipe. Chain vise, 4” 

capacity; yoke vise, 2!7." It’s a 

great work-saver for your custom- 

ers... and a great money-maker 

for you. 


Tristand Vise — ready ite 
to load on your truck. 
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A swat THING, surely . . . but serious business when 
someone needs gauge glasses in a hurry. What a relief to 
your customer when he can come into your place and get 
CORNING or PYREX brand products! You give him a 
“break” . . . you build goodwill . . . you build profits. 

Corning is the only manufacturer of mill supply glass- 
ware who helps to build markets for you. Every month 
Corning reminds engineers, maintenance men and super- 
intendents in the power, petroleum, plumbing and marine 
fields of the extra dependability Corning builds into its 
line. The sale of these products is channeled entirely 
through conveniently located stock carrying distributors 
who are able to give quick service to supply distributors in 
the fields mentioned above. In effect, all available business 
in this line is channeled through you. You will profit most 
by having stocks available. 


A COMPLETE LINE 


Corning offers the only complete line of mill supply 
glassware. Specifically: 


1. PYREX and CORNING brand tubular gauge 
glasses which will handle pressures up to 500 p.s.i., 
depending upon type and size. 


2. MACBETH brand flat gauge glasses—good for 
pressures up to 2,000 p.s.i. 


3. PYREX brand sight glasses for ovens, absorption 
columns, reaction kettles, furnaces, pressure vessels, 
stills, tanks, ete.—up to 300 p.s.i. 


4. PYREX and CORNING brand oil cup and lubricator 
glasses for rugged service conditions on machine 
operations. 


| ss & 























These products provide good visibility over prolonged Beno 
They outlast other makes. Supply CORNING and PYREX 
brand products and you give your customers the best. Stock up 
now. Be prepared to serve, and you will reap the benefits. 


- - & se eS Oe Ue Ue: h6Uml Um hm Um U6 hU6lL U6 U6 Ue UT 


CORNING GLASS WORKS « CORNING, N.Y. 


SALES OFFICES: NEW YORK * CHICAGO * SAN FRANCISCO 


cous) MILL SUPPLY GLASSWARE 


«+» stocked by leading suppliers everywhere 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE + LIGHTINGWARE + SIGNALWARE 


LABORATORY GLASSWARE + OPTICAL GLASS -« GLASS COMPONENTS 
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Want help on 
Flexible as 
Couplings? -— see 


Send for this 
NEW bulletin! 


Here’s a new bulletin with facts to 
help you sell Baldwin-Rex roller 
chain flexible couplings. It tells you 
what these couplings can do... what 
size and type to recommend... how 
they should be installed. 

There are tables of horsepower rat- 
ings, service factors, and dimensions. 
You'll find valuable data on lubrica- 
tion, covers, accommodation of mis- 
alignment, and many other import- 
ant sales facts. 

There’s a big market for Baldwin- 
Rex flexible couplings and you'll find 
this book a big help in reaching it. 
Send for your free copy today. 

Baldwin-Duckworth Division of 
Chain Belt Company, 378 Plainfield 
Street, Springfield 2, Massachusetts. 








FLEXIBLE COUPLINGS 


BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
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/ ...by Using 


CLE*FORGE SPECIAL PURPOSE DRILL 


Test Shows Results of Selecting 
the Right Stock Drill for the Job 


One of our Service Representatives, watching this screw 
machine operation on a stainless steel part, recommended 
changing from regular to a Special Purpose CLE-FORGE 
High Speed Drill. As a result, production was boosted more 
than 80% with no increase in tool cost. This illustrates 
the great importance of choosing exactly the right drill for 
every job. Many times you'll find that a CLE-FORGE High 
Speed Drill designed for special purposes will give faster 
production at lower cost. A CLEVELAND Service 
Representative will be glad to analyze your drilling prob- 
lems, without cost or obligation. Get in touch with our 
Stockroom nearest you, or... 


Telephone Your Industrial Supply Distributor. 


>THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 + Chicago 6 * Dallas 1 » San Francisco 5 
Los Angeles 11 + London W. 3, England 








ASK YOUR INDUSTRIAL SuPPLY PiSTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 





a 


i ee 
Rs 
ic “CLEVELAND” DISTRIBUTORS EVER HERE 





are ready to serve you! 


S by) | 


iY 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Sell your customers 
SIMPLIFIED VALVE SELECTION 


The “RENEWO” Threesome is setting new records in Maintenance, Replacement 


and Operating (M-R-O) fields throughout the nation. Through our publication 


advertising we are presenting this line for SIMPLIFIED VALVE SELECTION 


At right, is one of a series of 


ads appearing monthly in 
these leading technical papers 
reaching over a half million 
readers: 


POWER 
SOUTHERN POWER 

& INDUSTRY 
MECHANICAL ENGINEERING 
INDUSTRY & POWER 
NATIONAL ENGINEER 
CHEMICAL ENGINEERING 


PAPER INDUSTRY 
& PAPER WORLD 


FOOD INDUSTRIES 
SUGAR 


HEATING, PIPING 
& AIR CONDITIONING 


OIL & GAS JOURNAL 
CALIFORNIA OIL WORLD 
PETROLEUM ENGINEER 
PETROLEUM REFINER 
PETROLEUM WORLD 
TEXTILE INDUSTRIES 
TEXTILE WORLD 

MILL & FACTORY 


FACTORY MANAGEMENT 
& MAINTENANCE 


INDUSTRIAL DISTRIBUTION 
PURCHASING 

INDUSTRIAL EQUIPMENT NEWS 
RAILWAY PURCHASES & STORES 
RAILWAY MECHANICAL ENGR. 


MARINE ENGINEERING 
& SHIPPING REVIEW 


PACIFIC MARINE REVIEW 


ESTABLISHED 1862 


THE LUNKENHEIMER £2. 


—"QUALITY'= 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13, CHICAGO 6, BOSTON 10, PHILADELPHIA 34, EXPORT DEPT. 318.322 HUDSON ST, NCW YORK 13.N. Y, 

















Simplify valye Selection. . 


LUNKENHEIMER 


“RENEWO” THREESOME! 


The “RENEWO”’ 
fully described in 
577, which also 


Threesome js 
Circular No. 
explains the 


Fig. 73 200 

economy feature of Fig, } van 
on 8: ho vs 9. 16 300 Ib, SP. 
. } a. + 
, onging eet aad dis : so RENEWO”, One of the 

; OpPular . 
'S yours for the asking . fr ' coe “tor ‘genera 
your Lunkenheimer (rn om —_tarvice. an geatitned for generat 
f enhemer Distributor or ties, olf porte a nnme_ ‘early. im. 
rom us direct. ie . 


14 LUNKENHEIMER co 


CINCINNA TY i Ont. u S.A 


Fig. 73-P 200 tb. sp 
Fig. 16-P 300 Ib, SP, 
“py {Plug 
Yee) % 
for thrantting, Brain, Pn pated ; 
column blowdown and slnaihee core, 
ice. The “NES Nicke} Alloy 336 


YOUR LUNKENHEIMER 
DISTRIBUTOR .. . 


Provides Better Valve Sereice 
Lunkenheimer Distribu 
sake 


equipped esd ceody at off 
times fo ossist with your 
mointenande ond operation 
problems. Colt oa him. 


» oe Plog ype 

for aa ; ip : : 

: KIMUM Fehistonce to the : 
et OF Sloss throtiting ond other 


© encountered * | 
. HBinte, 
Binet seat ang my %Y steel $00 
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AL ‘tnere’s 
SUPER STRENGTH 
IN THAT SOCKET” 














MATCH THIS KEY FOR 
TOUGHNESS AND FIT” 


GET HIGHER UNIFORM QUALITY 
..» BUY ALLENS 





Allen quality starts with the use of 
Allenoy steel, developed specially 
for the purpose. The strength of 
the steel is preserved and rein- 
forced at vital points leaving the 
steel fibres uncut and intact. Not 
only is threading to class 3 fit 
held to extreme accuracy, but extra 
—— assure maximum grip. 

eat treatment is regulated to 
laboratory standards of precision. 
Quality control is assured by 










WARNING 


rent 
Allen-TYPE screws a 
necessarily Allen-MADE. Be 
enuine ALLENS. 







laboratory testing of every batch 
in addition to the most careful 
gauging and inspection at the 
machine. These are some of the 
reasons for the higher uniform 
standards of Allen screws. Write 
us direct for descriptive folders, 
or technical information. 


teat YOU TRIED. 


ALLEN HEX SOCKET 
FLAT HEAD CAP SCREWS 
Allenoy steel plus positive 


wrenching makes them vastly 
superior to ordinary cap screws. 


° Src 5 ° ode Me 
NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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Here’s the first of a brand 

new series of advertisements 

to make your selling job 
more effective. 


The new Allen advertising program 
has been greatly expanded with more 
publications, more space, and added 
color. It will appear in the following 
twenty papers which your customers 
read and respect: 


American Machinist 
Electrical Equipment 
Electrical Manufacturing 
Hardware Age 

Hardware Retailer 

Machine Design 

Machine and Tool Blue Book 
Machinery 

Mill and Factory 

Modern Machine Shop 

New Equipment Digest 
Product Design and Development 
Product Engineering 
Purchasing 

Steel 


Textile World 


Tool and Die Journal 


Tool Engineer 


This new campaign represents an active 
program to give Allen distributors not 
only the best line of products to sell, 
but the most effective sales support 
possible. We will gladly supply reprints 
for your use in “rifle shot” promotion 
to your customers. Address Advertising 
Department, The Allen Manufacturing 
Co., Hartford 2, Conn. 








Gornam’s long experience plays a vital part in pro- 
ducing these superior Tool Bits. Great care must be 
exercised in the selection of metals and in proper heat 
treatment. GORHAM High Speed Steel Tool Bits are 
made and guaranteed to meet any and all require- 
ments for a particular need. They have already dis- 
tinguished themselves in many specialized applications 
and the scope of their ability is constantly broadening. 
Sales possibilities are getting bigger and better every 
day for the GORHAM Line—let us give you all the facts. 


Ss -- = -~----== GORHAM STANDARD For the Commercial Field 
{ Seeee-====---== GORHAM M-40-B For Heavy Cuts in Hard Material 
‘een n--—--===-—= GORHAM GORMET For More Abrasive Materials 


GORHAM TOOL CO., 14400 WOODROW WILSON, DETROIT 3, MICH. 
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he wide range of types, kinds and sizes of 
Century motors enables you to specify motors with the right 
characteristics to meet all popular electric power requirements. 


Century builds, among others, a complete line of 3 phase squirrel 
cage motors, Type SC from 1/6 to 400 horsepower. 


e@ Type SC motors provide normal starting torque at normal 
starting current. They are suitable for all general purpose 
applications—or about 80% of the jobs. 


Type SCH motors provide high starting torque with low 
starting current. These motors handle hard-to-start loads 
without over-motoring. Typical examples are reciprocat- 
ing compressors and pumps starting under full load 


Type SCT motors combine high starting torque with high 
slip. They are suitable for equipment having high peak 
and high impact loads—such as oil well pumps, punch 
presses. 


Type SCX motors in larger sizes develop low starting 
torque with low starting current for applications that are 
very easy to start and start infrequently—such as large 
centrifugal pumps and fans. 


In addition to these standard variations of the Type SC motors, 
Century offers 


» Type SR, Slip Ring motors with high starting torque, 
* adjustable variable speed control. Typical applications 
include cranes, hoists, printing presses, bridge raising 
machinery. 


e Type SY, Synchronous motors for continuous operation 

* as a power factor load correction, such as for large 

ventilating fans and electric generators. 
Century builds a wide variety of electric motors, single phase, 
polyphase and direct current, in sizes 1/6 to 400 horsepower. 
They meet the requirements for all popular electric power 
applications. 
They are available for open drip proof, splash proof, totally 
enclosed fan cooled or explosion proof and yon horizontal, verti- 
cal or flange mounting. 
They are favorably known throughout the civilized world. 
Specify Century motors for all your electric power requirements. 


CENTURY ELECTRIC COMPANY 


—— 1806 Pine St., St. Louis 3, Missouri 
Ce Offices and Stock Points in Principal Cities 
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easy- handling American 
these modern, 


THE BUILDER SAVES He because strai 
Phillips Screws cut assembly time as much as 50%. What's more, 
ws banish burrs, outlaw scarred so srk-surfaces—and give a pre- 


engineered scre 
ine the final outward mark of inward quality. 


ght- driving, 
h 


s been turned up 
| the other 


cision mac 
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cause accidents, lose time- Couldn't yo# 
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heads to snag clothes, slas hands, 

use these 4 vantages and savings, in your © 
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IMPROVEMENTS like these might 


be made in the plants of your customers 






RSTABLISHED 1840 


REG. US PAT OFF, 


RR Gags: 4 

























Day after day, in plants like 
those of your customers, a Disstoneer is 
, helping to speed up production and cut 
manufacturing costs. Practically every 
kind of cutting problem is given him 
to solve. Thus no matter what the 
operations of your customers may be, 
nor what materials they cut, you will 
find that the Disstoneer has encoun- 
tered similar conditions many times 
before. 





This valuable experience may be 
utilized by you and your salesmen. 
Your customers are being told 
repeatedly in Disston advertising 
that this service is available without 


WHEN YOU SELLA 
DISSTON PRODUCT YOU 


SELL charge or obligation. They are also 
DISTON being told: ‘Get in touch with 
STEEL your local Disston Distributor.” 
SKILL 
and 
SERVICE 


HENRY [)/SSTQ)N & SONS, INC., 823 Tacony, Philadelphia 35, Pa., U.S. A. 
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INSLEY standardizes on 
J&L Wire Rope to help operators 


dig more profits 


There are fewer replacements... less time 


lost with J&L 


Insley—the world’s largest exclusive man- 
ufacturer of small excavators—has stand- 
ardized on J&L Wire Rope, because more 
and more operators demand equipment 
that will stay on the job! Insley knows that 
when excavators go down for wire rope 
replacements, operators’ profits go down 
too. 
To build “‘equipment that makes jobs pay” 
Insley Manufacturing Corporation, of 
Indianapolis, Ind., demands stamina and 
quality for every part—including the best 
in wire rope. 

J&L Precisionbilt Wire Ropes are built to 
absorb snap loads safely. They are designed 
to wind and rewind evenly on quick- 
reversing drums and travel over sheaves 
smoothly. Every strand on these ropes is 


‘teecioimbéle’ Nire Rope 


made from a special J& L quality-controlled 
steel and drawn to exacting tolerances of 
1/1000”. Then stranded on high-precision 
machinery, these wire ropes have uniform 
diameters that even up the wear all along 
the working length, reduce localized abra- 
sion and stay on the job longer. 

J&L manufactures wire rope for every 
purpose: Excavating, material handling, 
marine uses, logging, mining and oil country 
applications. Whatever your needs, you'll 
find it profitable to consult with J&L 
engineers first regarding your requirements. 
We maintain a complete wire rope service 
for every field of application. Write to: 
Jones & Laughlin Steel Corporation, 420 
Jones & Laughlin Building, Pittsburgh 30, 
Penna. The coupon is for your convenience. 


JONES & LAUGHLIN STEEL CORPORATION 
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Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Pennsylvania 


Please send me information about 
J&L Precisionbilt Wire Rope. 








en . —— 
ADDRESS hide on 
1, ee ed er 
STATE =e 














sae " MAKE PROFITS SELLING ALLIS-CHALMIERS 


© srans riers 

















Franchise Covers Wide Range of Units! 


HRs A TRANSFORMER FRANCHISE that 
gives you wide market coverage. It in- 
cludes distribution, instrument and metering 
units . . . plus insulating oil! 


DISTRIBUTION TRANSFORMERS — oil im- 
mersed 200 kva and smaller, 15 kv and lower. 
Dry type 600 v and lower. Chlorextol- -liquid- 
filled in certain specific ratings. 


INSTRUMENT TRANSFORMERS — 69 kv and 
lower including current and potential out- 





door oil-filled metering units, 

Behind this wide line of transformers is 
an aggressive advertising campaign in all lead- 
ing electrical magazines . , . directed to the 
men who buy your products. In addition, 
you have a complete lineup of sales promo- 
tion literature. 

For complete facts on this profitable fran- 
chise, write or wire: Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIS. 


Chlorextol is an Allis-Chalmers trademark. 
A 2475 


ALLIS-CHALMER 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 
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Kennedy advertising helps you 
sell Kennedy Valves. This full- 
page advertisement is appearing 
in industrial publications with a 
total circulation of 350,000. 


R 
Ur 6 
ork 
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centered 
driving 








CORBIN SLOTTED 
SCREWS 


true saw-cut 
slots 











100,000! 


That’s the combined circula- 
tion of The Iron Age, Mill & 
Factory, Electrical Manufac- 
turing and Wood-Working 
Digest. A fair share of your 
t s are ding this 
ad in these important ine 
dustrial publications. 





















The faster the pace, the more important uniformity is to you. 






Quality can’t be sacrificed to stepped-up production — so smart 
production men depend on Corbin Screws because they know 


their assemblers get a good one every time. 


Quality and quantity production is almost automatic when 












you drive uniform Corbin Screws. Grab some — place em — 
drive . . . easier, faster, better . . . no matter how you drive. 
Corbin Screws are available in all sizes and styles to meet 


your needs, for wood, metal, or plastic. Insist on Corbin. 


CORBIN SCREW 


DIVISION 


ST-85 








THE AMERICAN HARDWARE CORPORATION, NEW BRITAIN, CONN. 


Warehouses: New Britain, New York, Chicago 
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CHISHOLM-MOORE HOIstT CORPORATION 


(OIvision OF COLUMBUS CHAIN 1ON) 





TONAWANDA, NEW YORE 


June 15, 1948 


Mr. H. RB. Mathias, Salee Manager 
Factory Management & Maintenance 
220 West 42nd Street 

New York 18, New York 


Dear Mr. Mathias: 


Manufecturing and maintenance costs are two 
of managements chief concerns tocay. We believe, in fact 
we know, from the type and volume of salet we are making, that 
alert management is more receptive than ever to new ideas 
ané equipment that will help lower coets. Our new high-speed 
hand and electric hoists are designed to increase plant effi- 
ciency by eliminating waste time and effort in the movement 
of materials. So it is only natural for us to be advertising 
in "Factory" becauee it is read by key management men who 
want to know about equipment such as oure. The gratifying 
response to our "Factory" advertising is tangible evidence of 
thie. 


Corfially yours, 


CHISHOLM-MOORE HOIST CORPORATION 


ual hit. 


D. S. Briebdin 
Vice President (Salee) 


DISTRICT OFFICES * NEWYORK . CHICAGO CLEVELAND - SAN FRANCISCO. LOS ANGELES 


C: M PRODUCT COLUMBUS MCKINNON - ELECTRIC AND FIREWELDED CHAINS - CLAW TIRE CHAINS - EMERGENCY CHAINS 
CHISHOLM-MOORE - CHAIN HOISTS + ELECTRIC HOISTS - TROLLEYS * HAND AND ELECTRIC TRAVELING CRANES 


ADORESS ALL COMMUNICATIONS TO THE COMPANY 








“ CH 
CYCLONE 








worst « MOIST CORPORATION 


CHISHOLM MO CET CHISHOLM MOORE 
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CHISHOLM-MOORE 


HOIST CORPOR ATION 


GENERAL OFFICES AND FACTORIES TONAWANDA, N Y 
SALES OFFICES cog slond + Sen Francuco + bos Angeles 


vac 


* natural for 1 us to advertise in Factory... 


“FACTORY ...is read by key management men 
who want to know about equipment such as ours.” 


Chisholm-Moore helps distributors with advertising in FACTORY. This 
advertising reaches management men in industry who are receptive to 
new ideas—men who can be sold on the value of hoists designed to 
increase plant efficiency: 


Distributors need this selling help to make any line worth carrying. 
Salesmen alone can’t do the whole job. They need the contacts among 
men in the Plant Operating Group that advertising in FACTORY alone 
can give them. These contacts make personal selling efforts more effective 
because they pre-condition the customer to accept the salesman’s story. 
Thus the salesman is able to devote his full time to those jobs which only 
personal contact can accomplish. This means more effective sales contacts 
and more orders. 


The use of FACTORY for Chisholm-Moore advertising is strong evidence 
of the recognition of the importance of the Plant Operating Group in the 
manufacturing industries. This group is the heart of multiple influence 
buying. In this group are the men behind the orders, the men the distrib- 
utors’ salesmen can’t always see but who are powerful buying influences 
in the purchase of materials, equipment and supplies, and the men who 


read FACTORY. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing indus- 
tries. Outstanding readership is proved in survey after survey and this is 
why alert distributors welcome advertising in FACTORY by the manu- 
facturers whose lines they carry. 


If you’d like an opportunity to examine FACTORY more closely — to see 
for yourself why so many of your customers look to it for help on their 
daily jobs — we'll be glad to send you a complimentary copy. 


~~ MANGA RO) tee 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18,N.Y. 
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CASH IN 
TREMENDOUS 
DEMAND © 


BOICE-CRANE 
THICKNESS PLANER 


for nationally ciluttineil 


BOICE-CRANE 


BOICE-CRANE 


QUALITY a SANDER 
POWER TOOLS ' 


BOICE-CRANE 
SPINDLE SHAPER 


A few open territories. 
Write today 
regarding franchise. 


BOICE-CRANE 
| ——-BOICE-CRANE 
COMPANY GAP-BED LATHE 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 
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BOICE-CRANE — - 
DRILL PRESS 


BOICE-CRANE 
TILTING-ARBOR SAW 


BOICE-CRANE 
SAW-JOINTER 


BOICE-CRANE 
SIX-INCH JOINTER 





BOICE-CRANE 
BELT SANDER 
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NEW! 


CUTS FASTER 


THAN A SINGLE CUT 


FINISHES SMOOTHER 


THAN A DOUBLE CUT 


NICHOLSON G. P. 


MACHINIST’S FILE 


The “happy medium” in general purpose files 


Two FILES IN ONE? Well, almost. This latest de- 
velopment in Nicholson file designing utilizes the 
fundamental principles of the regular Mill (single 
cut) and the regular Flat (double cut) files... . 
And combines them to give metal-removing speed 
with smooth finish. 


The Nicholson G.P. (General Purpose) Ma- 
chinist’s File is not intended to supplant regular 
or special purpose files which are designed to do 
some single thing in the very best manner or the 
shortest possible time. But to the mechanic work- 
ing on ALUMINUM, Bronze, Cast Iron, MALLE- 
ABLE IRoN, Mitp STEELS, or ANNEALED TOOL 
STEELS, it is the general purpose file for hundreds 
of fabricating and machine-shop jobs. It is a 


ects 
= U.S.A. 


thoroughly tested-and-proved file for saving time 
and increasing production. 


Construction. The Nicholson G. P. Machinist’s 
File (also made in Black Diamond brand) has 
the shape of a regular Flat file — except that it 
does not taper in thickness. It comes in 8”, 10”, 
12” and 14” lengths. The teeth are single cut 
(like a regular Mill Bastard file), but are divided 
by angular serrations. These produce shorter 
cutting edges, break up the filings — help remove 
stock rapidly and still leave a smooth finish. 
© Don't miss the opportunity to get your customers to try this 
unusual file without delay. Its uniqueness has great curiosity 
appeal — opens an easy approach to purchasing and production 


heads, Limited quantities are now available for trial-order place- 
ment among your customers. Write for further details. 


“aG.% NICHOLSON FILE CO. * 42 ACORN STREET ° PROVIDENCE 1, RHODE ISLAND > 


(In Canada, Port Hope, Ont. ) 
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terial— to 
rrosion- : 


Fig. 1708—200-pound Bronze Globe 
Valve with screwed ends, union bon- 
net, renewable, specially heat treated 
Stainless steel seat and regrindable, 


Fig. 375 — 200-pound Bronze 
Gate Valve with screwed ends, 
inside screw rising stem, union 
bonnet and renewable, wear- 
resisting ‘‘Powellium’’ nickel- 
bronze disc. 


Fig. 1787—125-pound Iron Body 
Bronze Mounted Gate Valve with 
flanged ends, bolted flanged yoke, 
inside screw non-rising stem and 
tapered solid wedge. Also avail- 
able with double wedge—Fig. 1431. 


renewable, wear-resisting 
ium” nickel-bronze disc. 


Fig. 241—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Made in 
sizes 2” to 16”, inclusive. Has outside 
screw rising stem, bolted flanged yoke 
and regrindable, renewable bronze seat 
and disc. Also available in All Iron. 


Fig. 559—125-pound Iron Body Bronze 
Mounted Swing Check Valve. Flanged 
ends, bolted flanged cap and regrind- 
able, renewable bronze seat and disc. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


INDUSTRIAL DISTRIBUTION ©® AUGUST, 1948 





‘‘Powell- 


for these products 


aspestos paper—A standby 
for many pipe and electrical 
insulation uses; for lining 
ovens, making gaskets, wrap- 
ping furnace pipes. Flexible, 
tough, efficient. 


ASBESTOS MULLBOARD — For 
fire screens, partitions, range 
lining, radiator recesses and 
other uses where heat resistant, 
fireproof material is required. 


ASBESTOS & MAGNESIA PIPE 
COVERINGS AND BLOCKS — 
This range of products pro- 
vides efficient insulation for 
all kinds of jobs on tempera- 
tures up to 2000° F. 


MW-50 INSULATION CEMENT— 
Maximum insulation value; 


toughness, hardness and ex- 
cellent sticking properties. 
Easily and quickly applied. 


ASBESTOS INSULATION CEMENTS —For all types of heat insulation 
jobs . . . from pointing up fittings to final surfacing insula- 
tion. Special types for specific requirements. 


ASBESTOS FURNACE CEMENT 
Developed especially for 
@™mounting furnaces, stoves, 
oilers and flue pipes—for 
setting or patching refrac- 
tories, cementing joints and 
cracks exposed to heat. For 
temperatures up to 2000° F, 


ASBESTO-SORB — Sweeping 
compound. Keeps floors safe 
— a common-sense safety 
measure in every plant, Fire- 
proof, efficient, inexpensive. 


wa 


STOCK 
and SELL 


the Corey line 


ASPHALT PAINTS AND COAT 
incs — A wide variety of 
highest quality asphalt paints 
and coatings for roofing con- 
struction, repair and main- 
tenance .. . all types of roofs. 


BRANCHES AND 


New York—VAnderbilt 6-1530 
Boston — CHarleston 1725 
Pittsburgh — FEderal 2741 
Cincinnati — CHerry 5080 

Detroit — MAdison 4680 


PHONE NUMBERS 
(4 
Philadelphia—BAldwin 9-6430 
Cleveland — HEnderson 6500 
St. Lovis « NEwstead 1930 
Chicago =— DEarborn 4775 
Seattle — SEneca 2351 


Atlanta = UAmor 5451 





THE PHILIP CAREY MANUFACTURING CO. 


CINCINNATI 15, OHIO as if 


-— 


years serving iba ia industry 


Ue 


In Conada: The Philip Corey Co., Ltd., 1557 MacKay Street, Montreal 25, P. @. 
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A PARTIAL LIST’ OF V¥-R PRODUCTS 


V-R CARBIDE AND | cae a 
TANTUNG CAST ALLOYS Cag 


Solid Carbide Spring Ferming 
Tools 


Scribers and Punches 
Bull Dog Tool Holders 
Wire Drawing Dies 
Mandrel Nibs 
Scalping Dies 


i” 
v TANTUNG Standard Blanks 


CAST ALLOY 


Standard Tools 


World's Finest Carbides (originator of Steel Cutting Carbides). net oe 


Special Tools 
Complete line of V-R carbide tools and blanks. , Precision Castings 
Complete line of Tantung cast alloy tools and blanks. 
Solid carbide spring forming tools. 
Standard tool holders. 
Precision cast Tantung wear parts. 


Personalized V-R Engineering Service. 


National business paper and direct mail advertising. 


ono oe “MN oO Uk WS WN 


Cooperative V-R Branch Offices located 
in principal cities. or 


° 


Specialized distributor selling aids. 


VASCOLOY-RAMET So?7284710% cise 


An alfiliate of The Fanstee! Metallurgical Corporation and The Vanadium Alloys Steel Company 
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Talk of the Trade 


AT NEW YORK: The climax of the Wilson day-in-the- 
country was the presentation by Hugh Hirshon (Wilson) 
ot a watch to W. F. Loos of Manning, Maxwell & 
Moore. . .l‘om was so surprised he had to open his mouth 
three or four times before words came out. . . Paul Roddy 
(Nicholson File) put on an unrehearsed piano act that was 
so good Ed Hirshon, who claims he can’t carry a tune, led 
group singing. ..Johnnie Joyce (also of Wilson) was on 
hand, too, but he had to move around slowly. . . Johnnie 
had been applying hair tonic, and the bottle slipped out 
of his hand and landed on his toes. ..‘The toes swelled 
and Jack acquired a new nickname—Open-Toe Johnnie. 


AT PHILADELPHIA: The Keystoners’ annual affair has 
developed into a really big thing. . . There were more than 
400 in attendance. . . The party is given by manufacturers’ 
men who work in the Philadelphia area and purchasing 
agents are guests. . . The Keystoners swear they don’t play 
a customers geme in the soft ball match but. . . well, the 
score was 1] to 1...Jack McCann (J. H. Williams) had 
a couple of close calls but came through without a 
scratch—he was the umpire. ..Perc Maddock (Maddock 
& Co.) was official scorekeeper...One of the outstand- 
ing players was Jack Mathe who can boast of being called 
grandpa. . . 


CONGRATULATIONS: Gene “Slim” Drody (S. B. 
Hubbard, Jacksonville) recently was named vice-president 
and general manager of the Frank T. Budge Co., Miami 
... Ted Kenny is president of both firms... Nice going 
Gene. 


BUSMAN’S HOLIDAY: Lloyd Mize and Sam Nunnally 
(Industrial Supply Corp., Richmond) took a vacation tour 
of the Southwest and, of course, couldn’t resist stopping 
in to see distributors all along the way. 


OFFICE GAG: Salesmen at W. S. Wilson fell right 
in line with Ed Hirshon’s gag... Ed solemnly informed 
his secretary, Della Jobosky, that those zinc-coated pen- 
nies would be a collector’s item in a few years... He sug- 
gested that she start saving them and, just to help her 
along, agreed to contribute the zinc pennies he happened 
to have in his pocket...Salesmen joined in on the gag 
and Della dutifully put the pennies away, in a piggy bank 
... Everyone was chuckling about it and then, just 
the other day, Della met a numismatist...She eagerly 
asked his opinion of the value of the pennies within the 
next few years...Her hopes were shattered when he 
announced that in about ten years each penny should 
still be worth about one cent...Ed and his cohorts 
thought the gag was terrific but Della had the last 
laugh ...She opened the piggy bank and found she had 
more than $25 in pennies—pennies that came out of 
Fd’s and his salesmen’s pockets. 


HASTA LA VISTA: Hes Kuhn (Hardware & Supply, 
Akron) was in New York recently to meet his daughter 
who was returning to the States after living and working 
for a spell in Central America...He said his daughter 
majored in Spanish while in college and went to Central 
America to test her mastery of the language. 


OUT FOR OUTINGS: The good fellowship that is to 
be found in the industrial supply industry really blossoms 
forth at outings. .. We recently attended two such affairs, 
the W. S. Wilson “Joe Zilsch” and the Keystoners’ out- 
ings. 


CONVENTION CHATTER: All our plans for an early 
spring “vacation” in Florida have gone up in smoke... 
The convention is not going to be held there next Spring 
...Cleveland is the spot and the success of the con- 
ference booths was so great, there'll be a repetition. 
R.W.B. 
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SALES LEADER 


since its introduction, Jenkins Fig. 106-A 
Renewable Disc Type Bronze Globe 
Valve is recognized in every industry 
as the longest-lasting, lowest-mainte- 
nance valve that money can buy... 








tm» Be 





LOOK FOR THE 


DIAMOND MARK 












FOR GOOD CONSTRUCTIVE REASONS — 
A. Perfect Grip Handwheel 
Extra Deep Stuffing Box 


- More Spindle Threads In Contact 
With Bonnet 


. One-Piece Screw Over Bonnet 
With Bevel-Joint 


Slip-On Stay-On Disc Holder 
Renewable Composition Disc 


AND MANY OTHER QUALITY FEATURES 


— completely described in this 
new 12-page folder available 
now to Jenkins Distributors. 


“GLOBE OR ANGLE BODY | for THROTTLING 


Screwed or SERVICE 
Flan ‘ f; . For close 
ged 66 BS) control, sim- 


~ | ply remove 
the nut which 
| == holds the 


disc in the 
| Start with ~_ ae 
standard oa an “o* 
106-Atrim- ‘payed oo 
ming. This is WA t re vat 
same for Globe nut Fig. 344, 
or Angle body, 
screwed or flanged. 


for LIFT CHECKS for SPRING LOADED 


Globe and Angle bodies 
can be fitted with this CHECKS 
one set of trimming for For Spring-loaded Check 
lift check service. Trim Valve services .. . simply 
consists of Cap, Disc add Spring from Fig. 
Holder and Guide Disc 685-A 
Nut from 117-A, Hori- S pring: 
zontal Lift loaded 


Check, a Checkto 
regular 
Lift Check 
r 


JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 




















, Wie iieed al needs 
covered in Che} taal Fediye 


for JENKINS DISTRIBUTORS 


of 106-A series 
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Interchange ations for 
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Jenkins 106-A Series comprises 18 different valves, all of which can 


for QUICK OPENING 


For quicker 
opening and 
closing, substi- 
tute this bon- 


be made up from only 4 bodies and a handful of interchangeable parts. 


; Together, these valves cover 90% of all normal industrial piping needs. 
close 
rol, sim- 


cnet The advantage to valve users is clear . . . greatly simplified main- 
0 


net and spindle 


ut which from Fig. 942, tenance and a minimum inventory of repair parts. 

ds the Quick-opening 

}w. o \ Sls b es N n The advantage to Jenkins Distributors is even more obvious. The 

/ ho 7 which the ; ‘ a ‘ 

sopleee i) sheoads are 106-A Series gives him a concentrated, easily-handled “package” of 
this 


ottling 


he i —— more 
Fig. 344 lal aad 


\DED for STOP AND CHECK 


For Stop and Check serv- 

ice, use 106-A trim but 

d Check a, this 
. simpl (GBS), spindle from 
a we F ere and 
5 A m— replace regu- 

: i lar dise nut 


the most popular patterns, with unlimited sales and profit possibilities, 


Making these popular valves even better known throughout industry 
is a steady project with Jenkins. The Jenkins Distributor can count on 





continuous support by industry-wide advertising, unequaled service 
booklets and other sales literature, helpful engineering service, and 
steady sales promotion such as trade show exhibits and motion pictures. 


It’s a sweet set-up for record sales, and another reason why Jenkins 
is the preferred valve franchise . . . why year in and year out it pays 





P . : pe cht: tha tiieae — and pays well —to sell Jenkins Valves, 
echt Valve Guide 
> gular 1 Disc Nut, 
ft Check ear Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 
Ive. ms i Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
f Jenkins Bros., Ltd., Montreal, 
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MLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 





Mr. Distributor: Here’s a Selling Idea 














TOWER. PNEUMATIC HOSE—strong 
braided cord plies make this hose 
flexible and easy to handle, but ca- 
pable of holding high pressures. It 
has an oil resistant tube and a cover 
that will withstand the abrasive ac- 
tion of dragging over rocks, con- 
crete, tracks, etc. Made in continu- 
ous lengths up to 500 feet. 








complete to permit effectively sup. 
plying the requirements of the tradé 


A DISTRIBUTOR OF INDUSTRIAL SUPPLIES ee - 
FUNCTIONS AS A “FAMILY DOCTOR” aes Quallyy 


° ro /; f (4 " ‘| =. A quality of product uniformly good 

» and capable of delivering servic 

The experience you have had with different products, in — should reasonably be 

. . ° : . _ .expec ° 
a wide variety of industrial plants, .puts you in a position ” 


to recommend the best for specific applications. Your tech- ee Puce 


nical experience in the field and your knowledge of local ae ay ke a ee 


conditions enable you to function as a “family doctor” 
for industries’ requirements. 


Republic Rubber is telling industrial buyers that you 
are a responsible consultant. Why don't you sell this 
idea too? 


possible aggressive competition with 
reasonable profit return. 


Sr0cedom 


Freedom from competition from bi 
source of supply, either direct of 


indirect, among the trade covered 
by his day to day solicitations. 


felling 


Selling helps of reasonable amoun! 
so that his sales force may be givet 


MECHANICAL RUBBER GOODS BY a | the advantage of specialized trait 
ing aoe a knowledge of the produ 


REPUBLIC RUBBER Pe Daal 
DIVISION 


’ ...it tells buyers why it is economically wise 
buy from YOU. It tells your story and does 
mention Republic. Write today for your CO 

Te ie R U B BER Daiwvitis1t 2 w 
RUBBER & TIRE CORPORATION... YOUNGSTOWN, OHIO 





__tee Detuwxe 





Tires & Tubes, Conshohocken, Pa. 
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Industrial Distribution —— 





How Many Calls? 


T HERE is always the question, how many calls 
per day should an industrial supply salesman 
make? Perhaps the question should be restated 
to read, how many profitable calls per day can a 
supply salesman make? Certainly, no one is in- 
terested in making calls just for the sake of mak- 
ing calls. The objective is to develop and get 
business. 


Too Many, Too Few 


The extremes to which those obsessed with the 
idea of promoting more calls may be carried is 
exemplified by the story of the sales manager who 
put the heat on his salesmen to increase the num- 
ber of their calls. One salesman who had been 
making on the average of 8 calls per day after 
a few weeks had stepped the number of his calls 
up to 16 per day. Upon being congratulated on 
his exceptional performance, the salesman was a 
little apologetic in his reply, “I believe I could 
have stepped it up to 20 per day if some customer 
didn’t always insist on my stopping to take an 
order.” 

On the other hand, the salesman must expose 
himself to sales opportunities. He must con- 
stantly strive to make as many contacts and see 
as many customers as he possibly can. The larger 
the number of adequate contacts he makes every 
day, the greater his chances for increased sales. 

Again there is the story which points up the 
philosophy of the successful book salesman who 
made a practice of going through office buildings, 
opening doors and asking if the man or woman in 
the office wanted to buy his book. He got a lot 
of negative replies, to be sure, but if he saw enough 
people in the course of every day he would find 
several who were interested and would buy. That, 
of course, is the idea back of the location of cer- 
tain types of stores at busy intersections where the 
pedestrian traffic is heavy. 


Facts 


It is probably impossible to fix on any specific 
number of calls per day as the best—a number that 
will allow the salesman enough time to really do 
a job and still insure that he makes an adequate 
number of contacts. Then too, the nature of the 


territory covered and the lines handled causes 
wide differences among salesmen in different areas 
and with different firms. What are the facts? 

In connection with the preparation of our 
special September issue, we conducted a sample 
questionnaire survey among distributor salesmen. 
We asked a lot of questions and got a lot of 
answers on the training, experience, and perform- 
ance of distributor salesmen. You won’t want to 
miss the complete story in the September issue of 
INDUSTRIAL DISTRIBUTION, but there is 
one question that throws light on the point we 
are discussing here, namely, the number of calls 
that a distributor salesman makes per day. 

A preliminary tabulation of the returns we have 
received to date from reporting salesmen gives the 
following picture: 

13% of the salesmen make 3, 4, or 5 calls 

per day 

15% of the salesmen make 6 calls per day 

15% of the salesmen make 7 calls per day 

20% of the salesmen make 8 calls per day 

20% of the salesmen make 9 or 10 calls per day 

15% of the salesmen make 11 through 15 calls 

per day 

2% of the salesmen make more than 15 calls 

per day 


High or Low 


Here is a wide range in performance, but there 
does appear to be a cluster in the 6 to 10 area. 
In fact 70 percent of the reporting salesmen indi- 
cated that they made 6, 7, 8, 9, or 10 calls per 
day. ‘Those salesmen making more than 10 calls 
per day might well question themselves. ‘They 
may be making so many calls they den’t allow 
time to doa real selling job. Similarly those mak- 
ing fewer than 6 calls. might consider the advis- 
ability of stepping up the number. All the factors 
having a bearing on the extremes are, of course, 
not revealed by the questionnaires. But those 
salesmen in either the high or low categories might 
well consider this aspect of their performance. 
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REPORTING FOR WORK, Robert 
Brokloff, a junior in Allentown High 
School, mects Fred H. ‘Taverna. 


PACKING PRODUCTS is important. 
Shipping Clerk Robert Maher shows 
Student Brokloff how it’s done. 





LITERATURE helps Purchasing 
Agent W. D. Starr explain pricing and 
requisitioning procedure. 


CROWDER CO., COOPERATES WITH HIGH SCHOOL IN... 


Training Tomorrow's Employees 


Allentown distributor builds goodwill and 


helps create a potential source for employees 


Goop wILL, civic acclaim and the 
creation of a potential source for ob- 
taining trained and qualified employees 
in the future are the three principal 
benefits being derived by the H. N. 
Crowder, Jr. Co., Allentown, from a 
program of cooperation with the Allen- 
town High School. 

The cooperation consists of giving 
high schoo] students an opportunity 
to “see business in operation.” As a 
distributor of industrial and electrical 
supplies, the firm actually employs 


high school students for one-week . 


periods. During the week each student 
employee goes from department to 
department, watching and taking part 
in activities. ‘The course is compre- 
hensive, presenting to the student a 
complete picture of business manage- 
ment, engineering, field construction, 
specification and procurement of ma- 
terials, shipping, bookkeeping and 
salesmanship. 

Training is thorough. It includes 
demonstrations of technique and pro- 
cedure, interviews and discussions, 
manual practice and helpful analysis. 


IN THE PLANT, Student Brokloff gets an opportunity to talk 
with the superintendent and to hear Salesman Shiner discuss 


products handled by Crowder. 


val 


ae 


The course is not confined to a single 
organization; students accompany 
salesman on trips to a variety of plants. 

Each week during tne regular school 
term, a different student is introduced 
to the Crowder organization. To make 
him a bonafide temporary employee 
during his week of instruction, work- 
ing papers are prepared in advance by 
the school and he signs all required 
state and federal forms. 

Under the guidance of Fred H. 
Taverna, who organized and_super- 
vises the Crowder program, the stu- 
dent briefly tours the main Allentown 
office and shop, meeting key personnel 
and orienting himself on the overall 
company organization. To reveal this 
picture more clearly, his first day: is 


A DAILY REPORT is made by the 
student. He gives his impressions and 
reactions to the day’s activities. 
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MOTOR REPAIR WORK is ex- 
plained by R. Lehr. Students try their 
hand at the work, too. 





devoted to executive and organization 
details. Telephone and intercommuni- 
cation systems are explained, includ- 
ing routing of calls and the proper use 
of loud speakers and bell signals. In 
the receiving and shipping depart- 
ments, he is instructed in procedures 
for receiving incoming tools and equip- 
ment and methods for packaging and 
loading outgoing material. A visit to 
the tool room shows how these. items 
are lubricated, sharpened, kept in gen- 
eral repair, inventoried and issued to 
repair crews. In the warehouse, he aids 
employees making endless belts and 
welding band saws. He discusses requi- 
sitions, pricing and general proce- 
dures with the purchasing and procure- 
ment agents. And, in a trip through 
the pump department, he learns how 
these items are received, delivered, 
tagged, billed and repaired. 

The second day is spent in the 
motor shop, prefaced by an interview 


with C. R. Durand. 


AT THE END of the course, each 


student has an interview with C. F. 
Crowder, vice-president. 






































SALES TECHNIQUE is observed by the student as A. J. 
Shiner, sales engineer, talks to W. A. Gibson, president of 


Bradley Pulverizer Co. 


The morning of the third day also 
is spent in the motor shop. At noon, 
the student accompanies E. W. 
Kuhnsman to a Lions luncheon where 
he meets men of other industries. After 
lunch, a brief visit to the bookkeeping 
department gives the student an in- 
sight into the routines connected with 
payrolls, taxes, union dues, time cards, 
checks and balances. The remaining 
three hours of the day are spent with 
one of Crowder’s eight trucks, picking 
up and delivering ” material, visiting 
various plants and learning various 
methods for handling equipment. 


Meets Customers 


Thursday includes a trip through 
the Crowder office and shop at Easton, 
with the afternoon spent with person- 
nel of the construction department. 

The final day of the work-week is 
likewise intensive. With one of the 
sales engineers, the student visits typ- 
ical customers, meets maintenance 
men and operating plant personnel. He 
witnesses sales in action and observes 
recommended sales approach and cus- 
tomer relationship. In the afternoon, 
he receives additional general office in- 
struction. A frank talk with vice-presi- 
dent C. F. Crowder gives the student 
a brief picture of the founding of the 
company, the general industrial picture 
of the entire Lehigh Valley area and 
the economic aspects of running a suc- 
cessful business. 

At the end of each day’s activities, 
the student is requested to record his 
impressions and, at the conclusion of 
the 5-day orientation program, these 
daily reports are analyzed by Mr. 
Taverna and discussed with the stu- 
dent in detail. These reports are ex- 
tremely revealing, for they indicate 
that the average student has little con- 
ception of the intricacies of an efficient 


business organization. Students indi- 
cate their surprise at the many routine 
precautions taken to insure accuracy 
and eliminate delays. They are im- 
pressed with the number of operations 
and the range of equipment required 
in the repair shops and by maintenance 
crews. One student was particularly 
interested in methods for conserving 
floor area in crowded plants, while an- 
other particularly mentioned the mod- 
em equipment used in various shops 
and offices. Some indicate their pref- 
erence for a particular branch of em- 
ployment, such as engineering, sales- 
manship, maintenance work, motor re- 
pair, or heavy construction. Others 
mentioned that the practical experi- 
ence gained during the course empha- 
sized to them the importance of the 
theory taught in the high school. 
Without exception, all were enthusi- 
astic about the entire training program. 

Many of the young men taking the 
course indicated their sincerity by re- 
questing permission to spend addi- 
tional time in some of the depart- 
ments. Some requested permission to 
work with the Crowder organization 
through the summer months and, by 
selecting students for the available po- 
sitions on the basis of comparative 
interest and initiative exhibited during 
the week’s course, this arrangement 
was satisfactorily effected. 

On completion of the week’s train- 
ing, students are rated as to initiative 
and interest by all Crowder emplovees 
who participated in the many-sided 
program. Copies of these ratings, to- 
gether with the student’s. daily dicta 
phone reports and an analysis by the 
project director, are referred to the 
high school instructor. After further 
discussion between student and in-, 
structor, an augmented report is re- 
turned for the Crowder files. 





















1 INCOMING ORDERS are taken down in rough on the 
“customer’s work order sheets” by Ralph Hess and Al 
Wilson (located facing Kardex file), telephone salesmen at 
Machinists’ Tool and Supply Co., Los Angeles. 


ITEMS CHECKED on the order for availability against 

Kardex perpetual inventory maintained by Ruth Balen- 
tine—withdrawals against order entered in pencil to prevent 
2 or 3 orders against same amount of stock. 


Order Routine Can be Simplified 


Los Angeles firm develops simple, speedy, flexible 


system for processing orders through the office with 


minimum of copying and paper work 


THE OFFICE PAPER WORK involved in receiving, copying, 
checking, extending and invoicing an order is a costly 
operation in every distributor’s operation. It is compli- 
cated under present conditions by the necessity for 
establishing some sort of system or method for handling 
back orders. 

Not only is it costly but if the system employed does 
not provide speedy, accurate results, distributor salesmen 
will get a lot of complaints from their customers. And 
every complaint, if it is to be satisfactorily worked out, 
takes a lot of time—a lot of time away from selling. 


System Can Be Costly 


In most distributor organizations, the order routines 
now in use are the outgrowth of years of adaptation, 
modification and change. As a result they tend to be 
patchwork affairs. A routine that may be good for a 
small concern may be woefully inadequate to handle a 
larger volume. Improvisation by the addition of a form 
here, a step there and a few more workers in the office 
may reflect a high degree of ingenuity. But it is a Rube 
Goldberg type of ingenuity and it is apt to be expensive 
in time, manpower and mistakes. 

Distributors are handicapped in a number of ways in 
their efforts to improve their order routines. By and 


large they are not experts in handling paper work. To 
be sure they know all the things that have to be done 
to an order, but frequently they don’t know the best way 
to get these things done. Then, too, they may not have 
an adequate view of all the things modern office machines 
can do. Indeed, most of the modern procedures in office 
work have been developed by the machine and systems 
people. That is their business. 


Tailor-Made System 


The whole matter is, of course, made additionally 
complex by the fact that each system has to be tailor- 
made to fit the operation it is designed to serve. A system 
that is perfect for a distributor in Minneapolis may not 
fit a distributor’s operation in Atlanta, or that of another 
distributor in Minneapolis for that matter. ‘The proper 
theory must be worked out on the spot to account, 
among other things, for differences in lines handled, 
customers served, standards of local service, volume of 
orders processed, average order size and number of invoice 
lines per order. But something can be done about it. 
The experience and results obtained at Machinists’ Tool 
and Supply Co., Los Angeles, is a case in point. 

“It isn’t difficult to tell when something needs to be 
done,” said Robert A. Donovan, general manager at 
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INVENTORY AND PURCHASING records main- 

tained in Kardex file by Dorothy Spann (seated), super- 
visor, and Betty Double—purchase cards are part of system, 
when stocks reach minimum reordering is automatic. 


EXTENSIONS are made on rough work order by Selma 

Landes at the calculator; order is typed on snap-out form 
by Virginia Bard—Mae Baron, assistant to Mr. Slater, han- 
dles all quotations, government bids, “buy outs,” etc. 


Machinists’. “Just make a list of everything that is done 
to an order. The duplications will show up at once. 

“We started our program of simplification two years 
ago. At that time we were writing out our orders three, 
four or five times depending on the type of order. On the 
face of it that looks like a lot of unnecessary writing. 
And, furthermore, we couldn’t tell where the order was 
as it went through our office. There were lots of mistakes, 
orders got lost and the system lacked flexibility. 

“Our first step was to get in an office procedures expert 
and some of the machine people,”’ continued Mr. Don- 
ovan. “But that was only a starter. Our present system is 
the evolution of two years’ work. We had to get out the 
‘bugs’ and many changes were made to reduce clumsiness. 
We still may not have the best system in the world for 
us. We're still working on it. But we know our work 
has resulted in a better, more flexible system and cutting 
duplication has reduced our costs of processing an order.” 





CREDIT CHECKED against customer cards on credit 

wheel and okayed on rough work order sheet by Edna 
May White and Ray Slater in charge of office and inside 
sales at Machinists’ Tool and Supply. 





Si 


DITTO, BACK ORDERING, ectc., under supervision of 

Frances Schulte (seated) assisted by Anna Bates at the 
machine—all supplementary order form sheets are con- 
veniently shelved back of operator. 


The system developed by Mr. Donovan for Machin- 
ists’ Tool & Supply is based on the use of multiple-copy 
snap-out forms and Ditto equipment. The steps in the 
procedure are explained in the accompanying sequence 
of pictures. Orders are written twice. Outside or inside 
salesmen write up a rough copy of each order on a cus- 
tomer’s order work sheet. All subsequent checking and 
extending is done on this sheet. The invoice is then 
typed on the snap-out form. And that is the last time 
it is copied. With the use of the Ditto machine the fol- 
lowing copies of the order are available: (1) customer 
master, (2) checking, (3) posting, (4) invoice (where 
duplicate copies of the invoice are required it is a simple 
matter to run them off), (5) sales record (sales are 
analyzed by customers and by major lines at Machinists’), 
(6) numerical file, (7) purchasing, (8) delivery, (9) 
packing, and (10) a billing copy for back orders. 

As the system is devised, the handling of back orders 
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ORDER ROUTINE CAN BE SIMPLIFIED (Continued) 


, SUPP 
MACHINISTS! T ool &® soear] meme 
‘3600 SANTA on oe 


FORMS USED by Machinists’ Tool and Supply; at left, 
copy of customers’ work order sheet upon which rough first 
copy of order is made, also used for checking against stock 
and for credit; snap-out form with various copies which are 


is greatly simplified. Variable strips are used on the Ditto 
machine which produces back order copies of items on 
the original order which are not in stock. This is done 
at the time the rest of the order is processed. These back 
order copies are held until the arrival of the goods when 
the items are extended, priced and billed—again without 
retyping. 


Efficient Office Layout 


A unique feature of the setup at Machinists’ Tool and 
Supply is the efficient layout of the office itself. The 
telephone salesmen are located directly in front and 
facing the Kardex perpetual inventory file. The sales- 
man can check the availability of the item with the 
Kardex operator and she in turn can pencil on the card 
a draft against stock without either of them raising their 
voices. 

Credit may be checked by passing the rough work 
copy of the order back across the aisle to the credit depart- 
ment. The order is then extended and priced in the same 
room. With the exception of the Ditto operators, all 
handling of the order is done in one room. And the 
personnel is so located in relation to the job each per- 
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available for all purposes under the system—each form of the 
order has a distinct color for ease in identification, size 
84x11”. 


forms that the work flows through without delay. ‘The 
chances of papers getting lost also are reduced. 

Moreover, the room is large enough that the desks and 
personnel are not jammed together. Each worker or 
group of workers can do his job without interfering with 
the concentration of others. This very proximity of the 
workers is a big help in promoting speed and in locating 
an order at any stage in its processing. This is especially 
true of the close working arrangement between the tele- 
phone salesmen and the Kardex operators. 


System Is Flexible 


Another favorable aspect of the system is the flexibility 
it provides. The work is set up in steps or stages and at 
each stage additional workers could be taken on without 
difficulty should volume warrant. Furthermore, the 
workers under the present arrangement are all backed up 
by another person who knows the job. Thus, in case of 
sickness or vacations, the procedures are not unduly 
affected. No one-man bottle neck strangles the adjust- 
ment of work flow to variations in order volume. Per- 
sonnel requirements can be adjusted quickly to needs as 
dictated by volume without disrupting the organization. 
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Designed for Display 


New distributor’s building in Los 


Angeles makes it possible for passersby 


to see everything inside; windows set 


at angle to eliminate reflections 


EVERYTHING is on display in the new building of the 
Electric Tool & Supply Co., Los Angeles. Not only is 
tlie front display room visible to passersby, but also the 
crated stock, open stock and the service shop. By set- 
ting the plate glass windows on front and side at an angle, 
depth of vision from the outside is obtained and it is 
possible to see clear through the building from front to 
back, even from the opposite side of the street. There is 
little interference because of reflections. ‘There are no 
dark corners and no partitions except in the office section. 
Visitors can walk anywhere and see everything. 

The building occupies a space 125- x 150-ft. Directly 
in back of the building is a parking area, 120- x 250-ft., 
which can be used for future expansion. 

The structure was designed to accommodate a_ busi- 
ness of this kind. The management concentrated on 
eleven features: 


1. Good display windows, high, and with no breaks 
aside from the narrow metal frames. 


2. Sufficient display floor area to show all lines (40 
odd at present) with plenty of room for people to walk 
around. 


3. Enough space to move heavy equipment around 
over the floor by tow motor. 


4. Stock room space for small supply items. 


5. Good-sized area in the central two-story bay and 
back of the main display for crated items, perhaps stacked 
several high. They are impressive as part of the main 
display. 

6. Ample area for service machine shop, plus parts 
stock. 


7. Ample shipping facilities, with room for uncrating 
and assembling. Drive-in facilities are provided for receiv- 


ing and loading dock for shipping. 


8. Special facilities for cutting and welding metal 
band saws. 


9. Central heating and cooling plant for sound-dead- 
ened offices; shop heated by overhead, blower-type gas 
heating units. 


10. Overhead lighting in main hall by numerous in- 
candescent, high-power lamps in opaque, spherical 
—. selected for their impressive effect when viewed 
tom the outside. 


11. A mezzanine over the offices for a small projecting 
toom for showing industrial films; also a small kitchen 
with light cooking facilities for employees. 





THE NEW HOME of Electric Tool & Supply has windows 


on all sides. They are set at an angle to avoid reflections. 


THE DISPLAY FLOOR runs across the entire front of the 
building. ‘Tools are spaced to permit examination. 


SERVICE DEPARTMENT of Electric ‘Tool & Supply i 
well lighted and is open for inspection by visitors. 











BE PREPARED TO SHOW SOMETHING NEW, SALESMAN COHEE (RIGHT) 
SAYS, WHEN A CUSTOMER ASKS .. . 


WHAT'S NEW? 


Page, Steele & Flagg salesman reports a constant hunt 
for new lines and products stimulates him and sales 


ONE OF THE MEANS by which the 
alert industrial supply salesman in- 
creases his own sales opportunities, 
as well as those of the distributor, is 
by introducing new products or lines 
which fit into the distributor’s sales 
picture. Although the introduction 
of new products and lines is one of 
management’s responsibilities, Frank 
M. Cohee, salesman for The Page, 
Steele & Flagg Co., New Haven, 
Conn., believes it is to the salesman’s 
advantage to accustom himself to the 
practice of continually hunting for 
products with sales possibilities. 

Mr. Cohee’s theory is that the de- 
termined hunt for new products and 
lines pays double dividends to the 
salesman. In the first place, it in- 
creases the potential sales for himself 
and his colleagues; in the second place, 
it enhances the salesman’s reputation 
for service, demonstrates his interest 
and knowledge of the customers’ op- 
erations, provides him with interesting 
approaches to prospects, improves his 
personal contacts, establishes confi- 
dence in him and his firm and devel- 
ops his own knowledge of products 
and processes. 

Mr. Cohee’s interest in new lines 
and new products was stimulated by 
the number of customers who greeted, 
and still greet, him with the expres- 


sion, “Anything new?” He figured 
that about 80 percent of his custom- 
ers are in the habit of asking him 
this, and decided to take advantage of 
this curiosity by taking the question 
literally. The result is that he is con- 
stantly on the hunt for something the 
customer can use and use profitably. 

Naturally, the number of new lines 
or new products that any distributor 
can take on in a year is necessarily 
limited by various factors such as 
working capital, present lines, nature 
of the industrial territory and the dis- 
tributor’s policies. Nevertheless, Mr. 
Cohee believes it pays to keep up the 
hunt as it often leads to valuable sug- 
gestions to customers who show appre- 
ciation with orders. 

Having kept the idea of introduc- 
ing new items to customers uppermost 
in his mind for several years, Mr. 
Cohee has developed a working for- 
mula which involves: (1) observing 
customers’ operations; (2) gaining 
confidence of customers’ employees; 
(3) scanning Industrial Distribution 
for new product ideas; (4) reading all 
direct mail advertising matter he can 
lay hands on, and (5) keeping up 
with competitors’ lines. After finding 
a new item, he tests it to be able to 
make proper recommendations. 

Mr. Cohee thinks it is important 
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SAVING IDEAS, Mr. Cohee files 
manufacturers’ literature in the back 
seat of his car where they are handy. 


to know what the customer is making, 
how he is making it, what tools or 
machines are used, and what tools or 
devices are available to the distributor 
that can be sold to improve the op- 
erations. This is the basis for intro- 
ducing any new products as well as 
the inspiration for finding something 
new. For example, Mr. Cohee was 
watching the making of gunstocks in 
a customer’s shop and he noticed that, 
after the stock had been checkered, 
the dust and scraps made in the 
graven lines had to be removed by 
girls using orange sticks, the same sort 
as used to push back cuticles of the 
fingers. ‘The dust and scrap had to be 
removed before the finish was applied 
and Mr. Cohee thought the removal 
took an inordinately long time. 

After digging through catalogs, and 
literature, he came up with the answer 
in a brass wire brush, firm enough to 
remove burrs and dust, but still flex- 
ible enough not to scratch the wood. 
The brush speeded up the cleaning 
time considerably and Mr. Cohee’s 
firm had another new product. 


Customers’ Confidence 

Customers’ employees are a_val- 
uable source of information about 
products, how they perform and 
where improvements can be made. 
Mr. Cohee has often been asked if 
there was such and such a tool which 
would do such and such a job. Often 
it is a product already handled by the 
distributor. Other times it is not, and 
Mr. Cohee digs into his collection of 
product data to find out what the 
customer is looking for. 

To gain this confidence, Mr. Cohce 











les 
ack 
dy. 


king, 
ls or 
Is or 
yutor 
> Op- 
ntro- 
ll as 
thing 
was 
ks in 
that, 
ered, 
the 
d by 
> sort 
F the 
to be 
plied 


noval 


, and 
iswer 
oh to 

flex- 
vood. 
aning 
yhee’s 


- val- 
about 

and 
nade. 
ed if 
vhich 
Often 
yy the 
t, and 
on of 
t the 


Sohee 








ei tne 


shows an interest in the employees’ 
work, health, family, sports or what- 
evcr is uppermost in his mind. For 
this, he is repaid with the sort of 
information, advice or suggestions he 


wants. In one instance, Mr. Cohee 
learned lot about photography lis- 


tening patiently to one of his cus- 
tomers, an optical engineer, talk about 
cameras. The payoff came when the 
engineer confided to him that he was 
busy developing a new type of shut- 
ter. In fact, several of the shutters 
were being made and they were hav- 
ing trouble in routing production be- 
cause workers took too much time to 
insert and fasten the tiny screws which 
held the shutters together. 

Mr. Cohee combed his catalogs 
and literature and made some in- 
quiries among his associates as to what 
could be done to speed up this work. 
He came up with a small air-driven 
screw driver which fit into the hand 
like an oversized pencil. He took the 
tool to the engineer but it was found 
that the bit was a trifle too large for 
the tiny screws. A little grinding 
fixed that and another attempt showed 
that the shutters could be put to- 
gether with the air tool in one fifth 
of the time that it took to do it with 
an ordinary screw driver. 


Trade Publications 


Mr. Cohee is a diligent reader of 
Industrial Distribution, particularly of 
the department called “New Products 
With Sales Possibilities”. He does 
not stop there but follows up with 
the editorial matter and a study of 
the advertising pages. Whenever he 
comes across a product, which in the 
light of his familiarity with his ter- 





SHOW THEM the stuff, is Mr. Cohee’s motto, Fred Page, 
president of Page, Stecle & Flagg, looks over Mr. Cohce’s 
display in the car’s luggage compartment. 











ritory promises sales, he tears out the 
page and keeps it in his wallet or the 
file he carries in the car. He shows 
this to his contacts among customers 
and gets their opinions on it. 

There is a collection of direct mail 
matter and manufacturers’ literature 
in Mr. Cohee’s car. He studies all 
the literature that comes to his home 
and to his office. Those about prod- 
ucts which he feels may have some 
sales possibilitics in his territory, he 
saves for future reference. Often, he 
picks up literature at his customers’ 
places where the pieces are handed to 
him to look over. In just such a wav 
he picked up some literature on a 
safety work holder. He was calling 
on a plastic molding concern which 
did a lot of drilling on plastic prod- 
ucts and needed just such an item. 
The purchasing agent gave him the 
literature with the request that he 
find out if Page, Stecle & Flagg could 
possibly handle the line. The holder 
had such varied applications, it was 
found to be a valuable addition to the 
firm’s lines. 


Competitors’ Lines 


Mr. Cohee always compares other 
distributors’ lines with his own firm’s 
to see if there are any important omis- 
sions in the latter. If one turns up, 
he observes the use of these products 
in as many of his customers’ plants 
as possible in an attempt to deter- 
mine whether or not the omission is 
important. This is important data 
to management checking on coverage. 

Having secured his leads through 
such methods, Mr. Cohee does not 
make any recommendation to man- 
agement until he has “tested” the 
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THIS SHOULD SELL, Mr. 


Cohee reports to W. W. Flagg, 


sales manager, after all preliminary investigations and tests 
have been made. 






product. By “testing,” Mr. Cohce 
means getting as much information, 
qualified opinion, and recommenda- 
tions from the men who would have 
to use the product if it were bought. 
He obtains a sample and carries it 
about with him. Wherever possible, 
he has employees try out the product 
and pass judgment upon it. 

A typical incident illustrates his 
method. Once Mr. Cohee secured a 
small-sized pentagonal reamer which 
appeared to have possibilitics. He 
kept a set of these reamers, designed 
to clear holds made with drills from 
1 to 60, in his pocket. Upon enter- 
ing a shop or buyer's office, he would 
toy with one of the reamers in his 
hand and invariably aroused curiosity. 
After explaining what it was, he asked 
if there was any possible use for the 
tool in the place, and would they try 
it. In that way, Mr. Cohee learned 
of innumerable uses for the tool, 
among which was its need for clean- 
ing jet holes in burners. He found 
many potential customers, notably 
utility companies, and he was able 
to make a very favorable report to 
management. 

If the product proves satisfactory 
in practice, Mr. Cohee seeks to deter- 
mine the potential sales among his 
customers in discussions with pur- 
chasing agents, shop superintendents 
and other employees. Following this, 
he discusses the product with his col- 
leagues at sales meetings and gets 
their reactions to his investigations. 

On the basis of his findings, Mr. 
Cohee then makes his recommenda- 
tion to W. W. Flagg, sales manager. 
With the material, management is 
able to proceed with its own evalua- 
tion. 
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IT’S A SALES-PRODUCING COMBINATION WHEN A... 


Salesman Teams Up With An Engineer 


Engineering service for the industrial supply salesman is the 


answer to his prayers, Chicago salesman says; cites his ex- 


perience in teaming up with an engineer at Sterling Products 


By JOHN QUINN, Salesman 


Sterling Products Co., 
Chicago, III. 


WHEN ONE CONSIDERS the hundreds 
of unrelated items handled by indus- 
trial distributors, he, no doubt, also 
begins to wonder how much the in- 
dividual industrial supply salesman 
actually knows about the products and 
applications. 

For the most part, we salesmen do 
not have an extensive “shop back- 
ground”. By that I mean, we have 
not as a group been machinists by 
trade. How then can we be expected 
to recommend the proper tool for 
every job? One may argue that the 
responsibility for ordering the proper 
tool rests with the user or that, in spe- 
cial cases, the manufacturer of the 
tool in question should provide the 
answer through his local sales repre- 
sentative. 

We, at Sterling Products, utilize 
the services of all available technical 
representatives, and in addition, em- 
ploy the services of a skilled tool engi- 
neer. The acquisition of the engineer 
has been of great assistance to me and 
to the organization as a whole. 

The immediate effect of this engi- 
neering service was to eliminate a 
large portion of our unnecessary calls 
on shops. Time and again a short 
telephone conversation between our 
engineer and the customer’s tool fore- 
man resulted in an exchange of ideas 
on procedure and a ready solution to 
the problem. When necessary, of 
course, our tool engineer will go to 
the plant immediately and remain as 
long as he is needed. 

The desire of industry to speed up 
production and reduce costs has cre- 
ated a rapidly expanding demand for 
carbide tools. The proper use of these 
tools requires a knowledge of machin- 
ery as well as the capabilities of the 
expendable tool, such as reamers, mill- 
ing cutters, carbide tipped drills and 
diamond wheels. 

In a recent case involving deep hole 
drilling in cast-iron, our customer de- 
cided our drills were unsatisfactory. 
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An examination of this job revealed 
a casting which defied almost any 
type of high speed drill. A carbide 
tipped drill was recommended, and 
its performance was outstanding. 

The use of a wide range of metals 
in production work has brought about 
the need for varied types of taps. The 
taps with a hard finish, which per- 
form so well on aluminum and mag- 
nesium, are not at all satisfactory on 
ferrous metals. Almost ‘every day I 
have an occasion to switch a call for 
tapping information to our engineer, 
who has the practical background to 
make the proper recommendation. 
Customers no longer are interested 
in guessing which tool will do the 
best job. Where a ready solution to a 
problem is not available, our engineer 
writes a detailed memorandum to the 
manufacturer who can do us the most 
good. And in every case, we have re- 
ceived a technical explanation which 
is highly constructive. 

New metals in production work 
have multipled our grinding wheel 
problems. Customers still send us 
countless orders for wheels without 
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TEAMWORK by 
Quinn and Paul “Pete” Schwan, en- 
gineer, eliminates guesswork as to 
which tool will do the best job. 


Salesman John 
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proper identification. Where there 1s 
a question as to the proper use or 
wheel markings, our engineer calls or 
sees the customer for the information 
lacking. In this manner we have 
steadily reduced the endless task of 
replacing the wrong wheel which also 
cuts down operating costs with respect 
to billing and extra handling of an 
innocuous nature. 

Since the conclusion of the war, 
we have done a steadily increasing 
business in low-temperature alloys. 
While there are thousands of applica- 
tions for these alloys, the services of 
an engineer are actually required to 
put over the issue properly. In such 
applications as fusible links, tube bend- 
ing and anchoring punches, the tech- 
nical knowledge is not unduly great, 
but applications involving metal spray- 
ing, expansion coefficients and. eu- 
tectic properties offer problems on 
which I, at least, as an individual, do 
not care to offer recommendations. 


Engineering Service 


The presence of this engineering 
service does not mean that we .unload 
all our grief on our engineer, but. 
rather, that his presence has a tend 
ency to simplify our work and enable 
us to spend more time with customers. 
i ersonally, I consider a tool engineci 
to be an integral part of the industrial 
distributor’s operation, an answer to 
the salesman’s prayers and a medium 
between the tool manufacturer and 
the tool distributor. 


Special Service 


There is one final intangible serv- 
ice performed by our engineer which 
is dificult to overlook. Some time ago 
I was having difficulty with a tool 
buyer who somehow or other managed 
to mail the bulk of his tool requisi- 
tions to our competitors. After boring 
in this location from every conceivable 
angle without success, I was beginning 
to feel I was losing my grip. In des- 
peration, our engineer and I invaded 
the plant. After cooling our heels for 
an hour, we were ushered into the 
inner sanctum. As I prepared for in- 
troduction, the tool buyer looked up 
at our engineer and said, “My God 
Pete, where have you been the past 
ten years’? Our engineer replied, 
“Why Bob you old goat, what are 
vou doing out here in this jute mill?” 
After an hours conversation between 
these two, during which they reviewed 
the events of the past ten years, I just 
sat and listened. We finally left with 
a nice order and have done rather well 
since that day. This proves, of course, 
that the industrial distributor with the 
best engineering service is destined to 
acquire the business. 
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TOOLS ON DISPLAY in a bank lobby created a good deal of interest for Central Tool Supply Co. 


Tools Exhibited in Bank 


Battle Creek distributor, lacking good display space himself, finds bank 


lobby an excellent medium for getting his name and products before the public 


Tue Lossy of a centrally located bank 
in Battle Creek, Mich., proved the 
answer to E. D. Gavney’s problem of 
where to set up a display. The com- 
pany of which he is president, Central 
Tool Supply Co., is located where 
there are few passersby and, for this 
reason, he felt a display “at home” 
would be wasted time and effort. 

As a result, he grasped the oppor- 
tunity afforded him by the Security 
National Bank’s program of having 
Battle Creek wholesalers and manu- 
facturers stage product exhibits for 
two-week periods. 

The idea of having exhibits in the 
bank lobby was George C. McKay’s. 
Formerly in the food industry, Mr. 
McKay is chairman of the bank’s 
board. He believes the displays have 
both an educational and a sales value. 

The Central Tool Supply exhibit of 
industrial supplies, tools and equip- 
ment proved one of the most inter- 
esting and well attended exhibits of 
the series. “The sales resulting from 
the display of products were most 


satisfactory,” said Mr. Gavney, “but 
the greatest satisfaction was in getting 
our firm’s name and products in view 
of more people in the city. Many who 
saw the exhibit were top personnel in 
local manufacturing firms, some of 
these were our customers, some were 
not. Still, the exhibit at least gave us 
the chance to show these customers 
and prospects the full range of major 
lines we handle, an opportunity we did 
not have before the bank made this 
exhibit possible.” 

To further the public’s interest in 
the exhibit, the bank inserted a large 
ad in the local newspaper which 
stated “Meet me in the lobby of the 
Security National Bank and see the 
exhibit of the Central Tool Supply 
Co.” The advertisement also described 
the various types of products on dis- 
play in the lobby. 

A day before the newspaper ad ran, 
a news story was carried by the same 
newspaper. The story gave the back- 
ground of Central Tool, listed the 
products exhibited and named groups 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 


who would find the exhibit particu- 
larly interesting. 

M. R. Youngs, Central Tool sales- 
man, reported a heavy interest on the 
part of hobbyists who seemed elated 
to know of an industrial distributor 
who handled a complete stock of ma- 
chinists’ supplies. Mr. Youngs cited 
one case where a visitor, seeing a 
10-in. table saw in the exhibit, took 
a clipping of a magazine ad from his 
pocket, compared the table saw with 
the ad and told Mr. Youngs: “I’ve 
been looking all over town for the 
dealer handling this saw, can you take 
my order and deliver one today?” 

Further proof of the value of ex- 
hibiting products every time the op- 
portunity presents itself came in the 
case of the building engineer for the 
bank. A keen interest in the light ma- 
chine tools on display, plus a short 
demonstration, was all that was needed 
to get this engineer to enter his requi- 
sition for a complete machine shop to 
be installed in the bank building’s 
maintenance department. 
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TRANSFORMATION of ordinary kick press into an automatic machine which indexes, presses 
and clears work is saleable idea for George Kroll and Milton Dubin who emphasize . . . 


PRODUCTION IDEAS FOR SALE 


SALES EMPHASIS at the Lincoln Sup- 
ply Co., Providence, R. I., is on 
“ideas” not products. ‘This means 
ideas that will help industries to in- 
crease production with current equip- 
iment. As a result of such a policy, 
Milton M. Dubin, president, and 
George Kroll, vice-president, have a 
dual responsibility in creating saleable 
ideas and then maintaining a sales 
staff to sell them. 

In short, Lincoln Supply uses stand- 
ard pneumatic supply items to mod- 
ernize or improve in some detail exist- 
ing equipment in customer’s plants. In 
plants where methods engineers are 
employed, ideas for improving the 
equipment are sold and the firm co- 
operates with the engineers in design- 
ing improvements and applying the 
products which it sells. 

Such service is based on the sale 
and application knowledge of such 
items as all sorts of pneumatic valves, 
regulators, drill press feeds, air cylin- 
ders, air-operated dial feed tables, 
clamps, timers, compressors, motors, 
pulleys, belting, fittings, tubing and 
various pneumatic controls. 

In introducing these products and 
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a wide range of applications to cus- 
tomers and prospects, Lincoln Supply 
salesmen pave the way for repeat busi- 
ness. Moreover, customers, or their 
engineers, soon find other possibilities 
for increasing production through an 
extended use of pneumatic controls in 
other operations and on other equip- 
ment. Invariably, Lincoln Supply is 
consulted and, through its recom- 
mendations, usually manages to get 
the order for the necessary items. 


Early Experience 


Creation of ideas to improve cus- 
tomers’ production by means of pneu- 
matic controls evolves out of Mr. 
Dubin’s early experience as a repre- 
sentative of air-spray equipment which 
his firm also handles. This led to an 
absorbing interest in the potential of 
pneumatic controls. After analyzing 
various plants, equipment and opera- 


‘tions, Mr. Dubin became convinced 


that there was ample opportunity for 
a service which would acquaint plant 
officials and engineers with the full 
range of possibilities of pneumatics in 
increasing production. Naturally, the 
greatest argument for automatic ma- 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 


chines is that they maintain 9 a.m. 
production from the start to finish. 

As an example of “‘idea”’ selling, Mr. 
Dubin cited the case of a manufacturer 
of plastic plugs for electrical use. The 
plugs were broached on an air press 
with a single-acting spring return cyl- 
inder. Stickiness of the broach and 
slow-feeding of the pieces kept pro- 
duction at only 800 pieces an hour. 
Mr. Dubin spotted the possibilities 
of pneumatic control to speed up this 
rate and sold the manufacturer on the 
idea of improving the machine with 
pneumatic controls. 


The problem was studied thoroughly 


by the Lincoln staff. Eventually, Mr. 
Dubin came up with the answer by 
the application of standard equipment 
taken off stock shelves. Using one 
double-acting cushioned cylinder, an 
air-operated dial feed table, a three- 
way cam-operated valve, a pilot valve, 
and a cam-operated ejection valve on 
the press used by the manufacturer, 
Mr. Dubin stepped up the machine’s 
production to an average of 3,000 
pieces an hour. 

In fact, the machine was thorouglily 
modernized and its operation made 
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WORKING PLANS in hand, Mr. Dubin looks over a com- 


pressor unit which is specified. 


Providence company puts 


to improve or modernize 


virtually automatic. The operator now 
merely loads the plastic pieces on the 
feed table, which is indexed and 
locked automatically. Broaching takes 
place in the rear, opposite the feed- 
ing point, thereby constituting a safety 
factor. Pieces are ejected by air and 
the removed chips are blown off. The 
installation, incidentally, lends itself 
to numerous other operations for prod- 
ucts of different shape. Without dis- 
turbing the automatic set-up, only 
the top plate of the dial feed table 
and the tool need be changed. 

Naturally, such selling takes some 
rigorous training, a fact which Mr. 
Dubin recognizes. Training is contin- 
uous in the sense that Mr. Dubin 
maintains a regular schedule of meet- 
ings. Two sessions, each lasting about 
three hours, are held weekly, one Wed- 
nesday evening and the other Satur- 
day morning. The object of the meet- 
ings is to coordinate selling techniques 
with practical engineering. 

Mr. Dubin claims that he is one 
of the chief beneficiaries of such meet- 
ings as many of them are devoted to 
the solutions of actual customers’ prob- 
lems, each of which constitutes a new 
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THE VALVE in Mr. Kroll’s hand is typical of items sold 


to “idea” customers. 


sales emphasis on ideas for customers 


equipment with standard supply items 


experience for everyone attending. All 
phases of each problem are discussed 
engineering, blueprinting, methods 
and installation. 

Some of the meetings are detailed 
lectures at which all take notes for 
further study. Some lectures are given 
‘by Mr. Dubin, others by manufactur- 
ers’ engineers. The lectures include 
considerable theory as well as techni- 
cal expositions of various phases of 
pneumatics. 


Problems Tackled 


Salesmen are encouraged to bring 
up any problems, either of a sales or 
engineering nature, they may have en- 
countered. The full range of recom- 
mendations are discussed, correlated 
and a solution suggested. The sales- 
men have found that such sessions 
have aided them immensely in their 
ability to render service and do not 
hesitate to introduce “stumpers”. 

Methods of the various industries 
in and around Providence—paper 
tubes, textile, screw machine, radio 
parts, etc.—are discussed also, to in- 
crease each salesman’s capacity for rec- 
ognizing sales opportunities and to 
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make the most of them. 

A floor display, which doubles in 
brass as a sales promotion medium and 
an educational aid, is maintained in 
the firm’s new quarters. Several ma- 
chines, such as drill presses and light 
duty drop hammers, are lined up on 
one side of the room. The machines 
are ordinary non-automatic fixtures 
which have been made automatic by 
the installation of pneumatic controls. 

While the apparent purpose is 
display, it is their use for actual dem- 
onstration which makes the set-up in- 
valuable. Air lines with connections 
have been installed along the wall, and 
any of the machines can be operated 
by simply connecting the feed line. 
Actual demonstrations of controls in 
operation impresses customers far 
more than oral descriptions. Another 
use for these display machines is dem- 
onstration of various aspects of air 
control at sales meetings and lectures. 

With these sales aids and contin- 
ual training, Lincoln Supply’s sales 
staff maintains its enthusiasm for spot- 
ting and taking advantage of sales op- 
portunities in each plant visited. Ideas 
must come first before they are sold. 
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OUTSIDE AND INSIDE sales staffs gather for opening session of two-day sales conference 
incorporated as a semi-annual fixture of Woodward, Wight & Co.’s meeting schedule. 


SALES MEETING PROGRAMS 
MEAN PLANNING 


Overall schedule seeks maximum results from separate 


sessions for outside, inside salesmen 


FREQUENT SALES MEETINGS are desir- 
able, but not always possible, accord- 
ing to George F. Sins, sales manager 
of Woodward, Wight & Co., Ltd., 
New Orleans. There are any number 
of factors which can limit the fre- 
quency with which a distributor of in- 
dustrial equipment and supplies can 
schedule such sessions, Mr. Sins 
pointed out, and chief among these is 
the size of the territory he covers. 
The question of scheduling sales 
meetings arose recently at Woodward, 
Wight, which covers two states and 
parts of three others. Salesmen are 
stationed at various points in Louisi- 
ana, Mississippi, southern Alabama, 
southern Arkansas and eastern Texas. 
Both, management and salesmen, are 
appreciative of the value of sales meet- 
ings, but the distances involved in get- 
ting from the territory to New Orleans 
and back involve a loss of a certain 
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amount of selling time which has to 
be considered. Some sort of overall 
program to minimize inconvenience 
and loss of time was indicated. 

Discussions with L. C. Deckbar, 
president, and Milton F. Hilbert, vice- 
president and director of purchases, 
produced an overall plan specifically 
designed to meet the sales staff’s re- 
quirements for sales aids and the com- 
pany’s demand for sales promotion ac- 
tivities. 

In working out the program, the off- 
cials took into consideration the ex- 
tent of the company’s territory, the 
amount of time lost from actual sell- 
ing while attending sales meetings, 
and how frequently meetings had to be 
held to obtain the best sales results. 
At the same time, the entire staff had 
to be provided with ample opportuni- 
ties to keep up with new products, 
product knowledge and applications, 
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sales policies, and latest developments 
and recommendations in selling tech- 
niques. 

An analysis of the overall require- 
ments for the entire sales staff pointed 
up the logical division between the 
sales meeting requirements of outside 
men and inside workers. Outside sales- 
men, being more experienced and in 
personal contact with customers, need 
more specialized and advanced prod- 
uct and application knowledge than 
inside men. The selling problems en- 
countered by outside men and dis- 
cussed at meetings are different from 
those encountered by inside workers. 

Furthermore, the “refresher” aspect 
of many meetings for outside men 
skip basic information which would 
be of value to inside men. In order to 
increase the efficiency of the pro- 
gram, it was decided to serve each 
group separately and to meet indi- 
vidual requirements of each group as 
completely as possible. 

Provision was made for those oc- 
casions when topics of common inter- 
est to both groups would be discussed. 
The plan, as eventually worked out, is 
simple. In execution, however, it re- 
quires considerable and careful plan- 
ning of time, place, speakers, topics 
and props. The established program 
calls for: 

1. Semi-annual sales conferences, 
each lasting two full days, for both 
outside and inside men. 

2. Meetings on products for store 
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YOUR SALES MONTH OF NOVEMBER 1047... G.F. SINS 
YOUR SALES MONTH OF NOVEMBER 1946... * Sales Manager 











HOW’M I DOIN’? is readily answered by monthly publication of each salesman’s rating in each depart- 
ment. Salesman’s sales for month and sales for corresponding month of previous year are included. 





men every six or eight weeks. 
3. Spot meetings for outside men 
on specialties. 
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4. Spot meetings for inside men on 
specialties. 
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equire- 
ointed 
mn the 


e sales- 
ind in 
, need 

prod- 
> than 
ms en- 
d dis- 
t from 
orkers. 
aspect 
> men 
would 
rder to 
2 ~pro- 


prepared as a test. A total of 61 out- 10:00-10:15 Mr. Steckman 
side and inside sales workers attended 
the sessions which were held at the 
company’s quarters in New Orleans. SPSS Gr, Soseeense ae 
The success of this conference estab- 10:45-11:00 Mr. Texade " 
lished it as a semi-annual fixture on 
the sales promotion program. 

In keeping with the original policy 11:30-11:45 Mr. Allen 
of serving each group individually, the 11:45-12:00 Mr. 
conference was divided into two sec- 
tions. The first was composed of out- 
side salesmen, and the second of in- 2:00-2:30 Mr. Koeniger 
side workers. Under such an arrange- 
os ment, each speaker was able to adapt ; 
ie his talk to the particular needs of ——— tania fs_2 
-— a the group he was addressing. 9200-9: 30 Hubbard In "R" Room 

The speakers were drafted from de- 
partment executives and specialty men. 
Some of them addressed both groups 10015-14815 Mr. Wiliiens — 
during the two-day session. Planning 11:15-12:00 Mr. Miller 
of the schedule had to be completed 
well in advance of the conference to 
permit each speaker to prepare his 4:30-5:00 Sins os Rows 
talk, or talks. Each speaker was in- 
formed in advance as to which group 
he was scheduled to address, on what 
day, on what topic, at what time and 
for how long. 

The opening day’s session started EVERY MINUTE of sales conference is accounted for by separate time 
oo (Continued on page 161) tables of speakers for store men and industrial and specialty men. 


10:15-10:30 Break 


11:00-11:30 Mr. Taylor " 


Porter 


1:30-2:00 Mr. ¥. J. Smith 


2:30-5:30 Williams 


9:30-10:15 McReavy no omon 
se oc- 
inter- 
“ussed. 
out, is 
it re- 
plan- 
topics 
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1:30-4:30 Williems 
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BONING UP for a session on cutting tools, trainees get details from James Harshaw, 


second from left. 





TRAINING DIRECTOR BOYD lx 


lieves carefully selected beginners need 
no more than 90 days on inside work. 


Sales Training Can Promote Confidence, Thinking 


Former G.I., without sales experience, now sells on 


commission, attributes progress to sound training 


The confidence instilled in a_ sales 
trainee by a well-planned and compe- 
tently executed training program, en- 
ables him to start thinking for himself 
and accelerates his progress, according 
to Ralph Lowery, salesman for the 
Boyd Supply Co., Philadelphia. Mr. 
Lowery should know, because a little 
more than 18 months ago, he had 
emerged from the armed forces with 
little or no previous business experi- 
ence. Moreover, he wasn’t too cer- 
tain about his career. 

At the same time, Vance G. Boyd, 
president and founder of the Boyd 
Supply, was organizing a group of 
young former servicemen in an “on- 
the-job” training program to build a 
sales staff. Mr. Lowery had a confer- 
ence with Mr. Boyd and decided on a 
selling career. He admits that at the 
time he had some misgivings. 

“When I first entered Mr. Boyd’s 
employ,” Mr. Lowery said, “I thought 
it would require a very extended pe- 
riod before I would be qualified to go 
into actual selling and intelligently 


%6 


discuss our various lines and _associ- 
ated items. However, under Mr. 
Boyd’s direction and instruction, I 
was surprised at the progress one 
makes through intelligent planning 
and guidance. 

“Actually, I was calling on cus- 
tomers, small ones to be sure, four 
months after I was out of the Army. 
This gave me a great lift, and made 
me realize that any progress I might 
make towards becoming a full-fledged 
industrial supply salesman, would de- 
pend on me on my initiative, and on 
my thinking.” 

According to the agreement be- 
tween Mr. Boyd and the ex-service- 
men, each trainee was entitled to 
exercise an option on compensation. 
As soon as one felt confident and 
competent enough, he could ask to 
be placed on a commission basis. Mr. 
Lowery’s progress was so rapid, he 
went on a commission basis before 
the allotted time with full approval 
from Mr. Boyd. 

Under Mr. Boyd’s system of sales- 
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man training, developed from long 
years of experience in handling indus- 
trial supply salesmen, a trainee is 
required to spend no longer than 90 
days on the inside. During this time, 
Mr. Boyd said, the trainee, if selected 
on the basis of education, background 
and intelligence, should know what 
he needs to know of stock, distribu- 
tion and office routine. Since the 
most effective part of training is 
actual selling, a trainee should get out 
and do it as soon as possible. 
During his training inside, Mr. 
Lowery and his fellow trainees at- 
tended two special sessions each weck. 
The sessions were directed by Mr. 
Boyd, assisted by James Harshaw, who 
has had considerable experience in 
both selling and buying industrial sup- 
plies. One session was held in the 
office to be near the products dis- 
cussed and office material. The other 
was held at Mr. Boyd’s home to en- 
courage free discussion of selling 
problems and techniques. ‘ 
Questionnaires were used as tests, 
twice each week at the start. As the 
trainees developed greater familiarity 
with products, applications and scll- 
ing techniques, the questionnaires 
were handed out less frequently. 
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BE PREPARED to demonstrate prod- 


ucts, Ralph Lowery says. He’s putting 
together a small threader. 


They were designed by Mr. Boyd on 
the basis of what was needed in the 
way of information by an outside 
salesman, and drawn from his experi- 
ence in salesmanship and sales man- 
agement. 

“The questionnaire” said Mr. Low- 
ery, “not only provided an interest- 
ing manner in which to obtain quickly 
all the necessary data for both techni- 
cal and sales discussion, but it also 
provided a form of permanent record 
for ready reference. This reference is 
necessary when undergoing the study 
of all the various associated with the 
industrial supply business.” 

Included in the training course 
were visits to suppliers’ plants when- 
ever possible. “The plant visitation 
aspect of the course provided an ex- 
cellent opportunity to see first hand 
the manufacture of items we recom- 
mend and sell,” Mr. Lowery said. 
“The information in this form of 
training is invaluable when correctly 
incorporated into the sales discussion.” 

The value, he added, comes from 
the confidence that a beginner feels 
when discussing the product with a 
prospect; one feels he knows some- 
thing about the product. 

One of the selling techniques 
adopted by Mr. Lowery soon after he 
went on the outside, and one that he 
thinks highly of, was the idea of 
always carrying something to show 
to a potential buyer. He learned 


that from a manufacturer’s represent- 
ative during one of the regular train- 
ing sessions. Recently Boyd Supply 
took on a line of small threaders. 
At the sales meeting held to famil- 
iarize the staff with the product, its 
applications and selling points, Mr. 
Lowery was impressed by the demon- 
stration of the product. 

On his next round of calls, Mr. 
Lowery took one of the tools with 
him after drilling himself on demon- 
stration. On each call he carried the 
tool in a cardboard container into 
the buyer’s office and held it in his 
lap. The box invariably aroused the 
buyer’s curiosity and he found little 
difficulty in introducing the tool to 
view. In fact, several buyer’s asked 
him to demonstrate it to the shop 
workers. Several of these men volun- 
teered selling points he had not con- 
sidered. The orders picked up as a 
result of such interviews convinced 
him that a product in the hand is 
worth a thousand in the warehouse as 
far as getting orders was concerned. 

“The discussions conducted by 
manufacturers’ representatives,” Mr. 
Lowery said, “represent a definitely 
advantageous phase of our training. 
They gave us an opportunity to ask 
questions regarding the selling aspects 
and technical functions of the items 
discussed. The opportunity of hear- 
ing the presentation of a particular 
item from one who is definitely sold 
on the product he is discussing, is 
pretty important to a beginner. I 
have found this to be an excellent 
manner in which to gage my future 
discussions with potential buyers.” 

One of the items on the training 
program was a brief history of the 
company and a summary of Mr. 
Boyd’s background. Mr. Lowery did 
not fully appreciate the value of this 
bit of information until he began 
calling on customers. His first need 
for it came when he had entered a 
prospect’s office to introduce himself 
and gave a resume of the products he 


was selling. The buyer was polite, 
but did not appear particularly in- 
terested. He remarked that his firm 
had sources of supply for such prod- 
ucts and were satished. 

Just as Mr. Lowery was thinking 
that the interview was over, and none 
too successful, the buyer asked who 
and what was the Boyd Supply Co. 
Mr. Lowery explained and, to his 
surprise, found the buyer interested. 
The buyer then appeared to be more 
receptive to a discussion about par- 
ticular suppliers represented and what 
sort of service the company was able 
to offer. Mr. Lowery didn’t get an 
order but was invited to call again 
with the prospect of obtaining one. 

The reason for the buyer’s inter- 
est in the company and Mr. Boyd, 
Mr. Lowery learned, was that it was 
the buyer’s business to know all about 
sources of supply whether or not he 
traded with al Mr. Lowery now 
builds his introduction to a prospect 
around a short resume of the com- 
pany he represents and, with that as 
a starting point, develops themes 
about suppliers, products and service. 

This is no sure-fire formula for 
interesting potential buyers, Mr. 
Lowery admitted, but it is a sound 
approach in that one lays his cards 
on the table and asks for a fair con- 
sideration on that basis. 

Incidently, Mr. Lowery thinks that 
the gratification of earning an order 
from a new customer is one of the 
biggest boosts for a new salesman’s 
morale that it is possible to get. For 
that reason, it is worth the salesman’s 
effort to perfect his approach and 
sales psychology constantly. From 
talks with experienced salesman, Mr. 
Lowery has gathered that a sales- 
man’s training never ends. 

In general, Mr. Lowery regards his 
training as the laying out of a work- 
able pattern for selling industrial sup- 
plies. He feels now it is up to him 
to fill in the details as needed to 
make the pattern fully effective. 





$6,000 Is Average Annual Income 


MANUFACTURERS’ SALESMEN are paid 
an average of $6,000 per year, accord- 
ing to a recent survey conducted by 
the National Industrial Conference 
Board among 275 members. The 
average is a 20 percent increase over 
the $5,000 figure revealed from a 
similar N.I.C.B. survey in 1946. 
The latest study revealed the fol- 
lowing percentage of salesmen in the 
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various income brackets: 
Less than 

$3,000 to 

$4,000 to 

$5,001 to 

$6,001 to 

$7,001 to 

$8,001 to 

$9,001 to $10,000 

Over $10,000 











Willard V. Starkie 


Edward C. Kilray 


James P. Sprague Edward J. Gentino 


Ensworth Firm Willed to Employees 


Miss A. L. Ensworth, president, leaves 75 percent of stock to nine employees, 


one director; Starkie, Sprague, Gentino and Kilray elected to new positions 


UNDER THE TERMS Of Miss Antoinette L. Ensworth’s 
will, nine employees and one director of the firm will 
receive 75 percent of the stock of L. L. Ensworth & Son, 
Inc., Hartford. The ten beneficiaries were willed a total 
of 2,769 shares of stock. 

Miss Ensworth willed 484 shares to each of four 
employees. They are Willard V. Starkie, Edward J. 
Gentino, James P. Sprague and Edward C. Kilray. Other 
stock bequests: included: 

483 shares to Henry Gscell, director. 

100 shares to Leon S. Griswold, salesman. 

100 shares to Edmund M. Allen, purchasing agent. 

50 shares to G. Raymond Young, cashier. 
50 shares to Gerald H.. Burke, price clerk. 
50 shares to Charles H. Lyman, bookkeeper. 


New Officers Elected 


Shortly after Miss Ensworth’s death in New York City, 
June 3, Mr. Starkie was elected president of the firm. 
Miss Ensworth also had been treasurer and Mr. Gentino 
was elected to this post. In addition, Mr. Gentino is 
the company’s secretary. Both Mr. Sprague and Mr. 
Kilray were elected vice-presidents. The company’s board 
of directors now consists of the previously named officers 
and John Mullen, vice-president, William C. Farrell 
and Mr. Gsell. . 

In addition to the stock bequests, Miss Ensworth left 
cash bequests for employees. A special meeting of em- 
ployees was called to reveal the terms of the will. The 
bequests ranged from $200 to $1,000 depending upon 
length of service. Those employees with more than 40 
years of service were willed $1,000; with 30 to 40 years 
of service, $750; 20 to 30 years, $500; 10 to 20 years, 
$300, and 5 to 10 years, $200. 


‘The filing of the will in probate court attracted a great 
deal of attention in Hartford. The Hartford Courant, 
for example, reported the terms of the will in a lengthy 
page one article. The outstanding feature of the will was 
the fact that by willing the stock to employees and setting 
up charitable foundations and trust funds, Miss Ens- 
worth saw to it that virtually all of the money made 
by the Ensworth firm was kept in Hartford. The only 
beneficiaries who are not residents of Hartford or its 
suburbs were personal friends in New York City. They 
received comparatively small cash bequests. 


Firm Founded in 1801 


The Ensworth firm is one of the oldest industrial sup- 
ply and steel warehouse firms in the country. It was 
founded in 1801. Its operations are well known in the 
industry, having been featured in the May, 1947 issue 
of this publication. At that time, the Ensworth officials 
cooperated with the editors in producing “Layout and 
Display,” a 32-page report on the possibilities for increas- 
ing business through visual means. 

The new president of the firm, Mr. Starkie, joined the 
company in June, 1927. He was made manager of the 
steel department in 1940; director, December, 1942; 
vice-president, January, 1943, and executive vice-president, 
June 1944. 

Mr. Sprague joined the firm in 1919. He became 
a director in January, 1927 and a vice-president in Janu- 
ary, 1943. 

Mr. Kilray joined Ensworth’s in 1923, and was elected 
a director in December, 1942. 

Mr. Gentino joined the company in 1914; became sec- 
retary in January, 1931; a director in January, 1942; and 
assistant: treasurer, January, 1943. 
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MECHANICS AND HOBBYISTS turned out by the hundreds to watch Tool Expert D. D. Gurnee. 


Tool Expert Attracts Crowd 


More THAN 2,000 persons visited the Andrews Hardware 
& Metal Co., Los Angeles, during a one-week period 
recently when nationally-known D. D. Gurnee demon- 
strated and lectured on power and hand tools. The 
attendance figures constituted only one of the many 
indications that the event was a success so far as the 
distributing company is concerned; hundreds of inquiries 
on tools were received by Andrews salesmen; several 
sales were made, and, as one Andrews official said, the 
after-effects will last a long time. 

Most of the visitors were men—mechanics and hobby- 
ists. However, varicty was added when a school group 
of 18 attended in a body and, on another occasion when 
17 girls who are studying shop at the University of South- 
ern California were on hand. 

Mr. Gurnee represents no manufacturer or selling 
organization. He has built a unique business, the con- 
ducting of hobby classes. His prestige was further en- 
hanced when Science Illustrated, in its May issue, 
published a feature article on Mr. Gurnee’s methods of 
handling and sharpening tools. 

To promote the event, Andrews Hardware had 50,000 
circulars printed. They were mailed to selected lists and 
were enclosed with all letters and invoices sent out sev- 
eral weeks before the event. In addition, a special an- 
nouncement card was mailed to schools, hobby organ- 
izations, etc. The build-up for the event was climaxed 
by the insertion of an 8-in., 3 column advertisement in 
a leading daily newspaper. 

The demonstrations at Andrews Hardware were con- 
ducted at four “stations”: No. 1, Stanley electric tools; 
No. 2, Norton abrasives; No. 3, Stanley hand tools, and 
No. 4, Disston cutting tools. A manufacturer’s repre- 
sentative was at each “station” to answer general questions 
and give information concerning the products. Mr. 
Gurnee moved from station to station. The demonstra- 
tions were given from 9 a.m. to 5 p.m. 


HOW TO USE TOOLS was clearly explained by Mr. Gur- 
nee who followed up with a demonstration. He’s using a 
carbide tipped chisel and working on a wood lathe equipped 
with a collet chuck designed to make it possible to turn 
plastic and metal. 

Photos courtesy Baker & Virgin 
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Sales Tips From Salesmen | | | 1. :sies sgureshelp 


figure sales . . . work through the P. A. . . . dress the part, it will pay you big dividends 


BOB BREITMAYER: 


Wear the Proper Clothes 
And Watchthe Little Things 


Supply salesmen play a role, and an 
important one, on the industrial stage 
but to play it successfully they must 
observe details. That is the philosophy 
of Bob Breitmayer, salesman for the 
Utility & Industrial Supply Co., Jack- 
son, Mich. And Mr. Breitmayer’s sales 
record proves the point for him. He 
includes in his thinking on details, 
dressing for the part he plays. 

Wearing the proper clothes, accord- 
ing to Mr. Breitmayer, recently helped 
him roll up a sales score of 110 chain 
saws. 

When Mr. Breitmayer first saw a 
sample of the chain saw his company 
now handles, he immediately became 
enthused. He looked over the saw 
carefully, read all the available litera- 
ture, took the saw apart and reassem- 
bled it. Then he decided to comb his 
territory. Carefully dressing for the 
part he wanted to play—checked flan- 
nel shirt, lumberman’s boots and all— 
he loaded a saw into the back of his 
car and headed for “the country.” 

“Whenever Id see a couple of farm- 
ers sawing up a fallen tree or clearing 
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the trees from the edge of a pasture,” 
he said, “I'd stop. ‘They never had any 
objections to my sawing the tree up 
for them, and such a demonstration 
always ended up with questions about 
cost and delivery.” 

“When the campaign was over,” 
Mr. Breitmayer reports, “I had sold 
110 saws, and many of the farm sales 
opened the door for follow-up orders 
for farm welding machines, farm belt- 
ing, pumps and all sorts of heavy 
tools.” 


JOHN W. COLYER: 


“Think, Act, Serve, Profit” 
And Follow Through 


In order to sell belts and belting you 
must know all about your product and 
what it will do, is what John W. 
Colyer, of Hall & Company, Inc., of 
Spartanburg, S. C., says in rounding 
up his success. You must have an in- 
tense interest in your product and 
never stop learning more about it. 

“Think, Act, Serve, Profit” is his 
motto. “You can’t stay in business 
without a profit,” says Mr. Colyer, 
“and you can’t make a profit unless 
you do all three.” 

Mr. Colyer’s technique is first to 
sell himself and his company. Then, 
he says, the customer generally is ready 
to listen to your sales talk. Mr. Col- 
yer shows his product, demonstrates 
how mill efficiency can be increased, 
how mill maintenance and replace- 
ment can be reduced and concludes 
his sale. 

The success of his technique is dem- 
onstrated by the fact that starting with 
one mill as a customer, he now has 
26 mills and others are on the way. 
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GEORGE L. PARKER: 


Work Your Sales 
Through the P.A. 


“With respect to the question whether 
to start with the purchasing agent or 
someone else up or down the line, the 
experience I have had over the years 
is all for starting with the P.A.” says 
George Parker, salesman for the Gen- 
eral Machinery & Supply Co., San 
Francisco. 

“Perhaps you may have been intro- 
duced or referred to someone higher 
up, it might even be the president of 
the company. If it is humanly possible 
for you to do so, however, see the 
swoniteg | agent first and identify 
yourself there. Tell him of this con- 
tact you are about to make with the 
other department and be sure to say 
you will report back as soon as pos- 
sible. It isn’t kowtowing. Sooner or 
later, its the p.a. you must see for the 
final okay. 

“I try always to remember this”: 
There are two kinds of purchasing 
agents—the rubber stamp kind and 
the kind that rules his own roost; and I 
believe the latter are in the majority. 
But no matter which kind you are 
dealing with, it is best to go to him 
first, and then work out from there 
in all directions in the plant so that 
you can help this one and that one 
in rendering service. If you don't 
work it this way, your order may be 
in jeopardy. On the other hand, the 
P.A. can give you all kinds of help 
in steering you to this one and that one 
who has a problem, for after all, the 
P.A. is generally the problem clearing 
house. 





Te 


.ether 
nt or 
e, the 
years 
” says 
Gen- 
, San 


intro- 
higher 
ent of 
»ssible 
e the 
entify 
§ con- 
h the 
to say 
$ pos- 
ner or 
or the 


this”: 
hasing 
1 and 
-and I 
jority. 
yu are 
o him 
there 
0 that 
it one 
don’t 
iay be 
rid the 
f help 
at one 
ll, the 
learing 


It pays to buy 


Bog 


Here’s why 


OSBORN BRUSHES 


give lowest end-of-cost 
service 


Testing Wire in Osborn laboratory. 


TOP QUALITY WIRE— AND PLENTY OF IT 


Remember, brushes are tools. All wire used by Osborn 
is made to specifications for a specific brush service. 
Every lot is laboratory tested to make certain that it 
measures up to these rigid standards. First cost? More, 
to be sure, but the last cost to you is less in the form 
of longer brush life and better brush service. 

















Osborn Brush— 
more wire ends to 


Ordinary wire 
wheel brush 
do more work 
faster. 


Ever count the number of wires making up a square 
inch of brush surface? It’s the cutting ends that do the 
work. More ends per square inch mean faster opera- 
tion and longer brush life. Osborn gives you full 
measure of the right wire for every brushing service. 


Continuous factory 
inspection from wire 
to finished brush. 


TOP QUALITY CONSTRUCTION 


High operating speeds of modern equipment permit 
no compromise in quality of brush construction. Os- 
born Brushes are made to exclusive patented designs 
which hold wire securely in the hub of the brush. 
Density of wire, evenness of trim, and balance are 
other vital factors on which Osborn has rigid speci- 
fications for every brush in their line. Efficient manu- 
facturing controls at every step in production insure 
adherence to these quality standards. 
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Complete line of product as- 
sures right brush for every job. 








TOP QUALITY SERVICE 


Osborn wire wheel brushes are tools and are sold as 
such. There are many applications—cleaning, remov- 
ing burrs, roughing, finishing, polishing—and every 
one calls for the right brush for the job. Osborn makes 
a complete line of brushes and sells them through 
men who know where and how they can be applied 
to your maximum advantage. 

Yes, top quality pays off all along the line. If you want 
to get the best out of wire wheel brushes, it will pay 
you to buy from the manufacturer who puts the best 
into them. Write today for the name of your local 
Osborn distributor. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY * POWER DRIVEN BRUSHES * PAINT BRUSHES * MAINTENANCE BRUSHES 
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THE SALES INDICATOR-—Supply Sales in 
May fell off to 341; an 11 percent decline from 


April. Sales in May were 17 percent below May 1947; one-half 
of one percent below the same 5-month period of 1947. 


Supply Sales Trends 














Pac. North North 
Month Coast Western Central Southern Atlantic 
Sales A. 545 455 333 360 386 
Indicator 276 351 290 378 


Order per Sales- . 13 16 
man per Day ; 15 


Volume per 
Salesman 


Size of 37.25 
Average Order 38.60 


Order per ; 131 
Working Day 


$16,900 $16,400 


$16,500 
14,890 11,700 


16,875 











REGIONAL TRENDS—With the exception of the 
Southern group, all regions registered substantial de- 
clines. The Pacific Coast led the fall, with. the West a 
close second. The South showed gains in all categories 
but orders per working day. 
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ORDERS PER WORKING DAY-—were 112; down 
eight per day from the April figure. Orders per salesman 
per day were 15; no change. May had 26 working days. 
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SIZE OF AVERAGE ORDER-—was $40.50 in May, 
up half-a-dollar over April. Volume per salesman was 
$16,930, down a few dollars from the volume registered 
in April for each salesman. 
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View above shows the new “SPIN- 
FAST” Wrenchless Chuck on the 
No. 422 “Power Vise Stand” Standard _— Oster No. 502 “Pipe Master”. A 


Ye" to 2” pipe. Range with universal drive shaft quick spin of the easy-to-grip wheel 


212" to 6” pipe. This fast-selling machine con- chucks or unchucks instantly. 
verts hand die-stocks, cutters, and reamers to 


power tools. 
re 











CATALOG SERVICE 
Illustrated catalogs on 
these machines are avail- 
able on request. 





*Tom Thumb" Rotary Die-Head ‘ciaailie, <eeieiibeieiiees 
Va" to 142". Pipe oF nip- 
11/4". This machine is adapt- 
| threading jobs through 


| fixtures. 


No. 531-A 
Type- Standard range 
ple range Ye" to 
able to many ynusua’ | 
the application of specia 











———— 


Modern Appearance and High Performance 
make the winning combination that keeps 
Oster Portable Pipe and Bolt Threaders the 
fastest selling machines in their class. 


THE OSTER MANUFACTURING CO. 


2041 EAST 61st STREET © CLEVELAND 3, OHIO, U.S. A. 
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SELECTED BUSINESS INDICATORS 


(Source: Dept. of Commerce 
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Steel production edges toward full capacity . . . 


. but electric power skids to a seasonal low. 
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1945 1946 


1947 
Industrial stock prices hit peak for the year . . 





1948 1945 


1946 1947 1948 


. department store sales and stocks inch higher. 


Keeping Up With Business 


Commerce Dept. Looks For 
Decline in New Businesses 


A recent analysis by Melville J. Ul- 
mer, Office of Business Economics, 
published in the Department of Com- 
merce’s monthly “Survey of Current 
Business,” indicates that the sharp rise 
during the post-war years in the num- 
ber of new business firms, ceased al- 
most entirely in some industries for 
the last six months of 1947. 

In leather and leather goods there 
was an actual decline in the second 
half of last year—the first indus- 
try in which business deaths exceeded 
births since the end of the war. 

Growth came to a virtual halt in 
the latter half of 1947 in stone, clay, 
and glass, where the number of firms 
rose more than in any other manufac- 
turing line in the preceeding two years 
growth. The article notes that recent 
changes reflect “adjustments in the in- 
dustrial pattern of the business popu- 
lation which were bound to follow so 
large an influx of new entries.” 


Labor Surpasses Capital 
In Share of Sales Dollar 


The notion that capital’s share of 
the sales dollar earned by industry is 
larger than labor’s share is dissipated 
by a recent survey of the Guaranty 
Trust Co., New York. The firm also 
had things to say about the notion that 
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tax laws should be based on a policy of 
“soaking the rich.” 

The bank points out that according 
to the Treasury Department’s own fig- 
ures, individual incomes above $25,000 
a year account for only 3.27 percent of 
total individual incomes pf eee for 
tax purposes. Yet industry looks to 
these incomes for the investments 
necessary for plant expansion, gains in 
labor’s ability to produce, and advances 
in the levels of wages. The survey con- 
cludes, therefore, that it is folly to 
believe that soaking the few will im- 
prove the lot of the many. 

It declares, instead, that a tax struc- 
ture that will encourage investors to 
supply “venture capital in amounts 
sufficient to meet the requirements of 
an expanding and progressive industrial 
system,” is a possible answer. 


New Small Business Aids 
Accent Advertising Methods 


The percentage of net sales that is 
spent for advertising purposes in vari- 
ous kinds of retail businesses is indi- 
cated in “Advertising for More Sales”, 
Small Business Aid No. 309, one of 
a series of informational digests on 
advertising that are available without 
charge from the Department cf Com- 
merce. ‘The study lists advertising 
media customarily used and contains 
suggestions on where to obtain good 
advertising ideas. 


Another Small Business Aid, No. 
278, is entitled “An Advertising Check 
List.” This study contains a series of 
questions, weighted according to im- 
portance, whereby an advertiser can 
determine whether his advertising copy 
registers with customers and prospects. 

Other aids on the general subject of 
advertising currently available would 
include: No. 269 Advertising for the 
Small Business; No. 114, Direct Mail 
Can Increase Your Record Sales; No. 
282, Sign Advertising and No. 369 
Radio Advertising. 


BRIEFS: 


Third round wage rises are ¢x- 
pected to increase total payrolls by 
about $5 billion for the year. 


. Half the nation’s population 
moved to new living quarters during 
the last seven years. 


. Last year the United States pro- 
duced 53 percent of the world’s steel. 


... The U. S. now owns 60 percent 
of the world’s gold: Russia, Britain 
and the Swiss share another 20 per- 
cent; and the rest is pocket moncy 
for the world. 


. As of May 1, the railroads had 
135,176 new freight cars—“on order”. 
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and GO" a 


to Strainer Sales 


It’s easy to understand why Supply House sales of 
Yarway Fine Screen Strainers are hitting a new high. 
Just consider these advantages: 

e High-grade special woven Monel wire screen. 

e Readily removed steel blow-off bushing. 


e Screen and bushing come out together, go back to- 
gether, automatically aligning. 


¢ Cadmium plated for protection against corrosion and 
for better appearance. 


e Suitable for steam lines, water, oil and other fluids. 

¢ Reasonably priced. 

¢ Six sizes, /%" to 2”, iron for pressures up to 250 psi; 
steel to 600 psi. 

¢ Immediate deliveries from stock. 


All these, plus a advertising and merchandising, 
combine to make the Yarway Strainer a Supply House 
favorite. See Bulletin S-201. 


YARNALL-WARING COMPANY, 111 Mermaid Ave., Phila. 18, Pa. 


YAR WAY FINE SCREEN STRAINERS 
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INDUSTRIAL PRODUCTION INDEX == Sill More Boom 


Generally, business activity across the 
country continues high, strengthen- 
ing expectations that the economy 
will carry through 1948 without mis- 
hap. 

Industrial production has recovered 
fully from the coal shutdown, and 
has even moved ahead in some seg- 
ments of activity. Demand still ex- 
ceeds supply, generally, except in a 
few luxury non-durables where sea- 
sonal trends have slowed sales. On 
the whole, the favorable conditions 
in evidence everywhere in industry 
tend to overbalance the unfavorable 
few. 


Boom Still Is Strong 


There are signs, too, that the busi- 
ness boom has not yet reached its 
high point. Wage increases (round 
thiee), government spending to im- 
plement domestic and foreign policy, 
the expansion of “time payment” 
buying, and the steady increase in 
mortgage credit continue to add sub- 
stantially to the money supply. 

Before the year’s end, other factors 
will swell income further. The vet- 
erans’ insurance refunds, pensions and 
widows’ payments, for example, will 
increase the money supply by an- 
other $2 billion. 

Construction, already headed for a 
record. dollar volume for the year, 
promises to exceed the “in place” 
building record of 1925 as well. And 
this despite tighter loan terms (higher 
down payments and higher interest 
rates) and high labor and materials 
costs. The industry estimates that 


106 





Total Production 
Total Manufactures. ... 
Durable 
Non-durable 
Minerals 


* These figures are preliminary and sub- 
ject to minor revision on the basis of 
additional data. 





close to $17 billion will be spent this 
vear on small homes, and commer- 
cial and industrial construction. 


Backlogs Lengthen 


The “heavy goods’ industries do 
as well as experts predicted they 
would. Steel still is unable to meet 
demand. The auto makers still strug- 
gle with lengthening backlogs; the 
railroads have about given up hope 
of a production rate that would have 
built one car for every car retired. 
Only the manufacturers of steel-fabri- 
cation appliances are disturbed by the 
narrowing spread between new 
orders and current production. One 
by one, they begin: to overtake con- 
sumer demand. 

Retailers are well stocked and inven- 
tories are under control. About two- 
thirds of the working capital of the 
average corporation is tied up in in- 
ventories. Moreover, more and more 
corporations rely on the bankers to 
carry their top-heavy stocks. And 
because loan rates continue to rise, 
the charge itself adds pressure to the 
squeeze. Nevertheless, when _ set 
against the record volume of sales, 
inventories generally are not exces- 
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sive—though the watchword still is 
“Caution.” 


The First Six Months 


Dividend payments for the first six 
months of 1948 were higher than 
last year, but retained earnings of 
most of the reporting corporations 
were about equal to the same period 
in 1947. 

Profits for the six-month period in- 
dicate 1948 will exceed the record 
profits made in 1947, and business 
spending on plants and equipment 
generally was higher through June. 

Exports quickened again as gov- 
crnment sponsored legislation passed 
into law, and securities prices, par- 
ticularly industrials, suddenly came 
alive and forged ahead. 


No Planning, No Controls 


The government showed an_in- 
clination, early in 1948, to adopt plan- 
ning controls of one kind and another, 
but nothing tangible was introduced; 
no restraints on credit, no limitations 
on prices, no rationing of scarce ma- 
terials. With Congress in recess, the 
prospects for continuing “good times” 
in business and industry seem brighter. 

So bright is the business picture, 
several economists of high reputation 
predict that 1949, too, will see the 
economy still operating at a satisfy- 
ingly high level of production and 
income. One or two anticipate a 
downward revision of the index, but 
at a level not much less lower than 
the present high average—an adjust- 
ment, not a recession. 
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... make their city sales counter work overtime 


WHEN NEIL KRAMER (right), 
salesman for the Bard Steel & Mill 
Supplies Co. of Kalamazoo, Mich, fin- 
ishes writing up that order on the 
firm’s new register, he'll simply give 
the pad a short swing that will turn 
it into position for the customer’s 
signature. 

All three of the company registers 
have been mounted on tapered bear- 
ings for ease in revolving them into any 
position desired. One of the revolving 
registers has been further improved by 
mounting it on a five foot track which 
leads from the counter through a small 
wall opening and on into the cashier’s 
office. 

But management didn’t stop there. 
All along the counters heavy glass in- 
serts cover illuminated displays of 
tools and small supply items, trans- 
forming a plain, ordinary-looking 
wasted counter top area into an un- 
usual, eye-and-interest catching ex- 
hibit. The products “on show” are 
changed from time to time, naturally, 
to take advantage of seasonal buying. 


... speed 2nd-floor storage 


A TRAP DOOR with its own special “magic” hides a 
second-story hoist that eases floor-to-floor materials han- 
dling at the Essmueller Co., warehouse, St. Louis, Mo. 


Putting the skids under work devices has been gone one better in the revolving 
registers at Bard Steel & Mill Supplies. 


... break in new salesmen 


NEW MEN scheduled to take over sales and service “on 
the outside” often fear (and often get) a cold reception 
from the accounts assigned to them. That’s only natural, 
considering the fact they come on the scene “without 
warning,” you might say. 

But one distributor, The Steinman Hardware Co. of 
Lancaster, Pa., doesn’t believe it’s “natural,” or rather, 
though he admits the problem he thinks something can 
be done to aid the salesman. His solution is an introduc- 
tory letter to all the salesmen’s customers—sent out 
before the new man even sets foot in his territory. 

The letter is informal throughout. It introduces the 
new man by name—with a small engraved snapshot of 
him alongside—and follows with a brief paragraph, per- 
haps six lines long, on the salesman’s background, with 
the accent on family and human interest. 

Another paragraph, eight or ten lines long, details the 

new outside salesman’s association with the firm, includ- 
ing the positions he has held, his technical ability and 
other qualifications that fit him for the new position. The 
letter closes with a line or two expressing the hope that 
the new man will be accorded the same courtesies and 
kindness extended to other Steinman Co. salesmen in the 
dast. 
The letter appears over the signature of A. Z. Moore, 
president of the firm, and has proved highly successful 
as an “ice-breaker” for the company’s new outside men 
Usually on their initial round the “letter of introduction” 
is in evidence on someone’s desk. 
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“OVERHEAD” 


The new WRIGHT Speedway electric hoist 
is built with 1948’s high speed production 
in mind. It is not ‘‘just another” electric 
hoist. It has plenty of easily demonstrated 
features that have “‘sell’’ appeal. 

Check the extras in the new WRIGHT 
Speedway. Compare the Speedway with 
any other electric hoist. Only here will 
you find all these selling advantages: 
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ee eee Cable drum grooved to prevent 
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ural overwinding 
hout ee « Swaged fittings on preformed wire 
rope guaranteed to hold beyond 

». of 100 per cent breaking strength of 
ther, the rope 

can eee Motors interchangeable as te 
duc- capacity or speed—or both 

out eee Push-button control with mes- 

senger chain to take load off cable 

= when used as tow line 
4 sy e « e Heat treated and hardened gears 
with ...and many others. From 4 to 1 ton ca- 

oe pacities. If you don’t have our folder 
Jud. DH-1250, write us at York, Pa. 
end WRIGHT also offers a complete line of | 
The overhead traveling cranes and chain hoists. 
that 
- York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 
the 
ore, a. WRIGHT HOIST DIVISION 
sful = 

: a. 9 AMERICAN CHAIN & CABLE 


In Business for Your Safety Mes 
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George L. Smith 


Republic Rubber 
Celebrates 25 Years 


Employees and friends of the Re- 
public Rubber division recently gath- 
ered in Youngstown, Ohio, in a dou- 
ble celebration which honored the 
25th Anniversary of the firm’s affilia- 
tion with Lee Rubber & Tire Corp., 
and included a special tribute to the 
145 employees who have 25 years or 
more of continuous service. 

A second celebration, to be held 
next month (September) in Youngs- 
town, will mark the introduction, 25 
years ago, of Republic’s well-known 
“Five Point Policy” for distributors 
of its products and equipment. 

Among the “veteran” employees 
honored at the firm’s celebration on 
June 1] in Stambaugh Auditorium, 
Youngstown, were A. A. Garthwaite, 
president of Lee Rubber & Tire Corp.; 
O. S. “Dolly” Dollison, vice-president 
and general manager of Republic Rub- 
ber division; R. M. Gattshall, Atlanta, 
southern district manager, master-of- 
ceremonies at the event and chairman 
of the committee who arranged the 
evening’s festivities; and George 
Smith, sales manager for Republic. 

Unofficially, the affair was a tribute 
to Mr. Dollison and his employee-re- 
lations and community-telations poli- 
cies. It was he who developed the 
“family” conception of employee-rela- 
tions at the company—an idea that 
has demonstrated its effectiveness in 
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R. M. Gattshall 


Se | 


O. S. Dollison 


the average period of employment for 
Republic workers—17 years. 

Republic was established in Febru- 
ary, 1901 as a mechanical rubber 
plant. The name, at first, was the 
Mahoning Mfg. Co. On November 
27 of the same year, the name was 
changed to Republic. The plant now 
manufactures all heavy industrial rub- 
ber goods. 


Moves To New Quarters 


Federated Metals, division of Amer- 
ican Smelting & Refining Co., has 
moved its New England office to new 
and improved quarters in the Statler 
Office Building, 20 Providence Street, 
Boston 16, Mass. 
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Pyrene Mfg. Co. 
Sells Chain Division 


Interests connected with Interna 
tional Chain & Mfg. Co., York, Pa., 
announce the purchase of the plant 
and equipment of the Chain Division 
of the Pyrene Mfg. Co., Newark, 
N. J. The new company will b 
known as the Newark Chain Co. 

All production will be marketed by 
International Chain and will be sold 
under the Campbell Brand. 

The officers of the newly organized 
company include: George J. Camp- 
bell, Jr., president; Thomas F. Gray, 
vice-president and general manager; 
‘Melvin H. Campbell, secretary and 
Howard D. Campbell, treasurer. 


Reed Co. of Worcester Buys 
Cleveland Die & Mfg. Co. 


The Reed Rolled Thread Die Co. 
of Worcester, Mass. has purchased 
the ownership of The Cleveland Dic 
& Mfg. Co. of Cleveland, Ohio. The 
Cleveland company was organized in 
1907 by Henry Bockelman and is the 
oldest commercial manufacturer of 
thread rolling dies. 

Mr. Bockelman will continue as 
manager of the Cleveland plant un- 
til it is moved to Worcester. He will 
then act as consultant for the Reed 
Rolled Thread Die Co., with head- 
quarters in Worcester. 


Taylor Chain Celebrates 
75th Anniversary 


The S. G. Taylor Chain Co. cur- 
rently is celebrating its 75th year under 
one management. The Hammond, 
Ind. firm was one of the first to de- 
velop alloy steel chain for industrial 
use. 

S. G. Taylor first began manufac- 
turing chain in Chicago. In 1911 the 
site of the plant was moved to its 
present location. 

S. G. Taylor, Jr., joined the organi- 
‘zation in 1888 and succeeded the 
founder in 1901. He still is active in 
the affairs of the company. His son, 
E. W. Taylor now heads the firm as 
president and general manager. 








USE PORTABLE GRINDERS FOR: 


@ Preparing surfaces for welding 
and smoothing welds. 


@ Snagging and grinding castings. 
@ Cutting off old rivets, studs, bolts. 


@ Removing rust, scale, old paint 


from tanks and structural metal. 


@ Grinding, cleaning and buffing 


USE BENCH GRINDERS FOR: 

@ Sharpening cold chisels, wood 
chisels, twist drills and many 
other tools. 

@ Handling many types of grinding 
and metal removal. 

@ Removing rust; cleaning dirty, 
gummy parts; preparing surfaces 
for painting. 
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and @ Welded steel wheel guard for @ Strong steel wheel guards for 
extra safety. extra safety. 
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BENCH GFINDERS 


6” Standard 8” Heavy-Duty 
$38.00 $98.00 
cul- 4” Portable Grinder..$ 66.00 5” Model...$ 80.00 6” Model...$100.00 6" Heavy-Duty 10” Model 
inder $58.00 $138.00 
10nd, 
0 de- 
strial Sell Black & Decker Portable Grinders if your cus- 
tomers want to bring the tool to the work! Sell LEADING oisranutors |) Desir sso EVERYWHERE SELL 
ufac- Black & Decker Bench Grinders if your customers 
| the want to bring the work to the tool! Either way, “p 
o its these husky, well-built Black & Decker Tools give Cz. 
you plenty of selling features! And we’re advertising 
gani- these Tools in leading industrial magazines this 
the month . . . so now’s a good time to go after those 
ve in orders. Here’s another instance of the way this big, PORTABLE ELECTRIC T Oo Oo LS 
son, complete electric tool line, built to high-quality 
m as standards and heavily advertised, makes B&D a 
DRILLS . SANDERS . SCREW DRIVERS 


mighty pro‘table line to sell! The Black & Decker 


Vitg. Co., €17 Pennsylvania Ave., Towson 4, Md. SHEARS 


SAWS + HAMMERS - 
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@ Just. imagine what happens when 
you pop the HANDIWINCH story to a 
buyer. Here, you say, is a machine that 
makes any man a “one-man gang”’. 
Gives him power to lift or pull 10,000 
Ibs. A winch so light one man carries 
it, sets it up anywhere—and proceeds 


to set poles, pull stumps, skid heavy | 


machinery, load heavy pipe—all by 
himself. Ingenious tail yoke attach- 
ment provides quick, easy fastening 
to any pole, tree or other anchorage, 
when needed. It’s the hottest piece of 
small equipment in industry. Adver- 
tised in 29 leading trade papers. Tell 
the HANDIWINCH story, and you'll 
make friends everywhere! 


i 


the sale’s a cinch with 


HANDIWINCH* 


* 


TALK THESE 
6 FEATURES 


American Hoist 


and DERRICK COMPANY 


Plant No. 2: So. Kearny, N.J. « Sales Offices: NEW YORK « PITTSBURGH ¢ CHICAGO « NEW ORLEANS ¢ SAN FRANCISCO 


AMERICAN BLOCKS AND SHEAVES 


All types, all sizes, from 1% to 250 tons. Blocks 
feature armored construction: thick side plates, 
heavy pins and axles, forged steel hooks and 
shackles. Make sure your buyers specify AMERICAN. 


St. Paul 1, Minnesota 


GENUINE CROSBY CLIPS 


all wire rope— Ye to 3 inches. 
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@ All steel construction 
—weight 95 Ibs. 


@ Capacity 10,000 
Ibs. in “low” gear and 
1900 Ibs. in “high” gear. 


@ Cut steel gears 
throughout. 


@ Rope capacity 175 
ft. ( 3") to 475 ft. (%”). 


®@ Self-lubricating 
bronze bearings. 


@Hand brake, free 
spooling .. . all finest 
Operating features. 


World's largest-selling drop-forged wire rope 
fasteners. National advertising, high profit, prompt 
shipment make sales sweet and easy. Sizes for 
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Dealers! Make Big Profits Selling Allis-Chalmers 


PUMPS 


Complete Line from 10 to 15,000 gpm! 
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Why Be Satisfied With An Incomplete Line? 


Ov FRANCHISE with enough coverage to —_ pumps, and self-priming pumps. Each is de- 
sell a major share of your customers re- _ signed in the most demanded ratings. 
quirements . . . that's the smart way to do Behind this wide line of A-C franchise 
business! The Allis-Chalmers franchise line pumps is an aggressive advertising campaign 
of pumps is one of the most complete on the _ in leading general and trade magazines reach- 


market today, It includes single-stage single- ing 3,473,384 readers each month— plus 
suction, single-stage double-suction, double- many sales and technical bulletins, 


suction, and multi-stage pumps. For complete details, wire or write: Dealer 


Added to the three fast selling types above —_ Sales Dept., ALLIs-CHALMERS, MILWAUKEE 


are general purpose water pumps, fire pumps, 1, Wis, Pedrifugal and Electrifugal are Allis- 
chemical pumps, horizontal or vertical mounted Chalmers trademarks. A 2474 


ALLIS- CHALMERS 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 
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OUTSIDE SALESMAN B. J. Allen 
“bones up” on a supply item in a cor- 
ner of the new firm of Southern Ore- 
gon Bearing Sales Co. in Medford. 


New Distributor 
Opens in Medford, Oregon 


A newcomer among the industrial 
distributors of Southern Oregon is the 
Southern Oregon Bearing Sales Co. of 
Medford. The new firm, a partnership 
of James C. Brodie and Lee Lincoln, 
was established in January of this year. 
Mr. Brodie acts as general manager, 
while Mr. Lincoln is the buyer. Em- 
ployed by the company, also, are two 
outside salesmen and two men inside 
on the counter. 

While presently the firm specializes 
in bearings, grease shields and tools, 
the new organization has begun to 
expand its activities into other indus- 
trial lines. The chief trade in the area 
is. among the saw mills and loggers. 


J. W. Minder Chain & Gear 
Settles in New Quarters 


The Portland, Ore., branch of the 
J. W. Minder Chain & Gear Co. is 
just getting settled in its new quarters 
at 307 E. E. Hawthorne Blvd. 

The building is a three-story struc- 
ture containing 30,000 sq. ft. and was 
purchased from the Howard Cooper 
Co. 

Adjoining the plant is a quarter 
block of parking space. Available, also, 
is a siding dock for two full cars, load- 
ing well, and truck passage through the 
building. In addition, a five-ton cleva- 
tor will take a good-sized truck up to 
the second and third floor for loading 
and unloading. All heavy stock items 
are put on flats and handled by elec- 
tric overhead cranes and an electric lift 
truck of 4,000 Ib. capacity. 

The branch is under the manage- 
ment of S. V. Wagner, assisted by 
Warren P. Bassett in charge of stock 
control and purchases. The sales staff 
has been increased to include nine men 
outside and five inside. Three are new 
on the staff: Jack Moriarity, factory- 
trained specialist for motors and con- 
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Industrial Rubber 
Moves To New Quarters 


The Industrial Rubber & Supply 
Co., Tacoma, Wash., has moved to 
new quarters at 303 So. 21st Street, 
where the firm will have available 
three times its former space. 

Ralph Smalling, owner of the firm, 
announces the appointment of a new 
salesman, Mack Stanhope. Formerly, 
Mr. Stanhope was with Boeing Air- 
craft, in the expediting department, 
setting up new systems. 


Allison Asks Review 
Of Co-Op Exempt Law 


The special privileges granted to 
hardware co-operatives by the govern- 
ment have worked to the detriment 
of private hardware dealers and should 
be abolished, according to Henry J. 
Allison, president of the Allison-Er- 
win Co., Charlotte, N. C. Mr. Alli- 
son delivered his remarks as principal 
speaker of the opening session of the 
43rd Annual Convention of the 
Hardware Association of the Caro- 
linas. 

Mr. Allison said that by extending 
income tax exemptions to co-opera- 
tives, the government has placed pri- 
vate hardware firms at a disadvantage. 
“The local hardware merchant needs 
fair play, which he is not getting from 
the Federal government,” Mr. Allison 
declared. He called upon Congress 
to abolish the exemption. 





trols; Minor VeVea, precision bearing 
specialist, and Edward Setzler, Med- 
ford resident salesman. 

This year, by the way, marks the 
25th Anniversary of the founding of 
the company by J. W. Minder, in Los 
Angeles. 


NEW TO PORTLAND and modem in design, the J. W. Minder Chain & Gear 
plant boasts one of the most complete lines of roller chain sprockets in the Pacific 
Northwest. 
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Fred Hunt 


Fred J. Hunt Leaves 
Berkshire Mill Supply Co. 


Fred J. Hunt, who joined the Berk- 
shire Mill Supply Co. of Pittsfield, 
Mass. in 1904, a few years after the 
firm’s incorporation, has retired from 
the company. 

Mr. Hunt had a long and friendly 
acquaintance with the trade. 


Manhattan Rubber Makes 
Appointments In West 


A. L. Hawk has been named assist- 
ant to the Western District manager 
in Chicago, and R. B. Hazard has 
been appointed manager of Distribu- 
tor Sales, Western District, Raybes- 
tos-Manhattan, Inc., Manhattan Rub- 
ber Division, Passaic, N. J. Both 
men have been associated with the 
firm for many years. 

Mr. Hawk has been manager of 
Distributor Sales, Western District, 
while Mr. Hazard has represented the 
Asbestos Textile & Packing Division 
in the Minneapolis territory. 


Be 








10. 


e Berk- 
ttsfield, 
ter the 
d from 


friendly 


1 assist- 
lanager 
td has 
istribu- 
Raybes- 
n Rub- 

Both 
th the 


ger of 
istrict, 
ted the 
ivision 


Q 


"] 
faba 


eS 


‘ 


Taken for a one-way ride 


Tough, sturdy Hewitt Water Suction Hose removes 
waste water quickly, surely 


The hose pictured above is taking 
an “‘undesirable”’ for a one-way ride. 


It’s being used to pump out seepage 
water. This type of job calls for a 
dependable, heavy-duty water suc- 
tion hose. And flexible, rugged Mon- 
arch Water Suction Hose is just 
that kind! 


Your customers will say so, too! 
That’s because it’s built by Hewitt 
Rubber to “take it’”’ . . . even under 
constant exposure to wear and ab- 
rasion. Your customers can count 
on it to handle high vacuums with- 
out ply separation. They can be sure 
water will flow through it quickly, 
with practically no frictional resist- 
ance. And they can rely on the 
tough cover to resist abrasion. 


For your customers’ difficult drain- 
age operations, recommend Hewitt 


HEWITT RUBBER DIVISION 


Monarch Water Suction Hose. 
They’ll find it’s the right hose for 
better, more economical service. For 
further information about your 
profit opportunities with this and 
other Hewitt Hose, write Hewitt 
Rubber Division, 240 Kensington 
Avenue, Buffalo 5, New York. 


HEWITT 


Water Suction 
Hose 
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4 REASONS WHY 
HEWITT WATER SUCTION HOSE 
IS THE BEST 


1 


Spring-steel wire reinforcement 
in carcass assures protection 
against collapse under heavy 
suction. 

2) 


Thick inner tube especially 
compounded to resist the scour- 
ing action of muddy waters. 


3 


Smooth internal fluidway pro- 
vides swift water-flow. 


4 


Tough, abrasion-resistant cover 
specially constructed to with- 
stand constant exposure to 
weather. 


HEWITT-ROBINS INCORPORATED 





FOR HIS PIONEER WORK in ball and roller bearings, William L. Batt (left) 
president of SKF Industries, Inc., receives the “Pioneers of Industry” Award given 
by students of Philadelphia’s Murrell Dobbins Vocational-Technical School. 


GENERAL SALES MANAGER of 
Ideal Industries, Inc., Sycamore, IIl., is 
Gordon B. Koch, former merchandis- 


si dinate cae PLANS TO INCREASE DISTRIBUTION are talked over by President William 
L. Wahl of Farquhar Machinery Co., Jacksonville, Fla., and his two young sons, 


Jack and Bill. Jack is p.a. of the firm; Bill an expediter on back orders. 


ts ae 
4% 


pe A BIT OF HORSEPLAY concludes the recent distributor sales meeting conducted 

THE BOARD OF DIRECTORS of by C. A. Pfisterer, Chicago branch manager, Manheim Mfg. & Belting Co., with 
the Main Street Association, Buffalo, Transmission Supply Co., Peoria, Ill. Back row: Vern Hackman, Tom Butler, Ed 
Ostrander and Bill Jester. Front: Claude White, Jay Anderson, Don Reutzel, Wes 


has elected John C. McKendry, presi- 
dent of Peerless Mill Supply Co. Donley and Mr. Pfisterer. 
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(left) 
given 


BECAUSE CUSTOMERS GET—A simple, 


easy-to-operate hoist that lifts faster, does 





more work per day, speeds the handling of 


material, cuts his cost. 


BECAUSE YOU GET—The following out- 


standing sales advantages: it is the only 


hoist equipped with a positive load brake 


=) 3 4 “a and exclusive, air-cooling design. Rugged 
power. Comes in capacities from 14 to 

liam “ | 

sons <2 tons. 


And to give yourself extra hoist divi- 

dends, sell the Yale Spur-Geared Hand 

Chain Hoist, Midget King and Load King 

Electric Hoists and the portable Pul-Lift. 

Keep yourself informed about the “hoists 

ak aoe that are in demand.” Address: The Yale & 

ta lg Towne Mfg. Co., 4530 Tacony Street, 
Philadelphia 24, Pennsylvania. 


MATERIAL HANDLING MACHINERY 
CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT... PROMOTES SAFETY 
EWP RRS UOT ack aR Fy ee ee ¢ PRISE OND RI a BY et as ooh oo 
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INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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To se, Belt Dressings, you NeEp THE ANSWERS 





Are your belt dressing sales subject to slippage? Don’t 
be a stick about them. Keep your selling assets liquid 
with these 20 questions, then turn to Page 164 for 
the answers. 








.Match the following types of 
dressings: 

(a) commercial castor oil 

(b) vegetable or linseed oils 

(c) vegetable castor oil 

(d) impregnating compounds, 

periodically renewed 

with the power belting below on 
which cach generally is recom- 
mended: 

CJ balata 

(J camel's hair 

(J oak-tanned waterproof leather 

LJ rubber belting 


. The primary object of using a belt 
dressing is: 
L]to keep the belt clean 
(J to increase the belt’s slippage 
around the pulley 
J to improve the appearance of 
the belt 
Lito deliver more horsepower 
and increase belt life 


. Belt preservatives will give good 
results whether applied warm or 
cold. ( True. & False. (— Either. 


. Stick dressings: 
(Jare glues used to make the 
pulley stick to the belt 
Clare dressings in stick form, 
an aid against slippage 
(Jare liquids applied with a 
long wooden stick 


. They are used: 
(Jon the top surface of belting 
Clon the pulleys themselves 
Clon the under (pulley) sur- 
face of belting 


. Liquid belt dressings are primarily 

belt lubricants; stick belt dress- 
ings are primarily emergency aids 
used to increase gripping power. 
() True. O False. 


7. Belt dressings generally will in- 
clude various materials, like which 
of the following: 

[1 beef tallow 

C) graphite 

O stearine 


LJ] vegetable oils 

LI] goose fat 

QO fish oil 

CJ alkalis 
Ljacidulated greases 


}. In emergency, belts may be dressed 


15. 


. Belt 


with rosins, mineral oils or waxcs, 
depending on whichever is at 


hand. (1) True. O False. 


. For best results, belt dressings 


should be applied: 
(Jwhile the belt is running 
under peak load 
CIwhile the belt is standing 
still 
(Jwhile the belt is running 
fast, though not at peak load 


.Standard rubber belts generally 


should not be dressed. They don’t 
need lubricating, as do leather, can- 
vas, rope or hair belting. C) True. 
C False. 


. A good “time schedule” for apply- 


ing leather belt dressings would 
be: 
[Jonce each month 
C[lonce in the first six months, 
then once every three months 
thereafter 
CD according to conditions 


. Frequently, dressings have been 


utilized to help belts carry over- 
loads. (0 True. —& False. 


dressings in form 
should be applied: 
Cjliberally, poured on and 
spread _ heavily 
CJ moderately, so that no belt 
slippage will result 
_|sparingly, with only enough 
to remove surface shine. 


liquid 


. The best dressings are those which 


are made up of the same greases 
and oils used in the manufac- 
turer’s currying of the belting 
leather. O True. O False. 


All new leather belts must first be 


dressed with oil before they are 
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put into usc. O True. C False. 


. Following are five steps in thc 


dressing of leather belts, but they 
are listed ‘out of order.” Correct 
them, using numbers in the boxes: 
Callow belt to dry thoroughly 
(scrub belt (outdoors) with 
carbon tetrachloride and un- 
leaded gasoline 
Clafter the cleaning, redress 
with recommended dressing 
(jclean, or if necessary, scrape 
away oil or grit from the belt 
surface 
C)work your stiff brush in the 
direction of the lap joints to 
lay them, not lift them. 


7. Leather belting that is well dressed 


will be indicated by the sticky 
surface created. O True DO False. 


8. Several of the following conditions 


indicate that dressing on a rubber 
belt is long overdue. Which would 
vou say? 
— | “bloom” 
ja soft surface on the belting 
separation of the ply 
light tackiness between belt 
and pulleys 
(|belt sticking unduly to pul 
ley surface. 
(jaccumulation of lumps on 
pulley surface 


. Mineral-retanned leather may be 


dressed with a compound similar 
to that used on oak-tanned leather. 
[|True. [] False. 


Leather belt dressings generally 
are applied: 
{]to the outer surface or ply 
{_]to the inner surface 
(| |to the face of the pulley 
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Where Antiquated Lubrication Methods 
Are Used ... Sales Are Waiting for You! 


Out-of-date lubrication methods cost 
man hours... increase maintenance 
costs . . . which means lower produc- 
tive capacity per dollar per machine. 
That spells a profitable sales oppor- 
tunity for you. For complete details 
on any Alemite Equipment, write 
Alemite, 1886 Diversey Parkway, 


New Alemite Electric Powergun Packed With 
Time-Saving, Money-Saving Features 


In every industry, both large and small 
plants need the cost-cutting benefits of this 
Alemite Electric Powergun. Actual time 
studies show that this Alemite Method of 
power lubrication is 64% faster from barrel- 
to-bearing than the best hand grease gun 
methods. And those are the facts that your 
prospects and customers want to know! 


This Alemite Electric Powergun delivers 
fast, positive lubrication, even to hard-to- 
reach bearings at pressures up to 5000 lbs. 
Comes completely equipped with electric 
cord, high pressure hose and control valve 
with hydraulic coupler. 4% H.P. 60 cycle. 
A. C. Motor. 


grease and eliminates mess . . . keeps dirt 
and moisture out of lubricants. 


It’s just one of many ways that Alemite 
Methods help industry cut production costs 
through simplified lubrication procedures. 
Talk up these time-saving, money-saving 
facts and you’re talking a language your 
customers want to hear! 


ALEMITE 


Another Product of 
STEWART MODERN LUBRICATION METHODS 


WARNER| THAT CUT PRODUCTION COSTS 


nad 














Chicago 14, Illinois. ¢ In addition, this Alemite Method saves 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Carbide Milling Cutters 


For Side, Straddle 
Or Slot Milling 


A new idea in locking blades in an 
inserted blade type body is said by the 
manufacturer to make possible the use 
of carbide on all types of applications. 
Each body may be used for a side, 
half side, plain or staggered tooth mill- 
ing cutter merely by inserting differ- 
ent types of blades. A blade angular 
on the bottom slot receives a tapered 
wedge to drive the dovetail shape up 
into the dovetail body slot. The user 
may replace one broken blade without 
scrapping the body or going through a 
costly rebrazing operation to replace 
the tip. The body is carried in stock in 
diameters from 3 to 8-in. and in widths 
of 4 to 3-in—Wesson Co., Ferndale 
20, Mich.—Industrial Distribution, 
August 1948. 


suited to many screw driving and nut 
setting jobs where it is more practical 
to bring the assembly to the tool. 
The fixture is adjustable to any posi- 
tion. Assemblies can be handled easier 
and quicker, the manufacturer claims, 
with the tool mounted in the new 
bench fixture. It will accommodate 
tools from the small size drills, grind- 
ers, screw drivers, ctc., to the large 
3-in. drill. It is suited, also, for all 
electric tools. The clamp for holding 
tools is designed to accommodate 
various diameters and all adjustments 
can be made with standard wrenches. 
—Aro Equipment Corp., Bryan, Ohio. 
—TIndustrial Distribution, August 
1948. 




















Tool Mounting Fixture 


For Portable Tools 
Adjustable To Any Position 


A new tool mounting fixture, Model 
7101, for all types of portable tools, is 
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One-Man Chain Saw 


Operates in Any Cutting Position 
With 18-in. Capacity 


Special features of a new powerful, 


light-weight one-man chain saw which 
operates with equal efficiency in any 
cutting position, include its usefulness 
for light felling and bucking; its 18-in. 
cutting capacity; and its two-cycle aur- 
cooled gasoline engine, which deli, crs 
34 hp at 4,000 rpm. Full precision 
bearing construction is said to insure 
trouble-free operation at any speed. A 
specially designed fuel system permits 
operation at top efficiency even when 
the saw is used upside down for in- 
verted bucking. A fuel meter assures 
positive flow of fuel, properly mixed, 
to the cylinder, and functions as a 
governor to control engine speed. Con- 
trol of the chain saw is concentrated 
in a pistol grip handle, with the throt- 
tle at the operator’s finger tip and 
the fuel mixture control lever nearby. 
—Disston & Sons, Inc., Philadelphia, 
Pa.—Industrial Distribution, August 


1948. 
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Rigid Hacksaw Frame 


Has Strong Construction 
And Offers High Tension 


‘The extremely strong construction ob- 
tained by a one-picce steel tube back 
fitted into the precision-machined cast 
aluminum handle permits tightening 
the blade to high tension in a new 
rigid hacksaw trame. ‘The tension 
maintains truc alignment without 
twisting the blade, a cause of excessive 
blade wear and breakage, as well as of 
poor workmanship. Alignment is fur- 
ther assured by machined blade hold- 
ers, whose squares are received by ac- 
curately milled slots. There is neither 
side nor vertical deflection. The han 
dle gives a comfortable, firm grip, and 
is designed so the thrust is directed 
behind, not above the blade. ‘The 
frame is adjustable for 10 and 12-in. 
blades, and the total weight is one 
pound, six ounces.—Machine Rebuild 
ing Co., Detroit 7, Mich.—Industrial 
Distribution, August 1948. 





Helical Rotor Pump 


Of Positive Displacement 
It’s Extremely Simple 


‘Two helical rotors, one a driving rotor, 
the other an idler rotor, force the 
liquid ahead in an axial flow in volume 
and at pressure in a new line of posi- 
tive displacement, extremely simple, 
helical rotor pumps. The shaft of the 
driving rotor is mechanically sealed 
against leakage by an anti-friction shaft 














“The Best Training MEETING we've ever 
seen for New Salesmen” 


Says J. E. ELLIS 
Ellis & Lowe Co. 
Tampa, Florida 
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«aa @ “All but one of our sales force are returned veterans”, says 

> han- Why it Pays to bea Mr. Ellis. ‘‘It’s tough to get a force like that started in a hurry 

>, and Dayton V-Belt Distributor in the industrial supply field. That’s why the Dayton Informa- 

rected ; tion Program was such a help. The new men got the story fast 

The e Dayton is the complete d they’ l Nine Davtcu V-Belt as 

12-in, V-Belt line. ...and they’re really selling Dayton elts now. 

npr @ Bayten V-Bek. queliey ts Prepared to help your men doa better selling job, the Dayton 

build unsurpassed. Information Program has been enthusiastically received by the 

ustrial @ Dayton V-Belts are packaged salesmen of more than 150 aggressive mill supply houses. 
for low-cost handling. It is fast moving, complete, interest holding. It includes 
@ The Dayton catalogs are the movies, chart talks and slides. Then it seats the training with 

=< most complete in the field. a smart audience participation quiz. It equips your salesmen 
@ There are factory trained with product information and sales suggestions that will stim- 
Dayton engineers in every ulate their efforts long after the meeting has been held. 
enaeanai oneal se Whether you have a sales force of five or 50 people... outside 
aren sahara or counter personnel, this program will help them do a better 
St you particular needs. job for you. To insure an early showing, write or call your 
@ Strategically-located ware- Dayton District Office now. 
houses back you up. This Dayton Information Program is further evidence of 

ement Dayton’s close Distributor co-operation in the field. If you are 

imple not already a Dayton Distributor, write today to your nearest 

ag Dayton Office. The Dayton Rubber Company, Dayton 1, Obio. 
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n shaft THE MARK OFITECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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WINTER SERVICE 
HELPS YOU 
SERVE OTHERS 








The better service you give your customers, 































the more profitable they are to you. Winter 





Engineers can help you give better service 
by recommending the right tap or die for 
your customer’s needs. And ‘the tool he 
recommends is quickly available from com- 
plete stocks carried at branch warehouses 
in Detroit, Chicago, and San Francisco, and 


at the Winter factory in Rochester, Michigan. 


TAPS 
Hand Taps 





Machine Screw Taps 
Three Fluted Hand Taps 
Serial Hand Taps 

Chip Driver Taps 

Nut Taps 

Taper Pipe Taps 
Straight Pipe Taps 
Pulley Taps 

Stove Bolt Taps 

Bent Shank Tapper Taps 
Straight Shank Tapper Taps 


Adjustable Round Split Dies Winter Brothers advertising in leading business 
Hexagon Rethreading Dies publications points out that Winter distributors 

, ; carry @ complete stock of Winter taps. Winter 
Solid Square Bolt Dies Brothers acre proud of their distributors and their 
Solid Square Pipe Dies excellent record of customer service. 


inter Brothers company 


ROCHESTER, MICHIGAN, U.S.A. Distributors in Principal Citiese A Division of 


the National Twist Drill and Tool Company ¢ Branch Stores: Detroit, Chicago, San Francisco 


“ALWAYS AT YOUR SERVICE” 
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The type of tool your customer 
wants is sure to be found in the 
National line, for National manufac- 
tures a complete line of standard 
rotary metal cutting tools. You are 
also able to meet your customers’ 
quantity needs promptly because 
National tools are stocked conven- 
iently near you—at New York, 
Chicago, Cleveland, San Francisco, 
and Detroit and at the factory at 
Rochester, Michigan. An extensive 
National advertising campaign in 
leading metal working magazines 
has created a ready acceptance 
for National Tools. 





End Mills —Shank Types 
Woodruff Key Seat Cutters 


HIGH SPEED ava CARBON STEEL HIGH SPEED STEEL ONLY 


Twist Drills 
Taper Shank e = Straight Shank 
Jobbers ¢ Wire 

Combined Drill and Countersink 

Jobbers Reamers 

Fluted Chucking Reamers 

Rose Chucking Reamers 

Shell Reamers 

Taper Pin Reamers 


Center Reamers 


Solid Counterbores 

Spline Taper Drive Counterbores 
Plain Milling Cutters 

Helical Milling Cutters 

Side Milling Cutters 

Staggered Tooth Side Milling Cutters 
Half Side Milling Cutters 

Metal Slitting Saws 

Screw Slotting Cutters 

Angular Cutters 

Shell End Mills 


Involute Gear Cutters 
Sprocket Wheel Cutters 
Concave, Convex Cutters 
Corner Rounding Cutters 
Stocking Cutters 

Spur and Helical Gear Hobs 
Worm Gear Hobs 

Spline Shaft Hobs 

Roller Chain Sprocket Hobs 
HELEX End Mills and Holders 


[ATIONAL rwrsr pri ann Toot company 


ROCHESTER, MICHIGAN, U.S.A. Tap and Die Division—Winter Bros. Co. 


Distributors in Principal Cities » Factory Branches: New York + Chicago + Detroit - Cleveland «+ San Francisco 
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seal. Built in two sizes, these pumps 
are designed primarily for handling 
various grades of oils at either 50 or 75 
gpm, at pressures up to 125 psi. in a 
smooth, pulseless flow.—The Syntron 
Co., Homer City, Pa.—Industrial Dis- 
tribution, August 1948. 





Angle Vises 


In Two Sizes And Available 
With Or Without Swivel Base 


'l'wo sizes of angle vises, for use on 
the bench or on the machine, are avail- 
able with or without swivel base. The 
vises are carefully ground on both 
sides, front end and bottom for usc 
on a drill press, milling machine, 
ctc. The method of angle adjustment 
in the vises permit their use of full 
capacity of the jaw opening. Jaws have 
hardened steel face plates for long 
wear. A simple movement of a lever 
locks the swivel base in any position 


and the vise can be detached quickly, 
without disturbing the work, by loos- 
ening just one easily accessible set 
screw. A 90-deg. scale is stamped on 
the vise for setting at the proper work 
angle, and each vise is equipped with a 
ground ““V” block for holding round 
stock firmly.—North Bros. Mfg. Co., 
Philadelphia, Pa.—Industrial Distribu- 
tion, August 1948. 


ei) 


Dowel Pins 


They’re Rust-Resistant 
And Easily Driven 








The black lustre, rust resistant finish 
of a new dowel pin set acts as a lubri- 
cant, retards corrosion and prevents 
rusting. ‘Their lubricity allows them 
to be driven more easily and decreases 
scoring of pins and mating parts. The 
pins are of special analysis alloy steel, 
are hardened, carburized and double 
precision ground.—Holo-Krome Screw 
Corp., Hartford, Conn.—Industrial 
Distribution, August 1948. 


Visible Records 


Restyled Equipment 
For Business Control 
New design improvements in visible 
record equipment for business con- 
trol systems adds several unique operat- 


ing conveniences. The re-styled linc 
retains the familiar pockets with which 
visible bar chart signals may be used, 
but now offers shorter slides for easier 
access in posting entries to record 
cards; an ingenious new slide extension 
that makes insertion or removal an 
easy one-hand operation; and new prc 
scored pockets lie back flat the first 
time used without need for “breaking 
in”. The new “Imperial” line offer, 
housing for all four popular widths 
of visible records: 5, 6, 8 and 11 inch. 
Overall construction embodies light 
ness and strength, and the units ar 
available in two heights: full and half 
j Division, Remingtoi 
Rand, Inc., Buffalo, N. Y.—Industria! 
Distribution, August 1948. 











Air Hose 


Flexible As a Lamp Cord 
And Designed For Small Tools 


Because of its light weight and othe 
construction features, a new air hosc 
for small tools is claimed to be as flex- 
ible as a lamp cord, and, because of 
its red cover, is highly visible. Opera 
tors’ fatigue is reduced by use of the 
new light weight hose and air tool op- 





Product 


Manufacturer 


Page Product 


Manufacturer Page 





Carbide Milling Cutters Wesson Co. 
Tool Mounting Fixture. 
One-Man Chain Saw... 
Rigid Hacksaw Frame... 
Helical Rotor Pump... . 
Angle Vises 

Dowel Pins. . 

Visible Records. . 


Flexible Shaft Machine 
Drill Press Vise 


Aro Equip. Corp 

Disston & Sons, Inc 
Machine Rebuilding Co.... 

The Syntron Co 

North Bros. Mfg. Co.... 

.. Holo-Krome Screw Corp... . 
. Remington Rand, Inc...... 
B. F. Goodrich Co...... 

Elliott Mfg. Co. 

Hartmann Mfg. Co. 


. 120 
120 
120 
120 
120 
. 124 
124 
124 
.. 124 
. 126 
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All-Purpose Power 
Sweeper 

Masonry Drills 

Flaring Tool 


Industrial Wheel 
Socket Chisels 


Tool 
Drum Truck 


Truing Attachment.... 


Filters and Lubricators. CCA Products, Inc 
Rectangular Ejector 


Wilshire Power Sweeper Co. 140 
Carboloy Co., Inc 1 
Imperial Brass Mfg. Co..... 
Chas. E. Chapin Co 


Greenlee Tool Co........... 


Super Tool Co 
American Pulley Co........ 
Lunkenheimer Co.......... 


128 | Bronze Gate Valves..... 
Vise Pliers 

Sheet Feeding Table... . 
Snagging Grinder 

Drill Press Vise......... 
Threadless Bronze Fit- 


Pump Plier............ Bonney Forge & Tool Works 
Collapsible Taps _ Landis Machine Co. 130 
Drill Drifts. . . Cleveland Twist Drill Co.... 130 
Unit Thread Chasers... Owatonna Tool Co 132 
Dial Test Indicator Brown & Sharpe Mfg. Co... 132 
Asbestos Gauntlet Industrial Gloves Co.. . 134 
DeWalt, Inc . 134 
Pyrene Mfg. Co.. . 136 
U. S. Electrical Tool Co... 138 
Nicholson File Co. 


H. R. Bassford Co 
Lyon-Raymond Corp 
Standard Electrical Tool Co. 
Chicago Tool & Eng. Co.... 


Stanley G. Flagg & Co., Inc. 
Safety Jack Support.... Templeton, Kenly & Co.... 
Flexible Shaft Machines Stow Mfg. Co 1 
Steel Wood Shelving.... Lyon Metal Products 


Wheeled Foam Engine. 
Buffer & Polisher 
Machinist’s File........ 
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Mounting wage levels emphasize the importance of 
increased man-hour productivity in all fields of industry 

.. and the kind of savings achieved by Welding 
Shipyards, Inc., of Norfolk, Va., with the unique 
WeldOlet Fittings. 


You'll find WeldOlets* and ThreadOlets* used on all 
water and steam lines on the tankers and aircraft 
carriers built or reconverted by this thriving concern 
... even with hot water pressures up to 225 P.S.I. at 
220° and steam pressures up to 300 P.S.I. at 500°. 


The ease of installation of WeldOlets* and ThreadOlets* 
(no forming, fitting or beveling necessary) cut finished 
Cord job costs by as much as 50% over any other type of 
Tools connection. Furthermore, better flow conditions are 
attained, because the funnel-shaped inlet of the fitting 
improves hydraulic efficiency by minimizing turbulence 





| other 





j +m and friction. Weld metal and slag are easily cleaned 
we ” out of the pipe. 
Opera- WeldOlet Fittings can be welded to pipes wherever 
of the tlet i liminati tly pipe threadi a" 
vice 1 Suimug-mnaaumer den teeran athe dines Eliminates costly pipe threading, 
2 , , provides full strength at joint and 
easily installed. They save both time and money. full flow. 
Page WeldOlet Fittings offer an unusual opportunity to the 
Mill Supply House to build sales and profits. Write 
today for the WeldOlet folder. 
. 140 
: = BONNEY FORGE & TOOL WORKS 
' 142 Forged Fittings Division, 645 N. Meadow Street 
444 ALLENTOWN, PENNA. 
146 MANUFACTURERS OF FAMOUS BONNEY TOOLS 
— 146 
ro YOU GET 7 IMPORTANT ADVANTAGES 
150 WITH WELDOLETS*. . . 
152 '. Full pipe strength 
152 - Ease of installation (no forming, fitting, aligning, 
, 152 beveling) 
: *. Ease of inspection (icicles, weld metal and flash 
easily seen—easily removed) 


anpeeved Gow conditions *TRADE MARK REG. U.S. PAT. OFF. PAT. IN U.S. & FOREIGN COUNTRIES 
» Uniform appearance 


"Reduced weight and space FOR WELDED BRANCH PIPE OUTLETS 


: oe a : 
ee ee eS ee When you want Bonney Welding Outlets, ask for WeldOlets* 
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FOR AGGRESSIVE DISTRIBUTORS LIKE 
E. KEELER CO. OF WILLIAMSPORT, PA. 


"Top selling calls for more than top products” 

states R. D. McLain, Vice President of E. Keeler 

Company. "It calls for extra cooperation and 

service from a partner like The Herman Nelson 

| Corporation. Satisfied customers have shown me 

R. D. McLain, Vice President the value of Herman Nelson's engineering ser- 
Willemoot tee vice. Herman Nelson's effective merchandising 
plans help increase my profits. No wonder Her- 

man Nelson has a reputation for ‘products plus'!" 


Luality. Prducts 
aality — Successful Distribu- 


tors know that the Herman Nelson nameplate indicates a quality 
heating and ventilating product. All Herman Nelson products are 
rated in accordance with standard test codes. 


& 
C : Oe € d “ad. — It's evident in Herman Nelson's hard- 


hitting advertising to dealers — your customers. It's evident in 
outstanding sales literature and comprehensive engineering data. 
It's also evident in the result-getting sales promotion campaigns 
which Herman Nelson provides. 


Send 
CUKCE — One of the primary purposes of Herman Nelson's 


nationwide organization of Branch Offices and experienced Product 
Application Engineers is to see that you get prompt service—val- 
uable sales assistance — fersonal attention to help you increase 
your business. 


Herman Nelson Vertical 
Shaft Propeller-Fan Type 
Unit Heaters 


Part of Herman Nelson's 


QUALITY LINE 


of Heating and 
Ventilating Equipment 


Herman Nelson Horizontal 
Shaft Propeller-Fan Type 
Unit Heaters 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 
MOLINE, ILLINOIS 
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New Products 


(Continued from page 12+) 


| 





| erations are speeded up. The new hose 
|in the 4-in. size weighs 8.8 lbs. per 
| 100 ft. Oil proof, inside and out, the 
new hose will not swell to cut air pres- 
sure or volume, and will not flake off 
and cause the tool to jam or choke 
with rubber particles. Working pres- 
sures go as high as 250-lbs per square 
inch with complete safety, according 
to the manufacturer—The B. I’. 
| Goodrich Co., Akron, Ohio.—Indus- 
| trial Distribution, August 1948. 

















Flexible Shaft Machine 


Streamlined And Versatile 
It's Highly Efficient 


A new type countershaft mounting in 
a new flexible shaft machine is spaced 
well above the motor tilt axis to give 
adequate endwise yielding motion to 
the flexible shaft as the operator tilts 
the motor assembly. The device re- 
duces strain on the workman. With 
a standard three or four step cone- 
pulley on the motor shaft, the vertical 
adjustment operates through over 4 
inches to provide positive and accurate 
belt tensioning. By the substitution 
of an optional variable pitch pulley 
for the cone-pulley on the motor shaft, 
the vertical adjustment provides step- 
less speed variation through a ratio of 
over 2: 1. An improved hinged guard 
with shock mounting swings away 
from the drive pulley at the press of a 
| button, exposing the parts, as when 
changing belts or belt positives.— 
Elliott Mfg. Co., Binghamton, N. Y. 
|— Industrial Distribution, August 
11948, 
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Industry’s 
‘6 Billion 
Problem 


Rust, corrosion and deterioration take an estimated $6,000,000,000 
annual toll. Much of this loss can be prevented by the use of 
corrosion-resistant equipment and protective coating materials. 
Koppers is one of the largest manufacturers of specialized 
coatings to protect metal, concrete and masonry. These coatings 
are waterproof, resistant to chemical fumes, sunlight, and in- 
dustrial atmospheres. They have an unequalled performance record 
in virtually every industry. Application requires no special skill. 
Koppers Protective Coatings include: Bituplastic,* Bitumastic 
No. 50, Bitumastic Super-Service Black, Bitumastic Tank Solu- 


tion, Bitumastic Black Solution, and Bitumastic Hi-Heat Gray. 
*Trade Mark Reg. U.S. Pat. Off. 


KOPPERS COMPANY, INC. pisiusen ie oe 


o>, 
KOPPERS | 
\ OW yy) 





KOPPERS 


PROTECTIVE COATINGS FOR 
INDUSTRIAL MAINTENANCE 


ARE SOLD THROUGH 


INDUSTRIAL DISTRIBUTORS 
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BOLTED ASSEMBLIES STAY 


permanently T : ( HT 


BEALL helical SPRING WASHERS have “live action” 
ond constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
—including vibration, bolt stretch, rust, wear and 


breakdown of finish. 
IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILt. 
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Drill Press Vise 


Saves Tooling Time 
And Offers Greater Range 


All bars and the locking mechanism 
in a new drill press vise (No. 600) are 
hardened and ground for precision ac- 
curacy. The “600” is a basic frame 
for jigs and fixtures and can be used 
in grinding, drilling and tapping op- 
erations. The vise is able to go from 
zero to 7-in. in a matter of seconds. 
The long guide on the movable jaw 
keeps it from cocking when the work 
is locked in position, making for ac- 
curacy and insuring the work will rest 
parallel. After the movable jaw has 
been pushed into position, the direct 
muscular action of moving the locking 
lever down results in the jaw moving 
slightly forward, the locking mech- 
anism clamps the center bar, exerting 
the needed pressure on the jaws. 


Clamping bosses are provided.—Hart- 


mann Mfg. Co., Racine, Wis.—Indus- 


trial Distribution, August 1948. 


Pump Plier 


For General Use 
Offers High Leverage 


A wide range of adjustment, which 
permits high leverage on objects in 
a wide range of sizes, is offered in a 
new pump plier designed for general 
use. The jaws are maintained in a 
relatively parallel position to eliminate 
slippage and the subsequent rounding 
of corners. The patented design of 
the drop-forged plier removes the load 
or strain from the bolt, insuring un- 
usual strength and long life. The plier 


| is 9 inches in length.—Bonney Forge 


& Tool Works, Allentown, Pa.—In- 


| dustrial Distribution, August 1948. 








Wpaeaiii cn «20 (C(“‘<‘éN AMT MOORE 
‘| \iieweem PRODUCTION 


9) EO AND GREATER 


|| Pai RIGHT NOW? 





lanisin 
10) are 
ion ac- 
frame . ; . . 
dope You can have it with inexpensive 
— ready-made air ejection sets 
) aw 
‘ hon Cost is amazingly LOW, production HIGH, and 
for ac- the job safer for the operator when Schrader Air 
ill rest Ejection Sets are used on your power presses or 
w has other machines where ejection of work is desirable. 
direct Schrader Ejection Sets are available in boxed sets 
ocking ready for quick installation. Several types are of- 
oni fered to cover the various phases of work. These 
niles types fit any Power Press or other machine that has 
jaws. a moving member from which to take actuation by 
—Hart- a Cam or by a Sliding Tripper. This includes Simple 
Indus- or Compound Dies. Schrader Air Ejection Sets 
8. eliminate mechanical knockout—the hazard of re- 
moval of work by hand. 
By delivering intermittent blasts of air, these 
sets pay for themselves in a short time because of 
a the tremendous AIR SAVING obtained. In addi- 
- tion they require little or no maintenance. 
The biggest names in Industry have long since 
adopted them as their STANDARD. Write today 
einen 


for this important information and get on the 
band wagon. Dept. SM 8137 
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which poche ue welp-anaed METTIVU LO) mL * 
cts in 8 Page Booklet describing \p#u9 if Vv \ bisskiya cit, N.Y. os sae « 
dina Schrader Air Control Products a! ; \\ Division of Scovill Manufacturing Company, Inc. 
a 4 yay \\ * 
general . tng ' \\\ Please send me your FREE BULLETIN and more 
| . . y - e 
im b aa: , Pe information about the products I have checked in 
minate aa circles below. ® 
— RS 5 ' Name e 
ign 0 x c 1} ; Company * 
ie load ‘ : am 
Address ® 
ng un- i e 
e plier CONTROL THE AiR® e City State. e 
I +) Air Cylinders ~) Blow Guns Hose Reels 
Forge * Air Valves .. Air Line Couplers Hydraulic Gauges 7 
In- ~' Press Controls Air Hose & Air Pressure 
43. a Air Ejection Sets Fittings Regulators ie 
ns. @eeeeeee*esveeeoeese eeeeneee &@ @ ®@ 
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Weston 


AM Metal 
THERMOMETERS | 


On equipment, on pipe lines, on 
bearings ... wherever temperatures 
are critical, the WESTON Ther- 
mometer is now widely used because 
of its readability, its all-metal rug- 
edness, and its proved, long-time 
dependability. Available for general 
requirements, including a Max-Min 


:, 


Model which indicates high or low 
temperature reached since last set- 
ting. If your jobber cannot supply 
you, ask your local WESTON rep- 
resentative, or write . . . Weston 
Electrical Instrument Corporation, 
082 Frelinghuysen Avenue, Newark 
2, New Jersey. 


WESTON ecticomenith 
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Collapsible Taps 


For Tapered Threads 
They're Adjustable For Length 


Designed primarily for tapping tapered 
threads, the style LL receding chaser 
collapsible tap is adjustable for thread 
length and can be used for American 
tapered pipe threads or for any line 
pipe, tubing, casing etc., provided 
these threads are within the diammetri- 
cal capacity of the taps. All operating 
parts are made of steel. Parts subject 
to wear are heat treated or hardened, 
then precision ground. The taps have 


| an unusually rigid chaser support. The 


receding action or the chasers is ac- 
complished through a fulcrumed lever 
principle, and recede into the tap head 


| at a rate equal to the taper being pro- 


duced. Cutting strains are low and 
uniform, improving chaser life. The 


| detachable head permits the use of 


| tap heads of various sizes and capacities 
| on the same tap body. ‘Style LL taps 
may be used as stationary or rotary 
| taps and can be readily converted from 
| one type to the other. The body is 
| made in four sizes to cover a range 
of nominal pipe sizes from 1-in. to 


and including 12-in-Landis Ma- 


| chine Co., Waynesboro, Pa.—Indus- 


trial Distribution, August 1948. 


Drill Drifts 


For Taper Shank Tools 
They're Safer, Handier 


Shops that use taper shank tools now 
have available redesigned drill drifts 
which are said to be safer and handier 
to use than the old style, according to 
the manufacturer. The drift has been 
improved by adding a shoulder, or 
flange on the head end, the added 


metal acting to retard mushrooming 


at the head. The enlarged end prevents 
the drift from flying through the spin- 
dle slot, thereby eliminating the dan- 
ger of someone being hit. The cars 
make the drift easier to pick up. Each 


| drift is furnished with a hole, so that 


it may be chained to the machine or 


| hung on a wall.—The Cleveland Twist 


Drill Co., Cleveland, Ohio.—Indus- 
trial Distribution, August 1948. 








ARMSTRONG 


Dion Forged *C” CLAMPS 


More Rbable oe 


ovided Every characteristic essential to absolute relia- 
snetri. bility is built into ARMSTRONG Drop Forged 
. “C” Clamps—maximum strength, extreme stiff- 
ness, extra large Tempered and Tested Screws, 

better “Tool Sense” and design. 


That is why it is good policy to standardize on 
ARMSTRONG “C” Clamps... 


The ARMSTRONG “C” Clamp line provides 

w ena — “Heavy Duty”, “Medium Service”, “Extra Deep 
The f _. | Throat”, “Spatter Resisting” and “Toolmakers” 
use of - ‘ designs in a wide range of sizes—the standard 
ia ; clamps that sell everyday, that you can catalog 


rotary stock and sell profitably. 
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ARMSTRONG BROS. TOOL CO. 5205 woatmstrone ave. CHICAGO 30, U.S.A. 


NEW YORK @ SAN FRANCISCO 
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TC-56-81 
UNIT 
THREAD CHASER 


Unit Thread Chasers 


For Truck and Tractor Work 
They‘re Available in 8 Sizes 








HARDENED RETAINER me | ALIGNMENT BUSHING The straightening and restoring of bai 
= ~e Revolves on Retoiner Fin. tered or damaged threads on axk 
ssinnmmmesenaete : housings or shafts is said to be made 
easier with the introduction of 8 pop 
ular large sizes of a new unit threai 
chaser. The tools are especially usc 
ful in truck and tractor work and are 
. time and labor-saving. One handle 

SE fits all 8 sizes of dies, which range in 
We size from 1j-in.'6 to 234-in.-16.- 
Gaon conde agatae bon ter Owatonna Tool Co., Owatonna, 


ing shoulders, Mi . . . ° 

inn.—Industrial Distribution, Aug 

HARDENED HEX NOT SOFT CASTING - : 
BUSHINGS = ust 1948 


Pressed into casting, absorb radial 
thrust —cannot turn. 

















Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 





are the right combination for complete customer satisfaction. 








The improved, exclusive features of Vincent Dressers 





shown above assure more accurate dressings and fewer , ; 
Dial Test Indicator 


And Dial Holding Rods 
Give Finer Adjustments 


dresser replacements. Special analysis steel, heat treated to 

exactly the correct hardness, provides added dressings from 
Vi t ter. 

saiaai J eninge Cutter (1) Outstanding among the features 

Point out these features to | of a new dial test indicator (No. 743) 

are the permanent magnet base, which 

holds the indicator firmly to any iron 


greater ‘‘repeats.”’ or steel surface in an upright, horizon- 
tal or even an upside-down position, 


Use #0 Dressers OF your customers for faster sales... 
Wheels up to 
face. 

x Use di 1%" to 2" and its light weight, which reduces the 


whee USE THIS CHART TO__ | Enency to move when the indicator 


* 


1 Dressers on 


b y ‘ 
4: Use #2 Dressers —. is subjected to jar or vibration. A fine 


Wheels ove* SELECT THE PROPER adjusting nut brings the indicator 


face. . point to the exact setting desired, sim- 
“441 ot #2 plifying many measurements. (2) Dial 

* Use sorson Wheels DRESSER FOR EVERY | holding rods with fine adjustments are 
of extra wide J Oo B ti said to make for more accurate setups. 

F With the dial gage in the approxi- 
mate position to secure the measure- 
ment, one simply turns the fine ad- 

JUNCUS INA justment screw and the gage point 
contacts the work, the pointer hand 
STEEL PR by ¢c eng COMPANY | swinging to the Sicinid’ palin on 
Prodtcers of GRINDING WHEEL Seems tain unis. > HSS TOOL BITS | eae Ene tee con Tes at ie top 
Pomee CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS _ of the dial, or wherever is most con- 

_ TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS venient.—Brown & Sharpe Mfg. Co., 

Providence 1, R. I.—Industrial Dis- 


2424 Bellevue Avenue Detroit 7, Michigan tribution, 1948. 
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Charles H. Barr guards 
the Heat Treating Furnaces . . . 


W ork 


Sizes 
f bat 


axk 
made 


} pop Th : ‘ ‘ 
Tae The tempering process is an important step 
Cac in the manufacture of Ohlen-Bishop saws. 
y usc * While our new and modern heat treating 
id are : furnaces are automatic and electrically con- greater sales with its Greater 
andle trolled, only men with long experience and Safety—Greater Strength! The 
ge in ® training are assigned to their Operation. new NOCOMBO Handle of ex- 
16 i , Charles Barr 1s such a man. With Ohlen- truded Ethyl Cellulose presents 
J. Bishop for over 15 years, Charley takes no more fire hazard than hard 
fonna, @ great pride in the products he helps produce. wood! It’s stronger than any 
‘Aug One more reason you can depend on Ohlen- other plastic Tool Handle ever 
Bishop for the finest quality saws. made! It won’t bend when 
| warm or shatter when cold, and 
it’s a superior electrical insula- 
tor. The tough Chrome Vana- 
dium Blade is forged in one 
piece in Round Shank or new 
Forsberg Reinforced Square 
Grooved Design . . . stronger 
than a square blade! Neither 
type can be turned in nor driven 
into the handle! Your cus- 
tomers will go for these big 
sales features! . . . ORDER 


OHLEN-BISHOP MFG. Co. 901 Ingleside Ave., Columbus, O. —— 


Rod ee | LUBRICATING 
atures J = rer — D E Vv l Cc E S ; 
. 743) y ; 

which { Us Supply Units that are needed Brighten your sales picture 


y iron 


Fava = a _.... INSTANTLY by selling a quality tool and 


a famous brand name in this 

















SCREW DRIVERS 


A fine Tool now sensation- 
ally improved to bring you 






































sition, Figure 95 Auto- “Pilot” Glass Body e We are ready to service you the colorful counter display mer- 


: matic Grease Cup Sight Feed Oil Cup ° . 
eS the . moment we get your order. Your chandiser! Your dealers will 
licator sight feed lubri- grease cups 


A fine cators oil gauges soiger a sap eg gn want this attractive package! 
ilies plain lubricator water gauges aluable time by shut 
2 hand oil pumps oiling devices downs. When you sell ESSEX 

1, Dial plural oilers air cocks, etc. units you sell uninterrupted per- 
) Dia formance and our more than 48 
an. years of practical engineering ex- 
sproxt- b perience assures plant men of the 
ae, proper unit for the service. 
oper’ ESSEX Lubricating Devices are 
point ome essential to industry—this is your 


hand ( profit opportunity. 


on on 


he top Sy fe ESSEX BRASS CORPORATION 


t con- 2000 Franklin Street hk 
4 a. A profitable tool for any industrial pgp Shes ) ’ 

Dig \__ Plant equipped for air. ae. 

1 iS 


nts are 





Detroit 7, Mich. 





© MFG. CO., BRIDGEPORT, CONN., U.S.A. 














INDUSTRIAL DISTRIBUTION © AUGUST, 1948 











RAPID TURNOVER 
with 


MAUREWPULLEYS 


with one 


INTERCHANGEABLE 
BUSHING 


@ This one bushing fits all three. 


This new development and application in pulleys was 

designed by Maurey engineers to give pulley users the 

finest in Fractional Horse Power transmission. 

With Maurey V Pulleys and the new Maurey Interchange- 

able Bushing, you can serve more pulley users while 

maintaining a much smaller but more complete stock. 
CONSIDER THESE FEATURES 


@Minimum Inventories—Less @ Nine (9) Bore Sizes 14” to 114” 
Cost @ Bushings and Pulleys Individ- 

@ Faster Turnover of Stock ually Boxed 

@ Simple to Assemble @ Pulley Diameters 3” to 19” 


Write for Catalogs and Prices 


MAUREYYPULLEYS 


MAUREY MFG. CORP. = 2900 S. Wabash Ave., Chicago 16 
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Asbestos Gauntlet 


Offers Leather Coverage 
Of Palm, Fingers and Thumb 


The usual seam on the palm or work- 
ing surface, where thumb and palm 


are joined, has been eliminated in an 


improved leather reinforced asbestos 


| gauntlet. The new construction fea- 
| ture provides a continuous leather 


wearing surface over the asbestos palm, 


| fingers and thumb. The seam that 


makes the thumb now is on the top 


| edge of that digit, well out of the 


wearing zone, providing better protec- 
tion, longer wear, and more economi- 


_ cal service. The glove may be had 


lined or unlined, in 11 and 14-in. 
standard lengths, or in special lengths 
to order.—Industrial Gloves Co., Dan- 


| ville, I1l—Industrial Distribution, Au- 
| gust 1948. 














Saw Shop 


For Precision Production Work 
With Maximum Protection 


| Designed especially for precision pro- 
duction work, a new all-purpose saw 


shop is (a) a cut-off saw, (b) a miter 
saw, (c) a rip saw, (d) a tilting arbor 








Remember the sewing- 








FOR 


Oniginality 


LOOK TO 


SELL THIS BARGAIN 
IN HANDY SCREWDRIVING 


PD, 





= 


XCELITE “Combination-Detachable!” 




















DOUBLE \ 


your profits | 
on abrasives 


by carrying 





rage It’s a ‘’quick-change artist’’ for standard screw 
umb hi | 9 ws Ulla, apie ae te ak Te 
» mouldings, etc. the next. s 
mac ine sa esman: screwdrivers in ONE—lists at only $1.30 for 
vork- Stubby size, $1.60 for the Regular. Extra 
st. ee \ ki d blades (regular sizes No. 1, 2 or 3), only $.90. 
palm He turned in his sales kit and re- A REAL BARGAIN for anyone using both types 
nan signed after the first day. “It's like of screwdrivers! 
P ” : 66 DON’T miss this “hot” fit item! Get 
estos trying to sell noses,” he said. “Every- in touch with us now. WRITE DEPT. F _ 
fea- body has one." NOW FOR THE FACTS CLOVER COATED ABRASIVES -— in all 
ather Originators not Imitators grains, grades, backings — and 
ae cloth, coatings, sizes and shapes—in 
yalm, Just because so many ‘Budgit PARK METALWARE Co., Inc. rolls, sheets, of ser discs. as cee. 
that Electric Hoists have been sold, you Dept. F Orchard Park, N. Y. bonded fibre discs. 
. i might feel that everybody has one. 
_ the Our dail i i Q [; ] [ 
y mail proves the opposite. ° 
‘otec- Too many people have load-handling ee ily oots 
lOmM1- . 
had problems still unsolved and they PREFERRED BY EXPERTS ; WY 
4in write us to ask how a ‘Budgit’ Hoist * First to use plastic for screwdriver handles woveR COMPOUND 
“F-1ll. NG GRINDING . POLISH™ 
igths would solve their problems. ) t - 
Dan- , 
Au- Wherever lifting is a part of the 
: day's work, there’s the place for a 
‘Budgit’ Hoist. Some factories could 
use a great many ‘Budgit’ Hoists on 
— production, inspection, and assembly GAR DI N F R penal a 
lines although many thousands are GRAND CLOVER LAPPING AND GRINDING 
at work saving time, money, and COMPOUNDS — in twelve grades from 
safeguarding wo in hundreds of ACID CORE SOLDER SRRENGEE Sle 0H Veny Gnntee, 
i i ee dri t ° 
service stations, foundries, stores Wika yes dencsenee co GAOT 
warehouses, garages, dairies; on Abrasives...you buy at lowest prices 
farms, loading platforms. and sell at maximum profit. 
Selling abrasives is stable business. 
So, it may seem that everybody Sales are obtainable throughout in- 
has a ‘Budgit’ but they haven't — dustry. Repeat business is enormous. 
your market is as large as ever. In ; Write for full information. 
dont; We: qrewinn, A free flowing and easy-to-use 
ACID CORE SOLDER for auto- ’ 
motive and general work. You FRE t 
don’t have to add any flux 
Write for more copies of win Complete Handbook, 
Bulletin No. 371 when the flux is in the solder. without propaganda, 
need them, P P i' 
a Comes in all commercial sizes on Coated Abrasives. 
and quantities. 
ccc | : 
| CLOVER MFG. co., Norwalk, Conn. 
2 . P | 
z 
Work 3 H . METALS DIVISION | © i ov E R 
ction ousts | AMERICAN SMELTING 
MANNING,MAX WELL & MOORE, INC. | AND 
pro- MUSKEGON, MICHIGAN 
> saw Builders of "Shaw-Box’ Cranes, ‘Budgit’ and REFINING COMPANY tile 
a ‘Load Lifter’ Hoists and other lifting specialties. 
miter Makers of Ashcroft Gauges, Hancock Valves, | WHITING, INDIANA (CHICAGO) 
arbor Consolidated Safety and Relief Valves and | 
" ‘American’ industrial instruments. 
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You'll see a rise in your profits when 
you sell Star . . . the complete line. Reason is: you've got 
a blade for every job a hack saw or band saw can do—and a frame 
to go with it when you handle Star. And more blades to 
offer just naturally makes more sales. You'll catch REPEAT SALES, too. 
Star’s outstanding cutting performance on metals, plastics, 
and other non-metallics clinches that. Sell Star. Push Star. 
You'll see the difference the complete Star line makes! 
FREE BOOKLET OF HACK SAW HINTS. 
Specifications, tips on use, prices. Free from Star suppliers. 


HIGH. 
SPEED . 


> ‘STAR 


CLEMSON 


CLEMSON BROS, Inc., Middletown, WN. Y. 
Makers of hand and power hack saw blades 
frames, meto/l cutting bond saw blades and 


the Clemson E-17 lawn machine 
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saw, (€) a double miter saw, and (f) 
a variety saw. Using the proper cut- 
ting tool it is a dado machine, a gain- 
ing machine, a grooving machine, a 
rabbeting machine, a shaper—in short, 
every time you change the cutting tool 
you have another machine. The new 
model features a 3 hp motor driving a 
14-in. dia. saw with a 4-in. depth cut. 
Technical improvements. include a 
heavy-duty 8 ball-bearing roller travel 
head, riding on machined tracks inside 
the arm. Mechanical aligning adjust- 
ments at all moving positions maintain 
precision accuracy. The advanced de- 
sign of the safety guard affords maxi- 
mum protection to the operator and 
features a new type combination saw 
and dado arbor cover, and adjustable 
dust spout to direct flow of sawdust.— 
DeWalt, Inc., Lancaster, Pa.—Indus- 
trial Distribution, August 1948. 














Wheeled Foam Engine 


Designed For More Foam 
And Better Fire-Fighting 


A forty-gal. capacity extinguisher, a 
new wheeled foam engine, is a 
to produce better fire-fighting foam 
and more of it faster, principally 
against flammable-liquid fires in in- 
dustry and at airports. Made to re- 
place the manufacturer’s “Phomene” 
40-gal. extinguisher, the new engine 
will deliver from 375 to 400 gal. of 
foam, an increase of one-half over 
the “Phomene”, in three and a half 
minutes. The foam is stiffer, lasts 
longer and is said to perform more 
efficiently against flames. The stream 
has a range of 40 to 55 ft. Equipped 
with 50-in. steel wheels and 50 ft. of 
14-in. chemical hose, the engine comes 
in three models: indoor, outdoor and 
airport.—Pyrene Mfg. Co., Newark, 
N. J.—Industrial Distribution, August 
1948. 
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UNBRAKO 


REG. U. 8. PAT. OFF. 


SELF-LOCKING 
SOCKET SCREW 


PRODUCTS 


THAT WON'T SHAKE LOOSE 


WITH KNURLED THREADS 


‘‘Unbrako"’ Socket Head Stripper 
Bolt with Knurled Head and 
Threads. They won't shake loose. 
Pat'd. & Pats. Pend. 


““Unbrako"’ Socket Set Screw with 
Knurled Cup Point. They won't 
shake loose. Pat'd. & Pats. Pend. 


“‘Unbrako"’ cone point Socket Set 
Screw with Knurled Threads. They 
baer shake loose. Pat'd. & Pats. 
end. 


EASY TO SELL, ad PROFITABLE 


a 3e(K-Ys 


SELF-LOCKING 
NUTS 


THAT WON'T 
SHAKE 


**Flexloc’’ Self-Locking Nuts—one- 
piece, all-metal, all-thread — won't 
shake loose. Convince yourself with a 
few free samples! Pat'd. & Pats. Pend. 


REGULAR 


Yes, these Products sell fast and stay sold... make friends 
for you...assure a steady, repeat business to make your 
sales effort easier. Complete plant facilities, effective sales 
promotion activities, consistent business paper advertising 
and prompt, courteous service to you and your customers 
...all a part of “STANDARD” advantages. 


“Unbrako” Socket Screw Products— manufactured from 
high-grade alloy steel, to close tolerances—have these out- 
standing advantages: KNURLING...an exclusive 
“Unbrako” feature—which on the head of the “Unbrako” 
Cap Screw (not shown) and Stripper Bolt speeds assembly 
—and on the threads or points of the “Unbrako” Set Screw 
or Stripper Bolt assures positive Self-Locking; SELF- 
LOCKING ...all of our patented “Unbrako” Set Screws, 
regardless of point, are excellent Self-Lockers that won't 
shake loose. INTERNAL WRENCHING ... that promotes 
compact designs... saves space, weight, materials and costs 
...Sizes available in a full range of diameters, lengths, 
thread series and types of points. 


“Hallowell” Work-Benches of Steel—welded or hydrau- 
lically riveted—and this fine, neat, ready-made line wears 
and lasts as only steel can. There are hundreds of styles 
from which to choose, making it possible to meet the most 
exacting needs of your customers. 


“Hallowell” Solid Steel Collars—functionally propor- 
tioned throughout, are precision-machined so faces run 
perfectly true..,are highly polished all over... fitted with 
the famous “Unbrako” Knurled Point Self-Locking Socket 
Set Screw that won't shake loose. 


Our patented ‘‘Unbrako’’ Knurled Socket Set Screws and 
Stripper Bolts will lock themselves in most any screw appli- 
cation. They won't shake loose. Millions and millions in use. 
Knurling of Socket Screws originated with ‘‘Unbrako"’ i 





OVER 45 YEARS IN BUSINESS 


READY- MADE 
SHOP EQUIPMENT 
and STEEL COLLARS 


**Hallowell’’ Work-Bench of Steel 
with drawer, lower shelf and end- 
pieces. 


FIG. 847 


**Hallowell’’ Work-Bench of Steel 
without end-pieces, drawer, or 
lower shelf. 


FIG. 1432 


‘“*Halloweill"’ Solid Steel Collar— 
available in a full range of sizes. 


STANDARD PRESSED STEEL CO. 


BRANCHES 


CHICAGO 


JENKINTOWN, PENNA. BOX 519 
DETROIT INDIANAPOLIS 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 


SAN FRANCISCO 





Buffer And Polisher 


Of the Heavy-Duty Type 
With Push-Start, Pull-Stop 


“Push to start, pull to stop” tells the 
story of a new improved double spin- 
dle heavy duty buffer and polisher 
extremely efficient and easy to op- 
erate. ‘Iwo simple levers at the top 
of the buffer operate the switches, 
The combination switch and_ brake 
automatically stops the wheel spindle 
when the switch is in “stop” position, 
Action is instantaneous. 

The two spindles, mounted on 
heavy duty ball bearings, are protected 
by dust-proof housings and driven 
individually by separate motors in the 
base. The latter are mounted on in- 
dividual adjustable platforms to allow 
| for belt tension adjustment. Indi- 
| vidual push buttons permit the op- 
| eration of either of the spindles or 
both spindles at the same time. 
.U. S. Electrical Tool Co., Cincinnati, 
Ohio. — Industrial Distribution, Au- 
gust 1948. 








Symbol of Quality for 50 Years 


TOOL No. 654—6” 
Long Chain Nose 
Side Cutting Pliers 
When there’s a job to be done, 


there’s a UTICA TOOL to do it 
well! Accurately designed .... 
precision made of the finest alloy 
steel . . . . with electronically 
hardened cutting edges. 





TOOL No. 1950 
Your customers know the qual- Rene uty 


ity in UTICA TOOLS. For new so 
and repeat business display them papas 
prominently. 











, ./ £ | Machinist's File 
For More Tool Mileage = | siesta: 


Aluminum, Cast Iron, Etc. 


TOOL No. 91 ig | The machinist in need of a single tool 


4”, 6”, 8”, 10”, 12” 


ot sufficient versatility to. rough and 
Adjustable Steel Wrench y § 


finish various metals now has available 
to him a new general purpose file de- 
signed for use on aluminum, bronze, 
cast iron, malleable iron, mild steel 
and annealed tool steel. The file has 
single cut teeth, comparable to those 


UTIGA DROP FORGE & TOOL ieee eaten rn 
in erates mom sok 
CORPORATION pects od 
UTICA 4, NEW YORK ee Lael Dee 


tion, August 1948. 
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ie a i. INDUSTRIAL 

le spin- 

erie BRUSHES 4N> BROOMS 

to op- * a 

he top Big Profits ..... 

vitches, | 

_ brake ) _ Year after year for Y-O-U . . 

spindie 

Osition, s ; = Maintenance work is a day-after-day—year-in- 
4 ; year-out job. Every plant manager in the country 

ot on wants maintenance equipment that will give him 
/ ni the most for what he spends. CAPITAL Industrial 

otecti d S00 | Brushes and Brooms are the answer you can give 

driven Ean to your customers when they seek proper equip- 

in the : ment for this important work. The line is com- 


an in: plete and pays you well for your sales effort and 
we always suggest to users that they buy through 


9 allow f their local distributor. FOR meta! working 


Racal plants ... power plants 
| ; ; ... paper mills ... road 
les or Ss : Se a ee Se and building contractors 
‘ime.—— z -- -.. Mines... textile 
innati, mills ... public buildings 
aed 4 : . ... hotels . . . schools 
» d ... garages... railroads 
... packing plants... 
_ warehouses... 
Ea? 


neg ae : BRUSH AND BROOM MANUFACTURING CO. 
..- facts about industry's CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


rating of gauges that you 
will want to know... 


rt 





You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 


Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
a as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 





— Dept. C, Skokie, Hl. 

1, Etc. 

le tool 

th and ; 

ailable ee pe with the 2 

file de- Ys HRECALIBRATOR . . 

oe | apie -_ Me — down to the last detail B Right On 

rsh “Recalibrator” et has been ocket Screw Products are designed for profitable 

ile has anole % cto eeent— the finishing SALES. Premium fasteners, B-Right-On Socket 

- those knocked out of ative gouge: Screws come to you in a premium package .. . 

led by im rover t° metal-edged to take rough handling . . . at- 

utting tractively designed to catch the eye . . . clinch 

ory the sales. 

a ‘ For fastener sales, stock B-Right-On Socket : 
gree of Screw Products! 100% dealer cooperation OCKET SCREW PRODUCTS 
e Co., GAUGES © VALVES © TRAPS. policy . . . plenty of hard-hitting selling aids. 


THE BRIGHTON SCREW & MFG. CO. 
stribu- DIAL THERMOMETERS An authorized distributorship may be open in 1827 Reading Road ' 


cgi pera dea your locality. Check this opportunity today. Cincinnati 2, Ohio 
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Users want blade selection made easy — dealers want easier blade 
sales, and more of them. Here’s how you can satisfy both, 
make profits from doing it — at no cost to you! 


Get a big supply of these new, clearly printed, 17 x 22-inch Victor 
Wall Charts that match the right hand, band or power saw 
blade to the right material. This much-wanted sales help 
comes to you absolutely free. In fact, in quantities of 50 or 
more your name and address will be imprinted without 
charge. They'll serve as excellent promotion pieces for you. 


The complete Victor line of blades — a blade for every job a hand 
saw, power saw, or band saw can do —also offers many 
opportunities to draw down big profits. Victor blades are 
demanded by those who want cleaner, faster cutting results 
on metals, plastics, or other non-metallics. Why not push 
Victor — it pays. 


For your free supply of the new charts, just write to us today. The 
supply is limited. Specify free imprint desired, in lots of 
50 or more only. 


@ 372 


SAW WORKS, INC. 
MIDDLETOWN, N. Y., U. S. A. 


Makers of Hand and Power Hack Saw Blades, Frames and Band Saw Blades. 
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All-Purpose Power Sweeper 


Keeps Floors Free 
- Of Rod Butts, Nails, Chips, Etc. 


Effective both indoors and outdoors, a 
new all-purpose power sweeper keeps 
floors free of welding rod butts, nails, 
chips, paper, dirt, waste materials and 
sand. The tool has been specially de- 
signed to get in close to walls, curbs, 
trees and fences, and collects waste 
materials or sweeps the floor or ground 
in one easy motion. The sweeper will 
do the work of four or five men with 
brooms or rakes, and single controls 
make it easy to operate——Wilshire 


| Power Sweeper Co., Pasadena, Calif.— 
| Industrial Distribution, August, 1948. 














Masonry Drills 


Carbide-Tipped 
In Round And Fluted Shanks 


A new all-purpose line of carbide 
tipped masonry drills includes both 
round-shank drills for shallow holes 
and fluted-shank drills for deep holes. 
Both types are said to be ideal for the 
rotary drilling of all kinds of masonry 
—concrete, brick, slate, plaster, mar- 
ble, asphalt, limestone, etc.—and for a 
wide variety of jobs including plumb- 
ing work, anchoring partitions, making 











Here’s a TOOL STEEL STOCK LIST 
that’s really Lat, Concuto an Dypewillle! 








There's an A-L Tool 
Steel to do 
each job best 


The Allegheny Ludlum 
Tool Steel family includes 
37 principal types, cov- 
ering the high speed, hot 
work, shock resisting, 
cold die, and carbon and 
low alloy steel fields. Let 
us help you find the best 
answer to any problem 
that occurs in your pro- 
duction or use of cutting 
and forming tools. 


ADDRESS DEPT. 1D-67 








This 72-page catalog lists the stocks 
of A-L High Speed and Tool Steels 
which are constantly maintained in 
each of 18 warehouses, located at 
convenient points from coast to coast. 
In compact, easy-to-follow style, the 
book gives a complete stock picture, 
nationwide, of the 15 most widely 
used types of these steels—each in a 
full range of standard shapes and sizes 
—and also includes data on stocks 
of drill rod, tool bits and Carmet 
carbide metal blanks and tools. 

It may be that your requirements 
call for mifi shipments. If so, you can 
rely on us to schedule material for you 
without delay. But—if you depend 
entirely or in part upon ordering High 
Speed and Tool Steels in smaller lots 
—and want to know where you can 
get them quickly—you'll find A-L’s 


book of “Warehouse Stocks” mighty 
handy to have in your desk. @ Write 
for your copy today! 


LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


lune lool Sieels 
Ounce (854 


wend 1781 
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telephone installations, sign handling, 
even drill press work. The new drills 
come in three kits. Kit No. 1 con- 
tains 6 round-shank drills for shallow- 


| hole drilling in dias. from ¥ ‘to % 
; | inches. Kit No. 2, the universal kit for 
| both shallow-hole and deep drilling, 
| contains three round-shank and three 
| fluted-shank drills in six sizes from 
| fs to g-in. dias. Kit No. 3, a large size 


range kit for universal drilling has two 


| round-shank and four fluted-shank 
| drills in dias. from 4 to } inches.—Car- 


boloy Co., Inc.—Detroit, Mich.—In- 


| dustrial Distribution, August 1948. 





ALWAYS ... Ze Hight Connedlin 


for Reliatle AIR HOSE Seeceze 


Riveting, Chipping, Tamp- | 


ing, Pavement Breaking, 
Shop and Factory Wor | 


“AIR KING” Luieh- heting, Universal 


HOSE COUPLING 


Flaring Tool 


For Soft Copper, 
Brass and Aluminum Tubing 


Faster operation, better flares, greater 
compactness and elimination of scor- 
ing of the tubing are among the ad- 
vantages listed by the manufacturer for 
a new “Hi-Duty” flaring tool. The tool 
flares soft copper, brass and aluminum 
tubing for S. A. E. flare joints in }, 
fs, 3, 4, and 3-in. O. D. sizes. In place 
of the usual bar, the tool has a new 
die holder with sliding dies for clamp- 
ing the tubing. One thumb screw at 


| the end tightens the tool. Friction is 


| reduced through the use of a bull 


The most adaptable air hose coupling of its kind, combining quick connecting ano | 
disconnecting with superior strength and safety. Made of malleable iron (cadmium | 
plated) or bronze. Shanks of hose ends are extra long, amply corrugated and 
smoothly finished, designed for easy insertion in the hose and tight hold under | 
clamp pressure. Plain, durable construction, with no parts to get out of order. 


Locking heads are identical on all sizes of 
hose ends or threaded pipe ends, permitting 
the coupling of any two sizes of hose, or hose 
and pipe, of “Air King” dimensions, without 
adapters, bushings or other extra fittings. 
Sizes: Hose ends—¥%", Yo", ¥", ¥%" and ~ 
1"; pipe ends—Y%", %", Ya", ¥" and 1". “—a “— 


PATENTED SAFETY LOCKING ARRANGEMENT. Putting a cotter pin, nail or | 
piece of wire through lined-up holes on locking head flanges will positively prevent | 
| An automatic truing attachment adapt- 
| able to toolroom and_ production 


the “Air King” coupling from coming apart, regardless of handling, twisting or 
vibration. 


Sold in Accordance With Our Established Distributor Policy 


+ UN T i \ 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES *\MENDERS * CLAMPS 
“BOSS” “GJ-BOSS” “DIXON” “KING’* “AIR KING” “DIX-LOCK” 
PHILADELPHIA, PA. BRANCHES: CHICAGO «+ BIRMINGHAM « LOS y\» |) 18 @LUNTI@) | 
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thrust bearing. Yoke slides directly 
over the end of the die holder with- 


| out twisting or turning into position 


over the tubing to be flared. The extra 
deep, smooth surface die blocks hold 


| the tubing securely without scoring it. 


—Imperial Brass Mfg. Co., Chicago 7, 
Ill.—Industrial Distribution, August 


1948. 


| Truing Attachment 


It’s Automatic, Time-Saving 
And Attains .0001 Concentricity 


lathes is said to make possible the 


| attainment of a concentricity as low 
| as .0001-in. in a matter of seconds. De- 


signed for use with universal self-cen- 
tering chucks, independent chucks, 
face plates and special fixtures, the sim- 
ple device is made of Meehanite cast- 
ings with ground surfaces. The “‘Auto- 
truer” consists of a back plate, 5, 74 
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pop 


HAND POWER CRANE 
with a 


NORTHERN 


‘TRAVELATOR 


GIVE PRODUCTION 
a 
“SHOT IN THE ARM” 


Match your faster process- 
ing operations with faster 
work handling—loading— 
unloading, etc. Your own 
mechanics can install it 
within a few hours. 


. = Werte bell ‘ 
‘ ETN \ 
Buon “= } 


ASY 





\ 
\ 
4 
, 
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NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 


C&L No. 327 
HEAVY DUTY 
TORCH 
Mechanic’s Grade Burner 


Write 
for catalog 


. fire power ‘‘to burn’’—and 
to spare! This remarkable torch 
generates a super- wered blue blast 
over 10” long, of .tremendous vol- 

ume and heat intensity—yet regulates 
Precisely for ordinary work! Burns 
in any position, withstands most severe 
service and weather conditions. 


CLAYTON & LAMBERT MFG. Co. 
1716 DIXIE HIGHWAY e LOUISVILLE 10, KY. 





Ruby usa PASTE 


—— (im 


Ss 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting eco- 
nomical and so easy to use. 
Rubyfluid thoroughly condi- 
tions metal fer a smooth, strong 
union—produces no harmful or 
objectionable odors. 


Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 


For stainless steel — Sell 
Ruby’s Stainless Steel Flux— 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 


Rubyfluid 
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WHITNEY 


hand * channel 

bench * angle iron 
hammer * close corner 
square * thinner’s round 
button ¢ skylight 

flange * ventilating tank 


—PUNCHES— 


@ Your guarantee of good business is 
selling WHITNEY Punches. This is a re- 
liable line of punches that carries our 
guarantee for good construction and high 
quality product. Fine balance, powerful 
capacity, wide range of types and sizes— 
your assurance of good selling. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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Supply problems got you all ab sea ? 






















































































Air Express is the fastest service you Call on Air Express 
can buy. Use it regularly to ship and 
receive supplies, equipment and parts. 
It solves your shortage problems in a 
matter of hours. 

Air Express shipments go on all 
flights of the Scheduled Airlines. 
There’s no waiting around with this 
speedy 24-hour service. Special pick- 
up and delivery is included at no extra 
cost, and Air Express rates are low. It 
pays to standardize on Air Express. 














Specify Air Express-Worlds fastest Shipping Service 


¢ Low rates—special pick-up and delivery in principal U. S. towns and 
cities at no extra cost. 


®@ Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 


True case history: Dallas motor meee shop re; 
Air Express. Keeps equipment ro 























i ly gets supplies by 
ing. Typical shipment: 60-1. carton 





of rubber hose picked up in Indianapolis 5 p.m., delivered 9:30 a.m. 
following day. 777 miles, Air Express charge only $14.74. Any dis- 
tance similarly inexpensive. Phone Air Express Division, Railway 
Express Agency, for fast shipping action. 






















































Rates include pick-up and delivery door 
to door in all principal towns and cities 


. 
q , 
ss. af a 2 
‘3 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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or 9-in. in dianieter, threaded to fit the 
lathe spindle and a radially moveable 
front plate, of the same diameter, 
threaded exactly as the lathe spindle 
to receive the chuck. The front and 
back palates are locked together by a 
clamping ring which, by means of 
three hex locking bolts entering from 
the front plate, acts as a vise to lock 
the front plate and chuck into align- 
ment after the concentricity has been 
obtained. To place the tool in opera- 
tion it is screwed onto the lathe spin- 
dle. The chuck or face plate is then 
screwed on the spindle of the “Auto- 
Truer” front plate. The work piece 
is placed in the chuck or face plate 
and three hex locking bolts are loos- 
ened. When unlocked, the front plate 
is held in frictional contact with the 
back plate by means of springs, per- 
mitting the front plate to move radially 
with relation to the back plate.—Chas. 
E. Chapin Co., East Rutherford, N. J. 
—Industrial Distribution, August 
1948. 

















Industrial Wheel 


Abrasive-Resistant, 
Sealed Against Corrosion 


The long need for a positive seal 
wheel by industries that use materials 
handling equipment on which water, 
steam, and detergents are employed 
constantly to maintain sanitary stand- 
ards is said to have been met by a 
new guaranteed water tight industrial 
wheel. Made of lightweight, corrosion- 
resistant, high strength aluminum al- 
loy, the new wheel comes with tapered 
roller bearings. No bearing adjustment, 
lubrication or other servicing is nec- 
essary during the normal life of the 
wheel. A positive seal, even though 
the wheel be submerged in water, is 
accomplished by the use of a com- 
bination of threaded retainer caps, 
Neoprene O-rings and retainer spacers. 
They are precision fitted to the wheel. 
All parts are manufactured to extreme 
tolerances with a maximum variation 
of plus or minus .003-in.—Aerol Co., 
Los Angeles, Calif—Industrial Distri- 
bution, August 1948. 
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Carbide tipped drills from 17/64” 








Ace “Hi-Brinell” Drills are designed and manufacture 
especially for drilling steel hardened to a Roc 
ant, C40-C65 and above. e These drills have ample neg 
sion tive rake thus eliminating thin projecting angles a 


ven permitting a faster flow of heat from the cutting 
iter, edges. Negative rake also adds to the ruggedness of 
- the drill. ¢ The solid carbide drill has an extra heavy 


&- web. ¢ Reclaiming costly dies is only one of the many 
so profitable applications for Ace “Hi-Brinell” Drills. 
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Bide drills in sizes up to 1/4’. 












Ace also produces spiral fluted drills 
with spiral carbide tips for drilling 
abrasive non-ferrous materials. 


CORPORATION 


me MANUFACTURERS OF GROUND-FROM-THE-SOLID DRILLS AND REAMERS 
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MEASURE 
of (UALITY 


DARNELL 


CASTERS & WHEELS 


DARNELL CORP. LTD. { 60 Walker St., New York 13, N. Y. 
Long Beach 4, Calif. 36 N. Clinton, Chicago 6, Ill. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 














Socket Chisels 


Their Hard-Wear Handles 
Are Transparent Tenite 


Among new tools for woodworkers 
are a new line of socket chisels with 
hardwear handles of transparent green 
tenite, made in socket butt, socket 
firmer, and short socket firmer types. 
The major feature of the chisels is 
the new, modern-styled handle, re- 
ported as unusually tough and able to 
withstand severe hammering and 
pounding. The handles are weather- 
resistant, and are tested for safety 
against flash fire or flaming. A hard- 
ened steel pin, inserted through the 
tenon section and part of the handle 
body, gives extra strength and rug- 
gedness. Blades are bevel-edged and 
of high carbon steel.—Greenlee Tool 
Co., Rockford, Il_—Industrial Distri- 
bution, August 1948. 














Filters and Lubricators 


With Plastic Bowls 
And Enlarged Filter Areas 


A new, simplified line of transparent, 
plastic bowl filter-lubricators and sin- 
gle air line filters is designed to in- 
crease the life and efficiency of air 
operated equipment of all types. The 
new plastic bowl elements feature en- 
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A complete line from a single 
source... easier to sell ...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart'’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 


V-belts and 
V-sheaves 


No. 46-G 
Gears and 
Sprockets 


No. 66 

All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


M EDART 


IT's 











a 


STRENGTH ° 


Superiority 


EASY TO SELL 


The milled bodies, accurate dimen- 
sions and fine finish of Ottemiller 
Milled Screw Machine Products have 
been recognized and demanded by 
users for over 40 years. 

Distributors can profit by filling 
Industry’s insistence on Ottemiller 
Precision Products. 

The Ottemiller line is complete .. . 
in steel, brass and other alloys... 


any commercial thread. 


CAP SCREWS ¢ SET SCREWS 
MILLED STUDS * COUPLING BOLTS 


PRECISION MILLED 
BY OTTEMILLER 


Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. . Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


DEPENDABILITY 





ACCURACY + WORKMANSHIP - 
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You will make many more sales when you show your 
customers how to save time, labor and electricity—and 
get finest precision work with this AMMCO 7” Shaper. It 
will do a wide variety of work—in fact, it has been called 
“the precision machine with a thousand uses.” It is com- 
pact and saves floor space, tough enough for the heaviest 
production schedule, perfect for tool and die making and 
ideal for home workshops. Available in bench or port- 
able cabinet models. 

Write for catalog and New, Increased Dealer Discount 
Schedule No. MS 348, available to a selected group of 
aggressive dealers. 


with 


AMMCO TOOLS, INC. - COMMONWEALTH AVE. - NORTH CHICAGO, ILL. 


a 
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larged areas of both filter bowls and all 
wool felt filter gloves to increase op- 
erating capacity and reduce mainte- 
nance service as well. A 3 hold- 
down screw in each case simplifies and 
speeds up disassembly when it be- 
comes necessary to service the equip- 
ment or change filter gloves. A pre- 
cision regulating or metering device 
permits the correct amount of oil to 
mix with clean, dry, operating air. 
CCA Products, Inc., Glendale 5, 
Calif—Industrial Distribution, An- 
gust 1948. 


Electric Hoists 


Light Weight And Small Size 
Makes For Easy Operation 


Among the features claimed for new 
three and five-ton capacity electric 
hoists of new design are their light 
weight, smaller overall dimensions, 
and ease of maintenance. The safety 
factor of the new tools, the manufac 
turer claims, is six to one and better. 
The motor is mounted on the inside 
of the cable drum, and complete and 
easy access to any part of the tool is 
had by removal of four bolts.—Lisbon 
Hoist & Crane Co., Lisbon, Ohio.— 
Industrial Distribution, August 1948. 


Rectangular Ejector Tool 


Offered in Both Straight 
And Offset Holder Types 


A new vertical type ejector tool, with 
rectangular carbide insert, is available 
in two styles. One style, a straight 
holder for shoulder cuts, presents the 
carbide insert with a 15-deg. lead angle, 
or at right angle, to the work. The 
other style is an offset holder for 
heavy roughing cuts. This style also 
is available in the 15-deg. lead angle 
or right angle models. Both are for 
holding the rectangular inserts length- 
wise or crosswise to the holder.—Super 
Tool Co., Detroit 13, Mich.—Indus 
trial Distribution, August 1948. 


Drum Truck 


Floating Axle Design 
Improves Its Utility 


A new hand truck for drums and bar- 
rels with an exclusive “floating axle” 
design, holds the truck in a safe, up 
right position, ready for use at all 
times. Other of the truck’s advantages 
include: when preparing to load the 
truck rides on wheels right up to the 
drum; its hinged wheels make it pos 
sible for the loaded truck to stand in 
a semi-upright position; and the full 
weight of the load is carried ove! 
strong, pressed-steel _rubber-tread 
wheels—The American Pulley Co., 
Philadelphia, Pa.—Industrial Distribu 
tion, August 1948. 
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PRODUCTS OF 


RAINBOW V-BELTS 
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UNITED STATES 
RUBBER COMPANY 
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You’ll make your customers happy by sup- 
plying them with “K” fittings. The threads are straight, 
full, and perfect. They take hold easily because the cham- 
fer in the opening guides the pipe thread in. 

Yep! It’s a pleasure to work with “K”’ fittings . . . a sat- 
isfaction, too, to be sure there won’t be any leaks from 
bad joints or sand holes or cold checks. 

“K” fittings are precision-cast, precision-machined, pre- 


cision-inspected. Supply ’em to your customers. 


THE LINE INCLUDES: 


@ Standard and Extra Heavy @ Standard and Extra Heavy 
Cast-Iron Screwed Fittings Companion Flanges 


@ Standard Flanged Cast Fittings @ Drainage Fittings 


PRECISION FITTINGS 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


COMBINED SALES FACILITIES at Malleable 
Iron Fittings Company, Branford, Conn., and 
Kuhns Bros. Co., Dayton, Ohio. 
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Bronze Gate Valves 
Of 150 Ib. Steam Pressure 
And Largely Interchangeable 


Designed to meet specific needs and 
preferences of valve users, a new line 
of 150 Ib. S. P. bronze gate valves 


| are made in three types: Fig. 2150, 


where the flexibility of the double 


disc valve is desired; Fig. 2151, for 


use where the solid disc is an ad- 


| vantage, as in food processing plants 
and handling gummy substances; and 


Fig. 2153, a non-rising stem type for 


| use where head room is restricted. All 


of the valves are equipped with the 
manufacturer’s exclusive patented al- 
loy stem, which has shown remarkable 
resistance to wear, and is said to mini- 
mize stem thread failures. The three 
types of valves in the new line are 


| largely interchangeable-—The Lunken- 


heimer Co., Cincinnati, Ohio.—TIn- 


| dustrial Distribution, August 1948. 

















Vise Pliers 


Offer Hand-Vise, Wrench 
Clamp And Pliers In One Tool 


| An exclusive new type of finger tip 


release, new jaw construction and 
double action adjusting screw are 
among the features of a new kind of 
vise pliers called “Gripso”. The tool 
may be adjusted quickly for ratchet 
or plier action, to lock and release all 
with one hand, making it easily adapt- 
able for use as a pliers, hand vise, nut 
wrench, pipe wrench or clamp and es- 
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NEW FEATUREs 
NEW SELLING 9S 
4 











The new redesigned Porter Cutters are better 
in 15 different ways. They are not just “‘dolled-up” 
or refined in one or two details, but are 100% 
redesigned from handle tip to cutting jaws. They 
are stronger and better balanced. Curved toe-in 
handles decrease armspread and wrist bend 
— assuring an easier pull, a stronger pull 
Palm-fit grip. These and other improve- 
ments add up to an engineering triumph 
—a tremendous advance in design and 


quality. / ; 
TER! 7 | POWER 


WER 
OR T. E LINE 


Y AAS THE PROFIT 
1: 


H. K. PORTER, INC., 77 Foley St., Se, Mass, 























































































TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover— 





nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 
paramount importance. 

For 144 years, Fitler has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 

Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 





Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope since 1804 






















| ‘Seid theeagh Leading Jebhers 
| Send for FREE Industrial Crayon Guide 






PAINTMARX 
for permanency 


On any surface 





Metal 
Wood 
Glass 
Rubber 
Leather 


Use 
Paintmarx 
wherever a 
durable mark 
is indicated. 


@ Weatherproof 
@ Will not rub off 









@ Easy to use 
®@ Big, husky sticks 


@ Out-modes messy 
paint pots 


NEW YORK e@ CHICAGO e@ LOS ANGELES @ SAN FRANCISCO | Dept. ML-37 


NEW ORLEANS @ HOUSTON @ PORTLAND 
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INDUSTRIAL TRUCK 
CASTERS AND WHEELS 


"Floating-Hub” Shock Absorber 


An 


CASTERS FOR EVERY NEED 
Bassick truck casters include more 
than 500 standard sizes and types. 
The world’s most complete. line, 
Bassick also offers over 5,000 
different casters and glides for 
maximum floor protection and 
easy mobility of furniture, office 
chairs and other equipment. Bring 
your mobility problem to caster 
headquarters. THE BASSICK 
COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Cor- 
poration. Canadian Division: 
Stewart-Warner-Alemite Corpo- 
ration, Ltd., Belleville, Ontario. 


Bassick 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 





Advertising 
To Build 


BUSINESS 
for YOU 


we SATURDAY EVENING 
Tt 


Bassick’s 
Advertising 
Program 

In The. 
SATURDAY 
EVENING 3 
POST Puts 3,800,000 “Salesmen”. 
To Work Selling Casters Fc 


Bassick Distribu 


be ae 


To help you sell more casters, 
Bassick is running a complete adver- 
tising campaign in the SATURDAY 
EVENING POST, as well as in leading 
industrial publications. The POST’s 
3,800,000 copies are read by 6,200,000 
men including many of your best pros- 
pects. Also, its tremendous prestige 
among its readers helps build demand 
among industrial and commercial users 
for Bassick casters. 

The POST’s tremendous pulling 
power is proved by a 1947 survey 
which showed it FIRST in dollar vol- 
ume of advertising of ‘‘ Manufacturer's 
Materials and Parts’’ and ‘‘Machinery 
and Equipment’’. 

Be sure you have casters in stock to 
properly serve your customers’ 
needs. THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. 

Division of Stewart- el 
Warner Corp. Canadian 7 
Division: Stewart-Warner- 7K v 
Alemite Corporation, Ltd., & 
Belleville, Ontario 





pecially useful in hard-to-get-at-places. 
The new tool is said to have gripping 
range from light pressure to over a 
ton and the new finger tip release, 
which enables the user to unlock the 
pliers from any position with one fin- 
ger, was designed to save time, save 





knuckles from being bruised by han- 
| dles leaping apart, and place complete 
| control of the tool in one hand. New 
| jaw construction is said to double the 
| resistance to side twist—H. R. Bas- 
| ford Co., San Francisco, Calif.—In- 
_ dustrial Distribution, August 1948. 














Sheet Feeding Table 


Of Double Cylinder Type 
And 10,000 Lb. Capacity 


Two vertical hydraulic cylinders are 
synchronized by a toggle lever arrange- 
ment to give faster and more constant 
elevating speed in a new design of the 
manufacturer’s standard 10,000 Ib. 
capacity portable hydraulic sheet feed- 
ing table. Of the double cylinder type, 
the table top remains level at all times, 
even under off center loads. The plat- 
form is 36-in. wide by 96-in. long. 
The lowered height is 22-in. the ele- 
vated height, 34-in. The table is 
equipped with a two-speed foot pump 
and 5 ft. of hydraulic hose.—Lyon- 
Raymond Corp., Greene, N. Y.—In- 
dustrial Distribution, August 1948. 





| 


Snagging Grinder 
A Two-In-One Machine 
With Independent Operation 


Each operator is entirely independent 
of the other when using a two-in-one 
machine, the No. 35 twin-motor in- 
finitely variable speed snagging grinder, 
completely redesigned. One side of the 
machine may be stationary while the 
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SE LL the Handy 


Ys" Junior 


FOR LIGHT, 
INTERMITTENT 
DRILLING 


The Van Dorn 14” Junior 
Drill is an ideal Drill for 
the tool kit in mainte- 
nance work; automotive 
shops; electrical, carpen- 
try, plumbing and cabinet 
work . . . wherever an 
occasional hole must be 
drilled. It has a general- 
purpose spindle speed for 
driving all types of carbon 
steel and high speed bits. 
It is especially recom- 
mended where the amount 
of drilling to be done indi- 
cates the need for an 
intermittent service tool. 


VAN DORN 
has a DRILL 





. > 
Selling the Correct One for Each Job 
Builds Your Reputation and Sales Volume 


To insure your acceptance as a tooling expert and to give customers 
long, productive drilling service, it pays to sell Drills to fit your 
customers’ jobs . . . not according to price! That's why Van Dorn 
builds such a complete line of Drills. For example, the End Handle 
Drills described on this page include FOUR 14” models. They range 
in features and price from the 1%” Junior Drill to the %4” Heavy-Duty 
Drill because each is designed for a particular application, requiring 
different standards of Drill construction. Remember: satisfied customers 
are your biggest asset! So help them choose the correct Drills for their 
jobs from the big, complete Van Dorn Drill Line. It's the sound, 
sensible way to build sales and profits that will stand up year after 
year! The Van Dorn Electric Tool Co., 717 Joppa Road, Towson 4, Md. 








SE LL the famous 
““HOLGUN” 


FOR REGULAR PRODUC- 
TION AND DRILLING IN 
RESTRICTED SPACE 


The Van Dorn 4” HOL- 
GUN* is a compact, light- 
weight “handful of 
power,” especially suited 
for operation with one 
hand. This makes it ideal 
for drilling in awkward 
positions or in overhead 
maintenance work, where 
the operator must have 
one hand free. It is avail- 
able in a wide range of 
spindle speeds for all 
kinds of production drill- 
ing. It is especially popu- 
lar for light gage metal 
assemblies. 


“Trade Mark Reg. U. S. Pat. Off. 


FOR POWER SPECIFY 


SELL the %" Standard 


OR MAINTENANCE AND MEDIUM PRODUCTION DRILLING 


The Van Dorn '/4,” Standard Electric Drill (shown) has a little 
more power than the HOLGUN and is built with heavier castings 
to withstand rougher use in general plant maintenance. The line 
also includes a 3/g” Standard Drill with extra chuck capacity so 
often needed in a general-purpose drill. Because of its lower spindle 
speed, the 3” Drill is also recommended for driving the smaller 
sizes of Hole Saws. 


(DIV. OF BLACK & DECKER MFG. CO. ) 


SELL the %’ Heavy-Duty 
FOR HEAVIEST, CONTINUOUS PRODUCTION DRILLING 


When Van Dorn calls a Drill “Heavy-Duty,” it means just that! 
The '!/,” Heavy-Duty (shown) and 5” Heavy-Duty Electric Drills 
are designed for the heaviest kind of production and maintenance 
drilling. Their castings are unusually husky. They have even more 
power than the Standard Drills to insure a high production rate 
and are equipped with adequate ball-bearings for most severe load 
conditions. The 54” Heavy-Duty Drill is geared for a lower speed 
and increased load capacity, and has been a favorite for years 
with body builders. 
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PRESTO UNIVERSAL 
BACK STAND IDLERS 
ALSO AVAILABLE 

















‘ FOR FLOOR MOUNTING 


ae 


F Manderscheid ise 


COMPANY 


S10 FULTON SitReeT 
CHICAGO 7, ILLINOIS 


SE thas 


Distributors Find This Back Stand 
Meets Industrial Requirements 


Here’s real convenience and economy ... the. 
Presto Back Stand Idler will fit most available : 
space ... and is adjustable to run close to 
equipment with a short abrasive belt or to 
extend to use a standard 168” abrasive belt 
« . . depending upon your requirements. This 
adjustment can be made quickly without mov- 
ing the base. 


The Presto Back Stand Idler is of sturdy, all- 
steel, vibration-free construction . . . equipped 
with double-sealed precision ball bearings. It 
can be changed easily from right to left by 
loosening two set screws and reversing shaft. 
Adjustable belt tension is maintained by six 
leaf-type springs. You'll find its initial cost 
very economical and its performance is “tops”. 
Send today for complete descriptive literature. 


SELECTIVE DISTRIBUTORSHIPS 
AVAILABLE 


The Manderscheid line of metal finishing 
supplies and equipment offers to Indus- 
trial Distributors an opportunity for addi- 
tional profitable volume—a number of 
territories open. Write for complete in- 
formation. 


AC ND ID NTA WHE TUBE POLISHING MACHINE 
. c es UBE 
BACKSTAN LER 


. BUFFING WHEEL RAKES + POLISHING WHEEL BUSHINGS + 


NG LATHE WRENCHES, FLANGES, CQLLARS & NUTS + SCREW POINTS + 


Y TROUGHS + BALANCE WEIGHTS & WAYS + TUBE SUPPORT STAND - 


@ METAL FINISHING SUPPLIES AND EQUIPMENT e 
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other wheel is operating; one side may 


| be operated with a wheel differing in 
diameter to the other side; but each 


wheel is operated at its correct and 


| efficient peripheral speed. The “No. 


35” has two independent spindles, two 
74 hp motors, two magnetic starters, 
two start-stop push button stations, 
two shaft locks for use in changing 
wheels, two infinitely variable speed 


| drives, two hand wheel speed controls, 


two interlocking arrangements to pre- 
vent over-speeding of the grinding 
wheels.—The Standard Electrical Tool 
Co., Cincinnati 4, Ohio.—Industrial 
Distribution, August 1948. 














Drill Press Vise 


Can Be Used As Well 
On Millers, Grinders, etc. 


A new drill press vise has jaws 3-in. 
wide, opens 3-in. and depth of jaws is 
l4-in. The vise has removable steel 
jaws, acme thread screw for tighten- 
ing. It is provided with side lugs for 
convenience in bolting to machine 
tables, and is recommended for use on 
drill presses, milling machines, grind- 
ers and other machines. The vise is 
accurately machined of semi-steel grey- 
iron castings and is known as No. 320. 
—Chicago Tool & Eng. Co., Chicago 
17, I1].—Industrial Distribution, Au- 
gust 1948. 


Threadless Bronze Fittings 


For 150 Lb. Steam Pressure 
At 450 Degrees F., Etc. 


Threadless bronze pipe fittings, for 
brazing to I. P. S. brass or copper base 








AT 


Can meet your 
need for 


PROMPT SHIPMENT 


of all types and 
sizes of 


FLEXIBLE 
METAL HOSE 


By making “ATLANTIC” your 
source of supply you are as- 
sured of being able to furnish 
your customers with their re- 
quirements from a complete 
line. 


Atlantic Flexible Metal Hose is 
available in a full range of 
sizes for the highest pressures. 
You can sell “ATLANTIC” for 
a wide range of services such 
as for handling steam, hot and 
cold oils, tar, asphalt, chemi- 
cals, compressed air, etc. 


The experience of distributors 
who make “ATLANTIC” their 
source of supply is that this 
line is a profitable one to sell 
and offer an attractive repeat 
order business. 


Be sure you have our latest 
catalog and pricing schedule. 


ATLANTIC 
METAL HOSE CO. 


104 West 64th St. 
NEW YORK 23, N. Y. 





@ MORGAN VISES fit into any sales plan 
. . . they are nationally-known and used... . 
55 years of exacting d 
and guarantee every vise that leaves our plant. 
Prompt attention to orders and we urge users 


Zach 
Ture rec 





MORGAN «= VISES 


Backbone of a Successful Business 
FOR DISTRIBUTORS eee 


, to buy through their local distributor. Let us 


send all details on our complete line . . . 
machinists bench . combination pipe . sheet 
metal workers . woodworking . quick action . 
solid nut continuous screw. 








MORGAN VISE CO, 1-120. serrasovsr. CHICAGO 6, ILL. 








A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better weided chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN CO. 
1819 NO. BELMONT AVE. 





CHICAGO 13, ILL. 
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88% easier 


~ SIMPLEX 


ae eae 


is non-slip; 
corrugated 
for safety. 


SINGLE 
BALL 
floats cap 
9 degrees; 
gives 88% 
easier lifting. 


seen 


FLARED 
BASE 
of tough, 
malleable iron 
for extra 
stability. 


( | 


PEEPHOLE 
eliminates 
measuring. 


WRITE TODAY FOR COMPLETE INFORMATION 
ON PRICES, DISCOUNTS, SALES HELPS! 


Simplex 
LEVER - SCREW - HYDRAULIC 


Jacks 


Let your customers see what 
Simplex Screw Jacks can do 
for them... how much safer, 
easier lifting they provide 
on heavy-duty industrial and 
construction jacking. 


Then you'll discover how 
much easier it is to boost 


jack sales and profits with | 
SIMPLEX. These screw jacks | 


employ a single chrome- 
moly ball nested under the 
drop forged steel cap that 
actually reduces friction 
88%—one of many exclusive 
Simplex features that makes 
your selling job easy! 


You can offer a complete 
line: 21 models with 4-Way 
Head, capacities from 10 to 
24 tons; 10 models with 
Ratchet Type Head for close 
quarter operation, capacities 
20 or 24 tons. 


Act now! Put yourself 
ahead with Simplex, the 


best known name in jacks... | 


and best bet for those who 


want "the low cost of lifting.” | })le shaft machines, to be known as 


| “Lightnings,” is intended for use by 
| repair shops, welding and sheet metal 


TEMPLETON, KENLY & CO. 


1036 South Central Avenue, Chicago 44, Illinois 
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| scaffolds. 


alloy tubing or pipe, are said to make 
possible a es system as strong 
as the pipe itself. The fittings are ap- 
plicable for 150 Ib. working steam 
pressure lines at 450-deg. F., or 300 
Ib. non-shock cold water, oil, or gas 
lines. The fittings have the same wall 
thickness and center-to-end dimensions 
as standard bronze fittings and can ‘be 
used with thin-wall brass, copper pipe 
or tubing. Since there is no loss of 
wall thickness by threading, the manu- 
facturer points out, the full strength 
of the pipe wall is utilized. Interior 
design of the fitting also tends to 
reduce turbulence.—Stanley G. Flayg 
& Co., Inc., Philadelphia, Pa—Indus- 


| trial Distribution, August 1948. 


Safety Jack Support 


For Bridge Construction 
And General Industrial Use 


Aluminum alloy safety jack supports 
for bridge construction and general 
industrial use have been designed 
specifically to replace wooden wedge 
supports and have a two-way upright 


| or inverted use. Designated as No, 


JS-1, the new jack support features 
scientific designing for proper weight 
distribution. Weight of the jack it- 
self is only 83 lbs. and this, together 
with its ease of placement, is said to 
make it especially adaptable on high 
Specifications _ include: 
height, 15-in., platform size, 7 by 10- 
inches.—Templeton, Kenly & Co., 
Chicago 44.—Industrial Distribution, 
August 1948. 


Flexible Shaft Machines 


For Light-Duty And Portable 
They‘re For Repair Shops, Etc. 


A new line of light-duty portable flexi- 


workers, tire shops, etc. It comprises 
both $ hp. and 4 hp. 110 volt, AC 60 
cycle, single phase motors, with speeds 
of 1725 and 3450 rpm. The motors 
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aS . PENNSYLVANIA 
; MBERSBURG * PENNS* 
5 COMPANY - CHAMBERSBUR ® Onn 
7? B. wood S SON: » Fauipment &ngil ¢ 





Te 


72 pages of helpful descriptive matter and engineering data on Wood's 
Shafting, Collars and Couplings, Hangers and Girder Clamps, Babbitted 
Bearings and Pillow Blocks, Base Plates and Floor Stands, and Cast Iron 


Pulleys. Write, on your business letterhead, please, for your free copy. 


B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 
notors 
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4 i= W/ Gs are mounted on a high pedestal con- 
ie " anda venient for both bench work and shop 
use. The pedestal rides on an all-stec! 
base with free-swinging casters, mak- 
ing the machine readily portable. Both 
size motors are equipped either with 
5-ft. or 6-ft. flexible shafts of ruggcd 
construction, each with a @-in. dia. 
core in a #é-in. casing—Stow Mfz. 
Co., Binghamton, N. Y.—Industri:l 
Distribution, August 1948. 











Walk right in, Mister! They know you! It doesn’t matter 
that you've never been here before. You're selling Lamson 
& Sessions products, aren't you? That's your pass through 
many a strange doorway. 








Yes, men who buy for Industry know Lamson & Sessions 
well. They have for many years. Lamson is always talking 
to them—and selling them— through the medium of the 
leading trade publications. A great deal of your sales story 
has already been spoken— many prospects have already 
been “sold”. The way for you is paved, and they're ready 
to sign on that dotted line. 


This doesn’t mean that prospects are “push-overs”. They 


want the story from you, too. They want that personal Steel-Wood Shelving 


touch that’s so important. And don’t forget—you have the 
order blank! 


You're no stranger when you mention Lamson & Sessions, 
so remember to mention it often. It will help you sell 


No Bolts Or Nuts 
Yet Easy To Adjust 


your other lines, too. 2 
All upright members of a new line of 
THE LAMSON & SESSIONS COMPANY steel-wood shelving are steel, and every 
General Offices: 1971 West 85th St. » Cleveland 2, Ohio wood shelf is steel reinforced. The 

Plants at Cleveland and Kent, Ohio * Birmingham * Chicago shelves are hardwood. Quick and easy 
shelf adjustment is assured, according 
to the manufacturer, with the shelf 
clip and stud, eliminating bolts or nuts. 
In addition to ease of setup, dismantle- 
ment or rearrangement, the shelving is 
strong and safe, rigid and free standing, 
and requires no bracing to the walls or 
to the ceiling—Lyon Metal Products, 
Aurora, Ill—Industrial Distribution. 
August 1948. 


LAMSON 2 SESSIONS — 
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INDUSTRIAL DISTRIBUTORS: This advertise- 
ment is appearing in leading metal working 
and industrial magazines. Capitalize on it by 
showing your customers how Atkins “Silver 
Steel” Powersaw Blades cut the cost of 
cutting metal. 

















ATKINS “Siluer Sleel” Hand Hacksaw Blades 
2 “a ° 4 . . . 

The Atkins Curled-Chip Tooth form, with its inward The blade that takes the “hack’’ out of hacksawing. 

curved face, actually lifts the chip free in a smooth, Fast-cutting, easy to work with. Made of “Silver Steel”, 


° ° ° a ° with tough rugged teeth that hold up without break- 
continuous curling motion. Tooth-dulling heat and ing or dulling for many cuts through toughest 

















power-wasting friction are reduced to a minimum. metals. Ask for the blades with the “Blue Ends”. 
In addition, these blades are made of Atkins own 
+ Nuts special analysis “Silver Steel” — the steel that was ATKINS. * a 
Adjust developed to take an edge and hold it through rec- dial gh Gee New Bed se | 
has of ord cutting periods and consistently heavier feeds. ; — — 
d every 
The 
id easy 
ording YY 40 SA 
e shelf 
yr nuts. 
nantle- 
ving gE. ¢. AVRORS | Aue COMPANY 
nding, 402 S. illinois St ewe indianapolis 9, Indiana 
valls or Branch Fostery: Portions, Oregon “ATKINS ALWAYS ANEAB” 
oducts, Atlanta © Chicago ¢ New Orleans © New York © San Francisco 
bution, 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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Chisels, punches, drills, nippers, screw drivers, staple pullers, 
and many other fine tools proudly bear the name DASCO. 
They are good tools... quality built, smoothly finished and 
individually numbered for easy re-ordering. 


SOLD BY 
LEADING 
JOBBERS 





rowged Yatud lools 


DAMASCUS STEEL PRODUCTS CORP. « ROCKFORD, ILL. 








CALDER DRESSERS and CUTTERS 


A Dresser Size for Every Job 


SOLD ONLY THRU DISTRIBUTORS 


® Tool Steel Cutters 


® Dresser has Right and Left 
hardened Threaded Bushings 


® Extra Dresser Weight 
Easy to Sell... 
| Everyone Likes Them 
Also a Fine Line of Guaranteed 
| Diamond Dressing Tools 


CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 
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Sturdy BUFFALO solid-woven cotton 
belting impregnated with neoprene syn- 
thetic or natural latex has a snap and wear- 
resistance that make it the ideal belting for 
cannery service. 


This fine-quality BUFFALO belt is 
especially designed for conveying vege- 
tables, fruits and other food products where 
moisture is prevalent. Acids which attack 
ordinary cotton belting have no destructive 
effect on BUFFALO Latex Canner’s Con- 
veyor Belting. 


Other BUFFALO Latex features are: 

1) No seams to split 
—no plies to sepa- 
rate 2) Maximum 
pliability 3) High 
tensile strength 4) 
Odorless 5) Low 
operating cost. 


Other Buffalo Weaving and Belting Com- 
pany products including: Plastex Belting 
e RF & C (rubber-covered) Belting 
Solid Woven Cotton Belting e Glazed 
(nitro-cellulose coated) Belting. 


BUFFALO 


WEAVING & BELTING CO. 
209 Chandler Street 

Chicago * Buffalo 7, N.Y. ©:New York 

Detroit e Philadelphia « San Francisco 
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Sales Meeting Programs 
Need Planning 


(Continued from page 95) 





with a joint meeting of outside and 
inside staffs, ‘This joint session lasted 
an hour and a quarter. Mr. Sins made 
the opening remarks and introduced 
Mr. Hilbert. The latter discussed the 
aims of the conference, the company’s 
policies and divers problems of supply. 
Other speakers were G. F. Souderes, 
secretary in charge of warehousing and 
shipping; A. P. Spaar, credit manager, 
and A. J. Steckman, manager of the 
tire department. Each of these speak- 
ers talked on problems, practices and 
developments in his respective depart- 
ment as they affected, or were affected 
by. sales activities in general. 

* Following this session, there was 
a recess of 15 minutes. Each group 
then reassembled in the meeting room 
assigned to it. A separate time-table 
of speakers was scheduled for each 
group, the talks varying in duration 
from 15 minutes to two and a half 
hours. 


Speakers and Subjects 


The speakers and their subjects, in- | 
cluded: A. R. Born, machine tools and | 


woodworking equipment; Joseph A. 


Miller, steel construction products and | 


Tempotool; W. J. Smith, marine sup- 
plies and cordage; R. A. Lapeyronnie, 
steam and mechanical rubber goods; A. 
C. Porter, welding and safety equip- 
ment; W. W. Messersmith, iron and 
steel products; FE. L. Koeniger, paints 
and roofing; A. P. Texada, mechanical 
equipment; J. M. Soniat, major appli- 
ances; J. M. McReavy, power transmis- 
sion; H. G. Crossen, safety equipment; 
J. J. Stinson, construction machinery 
and contracting equipment; D. P. Tay- 
lor, electrical goods and ILG products; 
L. W. Allen, hardware and plumbing; 
L. B. Williams, general hardware, 
specialty and sporting goods. 

Each day of the conference, both 
sections adjourned for an hour and a 
half for lunch and then resumed their 
separate programs in the afternoon. 
The afternoon session of the industrial 
and specialty men had a recess of 15 
minutes because there were eight 
speakers on the program. The store- 
men’s session, at which only three 
speakers were scheduled, continued un- 
interruptedly to adjourn at 5:30 p. m. 

The second day’s session opened 
with another joint meeting at which 
John Hubbard, district manager, made 
the opening talk and was followed bv 
Mr. McReavy on power transmission 
fundamentals. This was followed by a 








Are You Signing up 
New Members 


“tw Lin (0) Club 2 
| = 


/BUFFALO/ 


bettes-bucl 


Here are the “by-laws”: Next to having no fire-fighting equipment is 
not having enough. A small fire can leap to destructive size during the 
crucial moments it takes to bring an extinguisher from one department 
or room or floor to another. Approved protective practice calls for no 
point to be further than 50 UNOBSTRUCTED feet from a dependable 
fire extinguisher. 

So every time you get a prospect to double-check his fire-fighting 
equipment and order enough Buffalo better-built. Fire Extinguishers 
to arrive at this approved protection, you have another member in the 
“1 in 50” Club. How about going out and signing up a few new 
members right now? 


Buffalo better-built Fire 

Extinguishers are sold thru 

better mill supply houses. A BUFFALO FIRE APPLIANCE 
few territories are still open. CORPORATION 

Why not write us? DAYTQN 1, OHIO 
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Enables your custome 
ers to save over 50% 
on acetylene costs. 
Eliminates the trouble 
and cost of chang- 
ing cylinders in the 
middle of a job. This 
is a “wanted” item 
by large industrial 
gas users...a prof- 
itable one for you! 


Provides increased welding speed, 
improved weld quality, low oper- 
ating cost. Speeds are 30% greater 
.-. Operating costs are 50% less than 
comparable D-C welding. These are 
features your customers want today! 


New BURDOX ThriftiPaks of Welding Rods 


For extra profit and extra ease for distributors who 
handle welding rod. Three different types of gas 
welding rod in the wanted sizes are now available 
to you in handy packages. Easy to handle, easy to 
ship, easy to sell. In 2% pound and 5 pound cartons. 


Welding Cable Goggles and Spectacles 





Welding or Cutting Outfits 


THE BURDOX 


Welding & Cutting Outfits ° 





Welding & Cutting Torches 


LINE INCLUDES 


Brazing Rods ° Lead Burning Outfits «+ 
Tools * Regulators and Torches * Cutting Machines * Pressure Gauges * Acetylene 
Generators * Hose and Hose Connections * Manifolds ¢* Electrode Holders * Protec- 
tive Clothing * Applicator Bars * Wedges and Wedge Bars » _Lenses 
* Fluxes * Goggles * Welding Rods * Face-Shields * Cable + Soldering and 
Brazing Outfits * Helmets. 


Weld Cleaning 


Cylinder Trucks ° 
Lighters ° 
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recess and the two separate prograins 
were resumed as the day before. The 
afternoon session of the industrial and 
specialty men was conducted in the 
new warchouse where construction ma- 
chinery and contracting equipment 
was stored. 

A joint meeting at 4:30 p. m., was 
featured by a summation and outline 
of future activity by Mr. Sins, bring- 
ing the two-day conference to a close, 

The most frequently held meetings 
are those held on products for stoxe- 
men. These are held every six or eight 
wecks. Subjects for these meetings are 
inexhaustible. Although department 
| heads suggest products as subjects, Mr, 
| Sins checks sales analysis data on pre- 
| vious performance for department, and 
| inventory records for movement be- 
fore selecting the product. This in- 
sures centering attention on products 
| that need it most. 
| Preparation for the meeting includes 
selecting the speaker, which can be a 
department or manufacturer’s mai, 
setting the date, the time, the place 
and arranging the props, such is 
charts, boards, motion picture or still 
projectors, etc. 











New Products Meetings 


Scparate meetings on new products 
| and specialties are held because of tlic 
| different approaches used by outside 

salesmen and inside men discussing 
products. ‘The preparation of these 
meetings is the same as for product 
| mectings for storemen. ‘The meetings 
‘are less frequent than product mect- 
| ings, being determined by the number 
of new products taken on or a demon- 
strated need for more knowledge about 
a specialty as revealed by sales figures. 
| The spacing of these meetings al- 
|lows for attendance at manufacturers’ 
plants and schools. No set schedule 
can be arranged for such trips as they 
must be taken when convenient to 
the manufacturer, distributor and sales- 
'man. However, since these trips are 
arranged well in advance, there is lit- 
tle inconvenience in arranging them. 

The results of the conference .and 
/meetings are checked in the sales an- 
‘alysis data furnished each month to 
/management. Sales are analyzed by 
departments, each department repre- 
senting a major classification of prod- 
ucts. The sales also are broken down, 
'salesmen by departments along with 
| cost figures for evaluation of lines, of 
salesmen’s performance and depart 
mental performance. 

At the end of each month, cach 
salesman receives a printed standing 
sheet. ‘This recapitulation shows his 
sales standing in each department, his 
total sales for the month and total 
sales for the corresponding month of 
the previous year. 
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Modern industry rates Williams Superior Carbon Steel 
Wrenches first choice for true operating economy. 
Forged from carbon steel and specially processed 
to exacting specifications, these wrenches are sub- 
stantially twice as strong as old-fashioned carbon 
steel wrenches. Available in a complete line to meet 
EVERY wrench requirement, they are the practical 
and economical choice for industrial service. 


(This standard signature appears in all Williams advertising) 


Laue Bs : me 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. QRsteibulors Everywhone 
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For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 


A good production tool. Has every- 
thing—speed, power, versatility and 


pencil-point precision. 


Constantly 


cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 


pounds, 842” long, 20,000 
r.p.m. $31.50. In wood 
carrying case with acces- 
sories $42.50 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


\HANDEE | 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-rreach places to make repairs on ma- 


chinery. Weighs 12 oz. 
25,000 r.p.m. 


6" 
With 7 accessories $20.50. 


long. 


Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 509 of finest quality—all made 


in our own plant. 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 


Irom these reports, Mr. Sins can 


_ gage the effect of sales meetings by 
comparing each salesman’s sales fig. 





ures, standing in total sales and stand- 
ing in department sales with figures 
and standings for previous months and 
previous years. The sheet also shows 
the departmental positions in sales 
which enables Mr. Sins to determine 
what department’s products can be 
emphasized in future meetings. 

By following the schedule, Mr. Sins 
assures a steady flow of information 
and sales help to each branch of the 
sales staff. The members understand 
that the plan represents the minimum 
requirements of the company’s sales 
promotion program and respond with 
cooperation. 





Know the Answers 
to quiz on page 118 





.(c) balata, vegetable castor oil; 
(d) camel’s hair, impregnating 
compounds, periodically renewed; 
(a) oak-tanned waterproof leath- 
er; commercial castor oil; (b) rub- 
ber belting, vegetable or linseed 
oils. 


.To deliver more horsepower and 
increase belt life. 


.Either. Results may be better 
when the dressing is somewhat 
warm. 


4.Stick dressings are dressings in 
stick form, used to cut down slip- 
page. 

5. Sticks are used on the under sur- 
face of belting. 


6.It’s true. The stick, generally, 
gives only momentary lubrication, 
but does add gripping power. 


7. Belt dressings may be beef tallow, 
stearine, vegetable oils and fish 
oil. 

8. Belts never should be dressed with 
rosins, mineral oils or waxes, no 
matter what the emergency. 


9. Apply dressings while the belt is 
standing still. 


| 10. Rubber belts cannot be lubricated, 


inasmuch as no dressing can get 
down to the fibers. At most, only 
the surface can be treated, and 
there are some dressings in stick 
and liquid form which are recom- 
mended by the manufacturer for 
use on rubber belting. 


. Under normal conditions, belting 
should be dressed once a month. 


1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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NAVALON is stronger 
because it’s made of 
>» nature’s strongest fiber 


AVALON IS GOOD NEWS for you and your customers 
... because it is made of RAMIE, the strongest of all 





natural fibers...the fiber that actually becomes stronger 


when wet. 


JOHNS -MANVILLE 


PRODUCTS 


Johns-Manville 





GOOD NEWS because Navalon’s inherently 
tough characteristics make it highly rot-resistant. 
Navalon, therefore, performs outstandingly in 
service against fresh or salt water, brine, cold 
oil, and many other liquids. 


GOOD NEWS because Navalon is abrasive- 
free . . . contains more lubricant... and retains 
more lubricant in service. Thus, Navalon reduces 
shaft wear to a minimum —is ideal for tough 
service on pumps, elevators, accumulators, 
presses and reciprocating rods. 


GOOD NEWS because Navalon is a new sales 
leader added to the J-M packing line to help 
you introduce J-M packings to new customers 
... to help you serve regular customers more 
effectively. Write, for prices and delivery in- 
formation, to Johns-Manville, Box 290, New 
York 16, New York. 
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. It’s true they have been used for 
A P LU that purpose—but they are 


not intended: to do so except 
momentarily. 


. Because the object of using belt 
dressings in liquid form is to lu- 
bricate the fibers, obviously they 
should be applied sparingly, to 
achieve lubrication, but avoid slip- 
page. 

. True. 


. That’s false. Question 14 should 
have given you the cue. Leather 
belts at delivery are dressed and, 
as pointed out earlier, that dress- 
ing is good for some time under 
normal conditions. 


. The proper order is: (1) Clean, 
or, if necessary, scrape any oil or 
grit from the belt surface. (2) 
Scrub the belt outdoors with car- 
_ bon tet and unleaded gasoline. 

Ps r Seno er . 
For better rubberized Work Gloves, look for the HOOD (3) Wom your oe Senin it the 
~ direction of the lap joints to lay 
— ity since 1896. Styles to suit eve them, not lift them. (4) Allow 
Trade Mark—a sign of quality nies Y the belt to dry thoroughly. (5) 
requirement. Send for folder. Order from your jobber. After the cleaning, redress with 
the dressing recommended by the 

manufacturer. 


HOOD RUBBER CO., WATERTOWN, MASS. 7.Leather belting, when properly 


aictets . dressed, will be extremely flexible, 
A Division of the B. F. Goodrich Company because the fibers have been lu- 


bricated. It never will have a 
sticky surface. 


—_—_ 





.Separation of the ply, the belt 
sticking unduly to the pulley sur- 

DUAL PRIME CENTRIFUGAL face ae the etiroonh rd of 
lumps on the pulley surface all in- 
dicate belt dressing is long over- 
due. 


.That’s false. Mineral-retanned 
leather needs a different com. 
pound, due to the density of the 
structure. 


hee ant f Generally, leather belt dressin 
4 : .Generally, leather belt dressings 
belt—power models. (= 77 vé are applied to the outer surface. 
%* Sizes from 142” to | mS On occasion, a small amount ma\ 
10” _ ae be applied to the inner surface, or 
_— to the pulley surface, as when 

* Capacities from P > gen that surface is running very dry. 
3,000 to 200,000 : : 

gallons per hour 





Stepping Stones 
The outstanding features, plus unbeatable to Successful Selling 


strength, stamina and service built into CMC 

Pump models will attract and hold your custo- 

mers. You get quick sales and big profits with Reflections of a veteran sales-manager 
CMC. Write for Bulletin 1P-147 and details about culled from bulletins to his salesman. 
our Distributor plan. 


Enthusiasm is an absolute essen 

CONSTRUCTION MACHINERY Co. tial in selling. A great many men 
WATERLOO. IOWA start out full of it, but it drains awa\ 

; after only one or two discouraging 


- set-backs. Yet without it, the rea! 
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for e ® * * 
“- is New Electricaily-Driven Hyaraulic 
ept 
x i 
m . ump is PRE-SOLD tor You 
lu- ® 
hey 
to 
lip- 
EVERY PLANT AND SHOP WITH A 

e HAND-OPERATED PORTO-POWER WILL 

nd, WANT TO CONVERT TO POWER OPERATION 

. WITH THIS ECONOMICAL, SPEEDY UNIT 
der 

Yes, sir! There’s a red-hot, pre-sold market for this 

-_ outstanding Blackhawk Porto-Power Pump. Porto- 

5 Power owners and users being familiar with the versa- 

or tility and features of the hand-operated system will 

(2) immediately recognize the many additional cost-cutting 

car- and time-saving benefits offered by the new electrically- 

ine. driven P-182 Pump. 

the The P-182 has an amazing benefit story that'll win 

wed the hearts of Porto-Power prospects. It quickly and 

ay economically turns a hand-operated Porto-Power system 

low into power operation. This means easier operation, less 

(5) job-time, and increased output. 

ith There are even greater profit opportunities ahead — 

the the handy and portable P-182 is a natural for a Black- 


hawk Pipe-Bender and is adaptable for any hydraulic 
system. Here’s a real “profit package” for you and 
your Porto-Power owners and prospects. 

If you do not already have the new Blackhawk P-182 


rs bulletin — write today. ~Portg Powe 
> 4 A Product of BLACKHAWK MFG. CO., Dept. P1788  — 


Milwaukee 1, Wisconsin 


ae | 


¥ BLACKHAWS (4 
al 









































belt 
sur- 
of + * 3 ° 
in Blackhawk’s New Electrically-Driven Hydraulic Pump 
Y C W 
. Cuts Your Customers Costs ays 
cc 
om- 
the 
ngs P-182 IS ADAPTABLE TO ANY JOB. 
ce. 
nate Triples Ram Speed — Full ram travel is gained ; SS 
J with the P-182 in one-third the time it takes for RY Machinery 
, OF hand operation. This means a 6624% time sav- . . PN Lifting and 
hen ing in manhours alone, plus increased production. Pipe Bending ‘ ects 
Handles More Rams—One P-182 can _ be ai 
adapted to handle from 2 to 25 rams at one 
weit time. This means taster work and lower labor 
cost. This adaptability is particularly practical 
on production setups. 
Eliminates Fatigue — Fingertip control makes — 6 
the P-182 effortless to operate. This cuts iob Production Equipped for 
time, eliminates slow-downs due to fatigr 't » Work, etc. Measuring 
— works at top speed all day—turns out mo: vork,. 
ger 
an. # 
en / 
cn 
va\ \ 
ing 
‘eal 
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USERS’ REPORTS... 


When you make your rounds for selling 
Swiss-Pattern Files, stop off at “American- 
Swiss” file users. Ask their opinion of 
these fast-cutting, long-wearing precision 
tools. You’ll hear plenty of comments like 
those quoted above, which were sent us by 
enthusiastic tool and die makers and other 
craftsmen. 

The reports you hear will make you, 
too, enthusiastic about these superior 
Swiss-Pattern Files . . . will help you sell 
them wherever accurate, intricate, or fin- 
ishing filing work is to be done. 

Write for the “American Swiss” catalog, 
price list and full information. AS-151 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St., Elizabeth 1, N. J. 


Cmerican 
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motive power back of your sales effort 
is lacking. With or without it, you 
can say exactly the same thing, but 
the results will be quite different. 
On the other hand, over-enthusi- 
asm, developed by pressure and forced 
draft, is shallow and unconvincing. 
To be effective, enthusiasm must be 
based on honest conviction. 
Enthusiasm can be dimmed or 
killed entirely by various causes. There 
are people who are so constituted 
that they ride on the crest of the 


| wave at one minute, and descend to 


the bottom of the sea the next. Men 
of this type can’t make the grade in 
the selling game. You can’t boost 


| yourself into a state of enthusiasm. 


If you haven’t it to a reasonable ex- 
tent with regard to your business con- 
nection and the product you are sell- 


_ ing, you can’t attain it by trying to 
_ kick yourself into it. 


If you find that your enthusiasm is 
dying a natural death, or is being 


_ killed by some outside cause, try to 


correct the cause, or remove it, at 
once. For upon the degree of your 


©» | enthusiasm for your job will depend 


your success in it. 





DONUUAUONN NADA U ANNU NAUEE ENN nee 


SALES HELPS 
from 
MANUFACTURERS 


STAINLESS STEEL-—The fifth in its 
scries of booklets on the new role of 
stainless steel in various industries, 
entitled “Allegheny Metal in Chem- 
ical Processing,” presents up to the 
minute facts and figures on the sub- 
ject—Allegheny Ludlum Steel Corp., 
Pittsburgh 22, Pa. 





MATERIALS HANDLING—A tabu- 
lated summary of principal specifica- 
tions of fork-lift trucks, towing trac- 
tors and _ tructractor models is 
presented in a new 4-page condensed 
catalog. Dimensions, weights, capaci- 
ties, and turning radii are given for 
all models, both gas-powered and 
electric _ battery-powered.—Industrial 
Truck Division, Clark Equipment Co., 
Battle Creek, Mich. | 


WELDING EQUIPMENT-—and al- 
lied equipment data, together with 
an usual system of price-change list- 
ings which keeps distributors always 
up-to-the-minute on current quota- 
tions, are contained in an 84-page 
catalog (Form No. 24). The method 





of price listing is in loose-leaf binder 
form and was devised by E. L. Mathy, 
first vice-president of the company.— 
Victor Equipment Co., San Fran- 
cisco 7, Calif. 


MIDGET MILLS—A handy six-page 
pocket-size folder presents illustrated, 
descriptive and tabular information, 
including prices, on the company’s 
sround-from-the-solid midget mills of 
both high speed steel and cemented 
carbide.—Severance Tool Industries, 
Inc., Saginaw, Mich. 


PRODUCT INFORMATION-—and — 


Market Data on where the manufac- 
turer’s products are used, including 
belting, hose and miscellaneous prod- 
ucts, is contained in a handy 12-page 
brochure which may be bound in a 
looseleaf folder.—Thermoid Co., 
frenton, N. J. 


CELLOPHANE PACKAGING—The | 


manufacturer now encloses cach dia- 
mond impregnated grinding wheel 


dresser in a cellophane wrapper, to- | 
gether with a sheet of instructions | 
for the tool’s correct use and mainte- | 


nance. The cellophane bag is placed 
in a stiff cardboard box, treated to 
increase its resistance to oil and water. 


—Carboloy Co., Inc., Detroit 32, 


Mich. 


TRUCTRACTOR FILMS—New and 
economical applications of modern 
materials handling machines are 


shown by a series of films prepared | 
by—The Industrial Truck Division of | 
the Clark Equipment Co., Battle | 


Creek, Mich. 


CONVEYOR BELTING-—Transmis- 
sion belting and safety matting are 
described in detail in their functions 
and scope in a new, six-page, two- 
color circular replete with half-tones 


and line drawings.—Buckner Process | 


Co., Worcester 8, Mass. 


PALLET HANDLING-—A new two- 
colored 20-page bulletin on_pallet- 
system applications, hand lift and 
Worksaver pallet truck models, and 
recommended pallet design, describes 
and illustrates the subject—Philadel- 














SHELDON 


fam Precision Machine Tools 


No. 8000 
12" Shaper 


are needed 


These five tools con- 
stitute the leading 
line of moderate 
priced machine tools 
... tools your cus- 
tomers need fre- 
quently... tools you 
need to complete 
your power tool de- 
partment. 


WRITE FOR NEW 
G48 CATALOG 


No. TS 56 
T= 1114" Swing Lathe 
rn 


No. TU 1248P 
1314" Swing Lathe 
L44 
1014" Swing 


“SHELDON MACHINE CO. Inc 


ers of Sheldon Pre n Lathes * Milling Machimes * Shapers 
4232 N. KNOX AVENUE + CHICACO 41, ILLINOIS, USA. 
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Weinberg & McKee Compiled Catalogs 


ABRASIVE MACHINE & SUPPLY COMPANY 
Newark, New Jersey 
AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 
ALLEN SUPPLY COMPANY 
Cedar Rapids, lowa 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los Angeles, California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE ——_ ~~ COMPANY 
Om ebraska 
BALDWIN SUPPLY —” 
Charleston, West Vir 
BARRETT-CHRISTIE CO: MPANY 
Chicago, Illinois 
BA. HARDWARE COMPANY 
Joliet, Illinois 
WALTER R. CARR ~ me mal 
San Francisco, Calif 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indian 
CHICAGO a é SHAFTING COMPANY 
Chicago, Illin 
CLARK ARDWARE, COMPANY 
Jamestown, New York 
LEVELAND TOOL @ SUPPLY COMPANY 
Cleveland, Ohio 
COGGINS & OWENS COMPANY 
Baltimore, Maryland 
CRAMER HARDWARE COMPANY 
North Tonawanda, New York 
= mong 
ashington, D. C. 
R. C. DUNCAN — = 
Minneapolis, Minnes: 
— MACHINERY. 4 SUPPLY COMPANY 
Kansas City, M‘ssouri 
THE FAETH jg ne 
Kansas City, Misso 
FUCHS MACHINERY & "SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER a NY 
Salt Lake City, Utah 
GE oe endl —* COMPANY 
urg, K 
GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, Iowa 
ALBERT GUNTHER ~~. 
Baltimore, Maryland 
= F. HAL LOCK’ Socata) 
Derby, Connec 
HARPER FOUNDRY é MACHINE COMPANY 
Jackson, Mississi 
HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 
HARRIS PUMP & SUPPLY COMPANY 
Pittsburch, Pennsylvania 
SAMUEL HARRIS COMPANY 
Chicago, Illino’s 
HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 
HARTFIELD-HEALY \ seaiamnial 
mY New Yor 
AVEN SAW & TOOL COMPANY 
mf California 
— SUPPLY ~ sored 
mphis, Tenness 
HOUSCH INDUSTRIAL SUPPLY COMPANY 
Evansville, Ind‘a 
INDUSTRIAL SUPPLY COMPANY 
Richmond, Vircinia 
INDUSTRIAL SUPPLY COMPANY 
Salt Lake City, Utah 
IOWA MACHINERY SUPPLY COMPANY 
Des Moines. lowa 
JONES & AUERBACH, INC. 
Newark, New Jersey 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
M. D. LARKIN COMPANY 
Dayton, Ohio 
LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST yee md Conan 
Bridgeport, Connoctic 
MACHINERY & SUPPLY “COMPANY 
Kansas City, Miss 
MACHINERY SALES va ‘SUPPLY COMPANY 
Dallas, Texas 
MACHINISTS TOOL & SUPPLY COMPANY 
Los Angeles, California 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 


MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, California 

McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 

McJUNKIN SUPPLY ae gal 
Charleston, West Virg' 

MECHANICAL SUPPLIES ; COMPANY 
Cincinnati, Ohio 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

F. MEYER & — COMPANY 
Peoria, Illin 

MEYER SUPPLY rrr! 
Chicago, Illino 

MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 

MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 

MIZE SUPPLY COMPANY 
Waynesboro, Virginia 

MORRIS ABRAMS, INC. 
New York City, New York 

R. C. NEAL CO., INC. 
Buffalo, New York 

NEAL & BRINKER COMPANY 
New York City, New York 

W. S. NOTT COMPANY 
Minneapolis, Minnesota 

OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakland & San Francisco, Calif. 

PATRON TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New lersey 

PHILLIPS & —™ SUPPLY COMPANY 
Wichita, Kans 

PRODUCTION TOOL & SUPPLY COMPANY 
St. Louis, Missouri 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY MILAM, INC. 
Miami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee. Wiscons‘n 

STACY SUPPLY COMPANY 
Sorinafield, Massachusetts 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

STANDARD MACHINISTS _— COMPANY 
Pittsburch, Pennsylvani 

STANDARD-SHANNON SUPPLY COMPANY 
Philadelohia, Pennsylvani 

STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 

STAR MACHINERY COMPANY 
Seattle, Washinaton 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

STELLHORN COMPANY 
Tcledo, Ohio 

WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 

TAYLOR SUPPLY COMPANY 
Baltimore, Maryland 

TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 

GEO. S. THOMPSON, INC. 
El Paso. Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit. Michigan 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburch, Pennsylvania 

WARNER HARDWARE COMPANY 
Minneapolis, Minnesota 

J. M. WARREN & COMPANY 
Troy, New York 

WATKINS, INC. 
Wichita, Kansas 

W. T. WEAVER as 
Washington, D 

A. V. WIGGINS COMPANY 
Syracuse, New York 

J. a WING & —e 

Detroit, Mich 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, Californ‘a 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MOREE, Ive. 


610 W. VAN BUREN ST. 


CHIGAGO 7, ILL. 
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phia Division, Yale & Towne Mfg, 
Co. 


GRINDING WHEELS—High-speed 
grinding wheels used by steel mills, 
foundries and metal fabricating plants 
are detailed in a 28-page catalog and 
price list—U. S. Rubber Co., Ft. 
Wayne, Ind. 


PORTABLE SANDERS—The manu- 
facturer’s recommendations on the 
applications and operation of his port- 
able electric sander and portable air- 
driven sander are listed in a new § 
page brochure, along with the 17 
sander service depots in the U. S. and 
Canada.—Sterling Tool Products Co., 
Chicago 22, Ill. 


CARBIDE CUTTING TOOLS-Thc 
company’s complete line is illustrated 
and described in a new 60-page catia 
log No. 646 revised. Specification 
tables are provided to assist in selec 
tion of correct sizes and types of tool: 
—Wendt-Sonis Co., Hannibal, Mo. 


HIGH NICKEL ALLOYS-—A ne\ 
booklet, ‘66 Practical Ideas for Meta! 
Problems In Electrical Products,” has 
just been published, listing almosi 
100 service stories showing how elec 
trical manufacturers have used _higl 
nickel alloys. — The International 
Nickel Co., Inc., New York City. ° 


RUBBER O-RINGS—A new 12-page 
catalog, No. 901, covers synthetic 
rubber O-rings for aircraft and indus 
trial use. Dimension and _ selection 
tables cover 88 ring sizes—The Par 
ker Appliance Co., Cleveland 12 O. 


BRONZE GATE VALVES—An i! 
lustrated 12-page circular, No. 534, 
presents a new line of bronze gatc 
valves, 200 Ib. S. P.; 400 Ib. W. O. G. 
—The Lunkenheimer Co., Cincinnati 
14, Ohio. 


PRESSURE PLUGS—A four page 
descriptive folder, with line drawings 
throughout, explains the manufac 
turer’s pressure plugs, a remedy for 
leaks against oil, water, steam, air and 
hydraulic pressure.—Standard Pressed 
Steel Co., Jenkintown, Pa. 


DIE DRILLS—Carbide-tipped, are il- 
lustrated and listed in a circular which 
describes their proper use, correct 
pointing and the type of grinding 
wheel recommended.—Whitman @ 
Barnes, Detroit 16, Mich. 


ROPE CATALOG — Some 60-odd 
pages of fine photographs, illustrations 
and line drawings describe the many 
ropes of various construction fabri- 
(Continued on page 173) 
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And Now More Than Ever 
You Need Thermoid 


Quality 


Slowly but surely the heat of competition 
is being turned on. Ability to deliver from 
stock is no longer the only consideration. 
Customers are again searching for plus 
values in quality. 


You can count on Thermoid to deliver that 
quality. Right now, as part of a continuing 
program of product improvement, new raw 
materials are being examined and tested, 
so that we can select those that will produce 


belting, hose and friction materials of 
greater than ordinary wearing ability. Day 
by day, Thermoid is delivering the kind of 
industrial rubber products and friction ma- 
terials that satisfies the customers and makes 
your business grow. 


That’s another reason why it’s good busi- 
ness to do business with Thermoid. 


The Thermoid Line Includes: Transmis- 
sion Belting . . . F.H.P. and Multiple 
V-Belts - Conveyor Belting - Elevator 
Belting - Wrapped and Molded Hose - 
Custom Molded Products + Industrial 
Brake Linings and Friction Materials. 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly .. . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


KOLAN PULLER JACK AND | 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
3% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big PATENT 
users. NO.1488103 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 

again and <- 
againfor | 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 





FLEXIBLE METAL POPPET 





_ > 


CHECK VALVE 


can be placed in any position. 
Flexible Monel metal Poppet can- 


not leak. For cold or hot water or - 


steam. 150 Ibs. pressure. Ask 
for bulletin No. 401. 


Onder from your Gobber 


WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 





RECOMMEND 





RAV - 
ks 











PORTABLE 


. «Coolant Systems 
for all types of 
Machine Tools 


++» Stand-by Pump 
Units in-case 
built-in pumps fail 


( 








OFFER 
YOUR 
CUSTOMERS 


This Complete Line Of 
Whittaker Metalmarking 


cRAY On, 


FOR HEAVY MARKING—SELL CLOVER 


Cut with the grain from natural soap- 
stone, Clover Crayons are free from 
impurities. They take a fine, long-wear- 
ing edge that will not flake. Users like 
the smooth, legible line they get on wet 
or dry, clean or dirty metals. 


FOR LIGHT MARKING—SELL STEELRITE 


Steelrite crayons are made from genu- 
ine soapstone—are grit-free and contain 
no wax binder. Uniform strength and 
composition eliminate feathering and 
the ability to hold a sharp marking 
edge means long, economical service. 
You can provide for all the trade needs 
in your area with Whittaker Clover or 
Whittaker Steelrite. Stock-up now with 
this fast-moving line...it makes new 
and repeat sales come easy. Available 
in five standard sizes and shapes. 


Write Whittaker for samples 
and dealer price lists. 


\", Bae r, Clare & Dini /s, 1we. 


260 WEST BROADWAY, NEW YORK 13, N. Y. 








THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET * BOWERSTON, OHIO 


Plant: South Kearny, New Jersey 


GRAY-MILLS CORPORATION 


1949 RIDGE AVENUE EVANSTON, ILL. 
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cated by the company. “How To” 
data is included, and all pertinent 
buying information is readily acces- 
sible-—Columbian Rope Co., Auburn, 
MN. 3. 


The Buyer Looks 
at Business 








Composite opinion of purchasing 


igents who comprise the N.A.P.A. 
Business Survey Committee. 


June business activity confirmed 
the trend of improvement reported 
vy purchasing agents in the May Busi- 
ness Survey. Production increases 
vere shown in 28% of the reports, 
while the number reporting produc- 
tion drops was the lowest since Jan- 
‘ary. Back orders continue to build 
up at about the same rate as last 
month, and are close to the February 
level. 

More confidence is expressed in 
ceneral business conditions, as a result 
of coal agreement, the prompt adjust- 
_ ment of other wage controversies, and 
a brighter political picture. Purchas- 
ing agents point out, however, that 
material pipe lines are filling up; com- 
petition is growing; a switch to a buy- 
crs’ market in several lines is ap- 
proaching. The threat to orderly 
procurement, contained in the war 
powers’ rider to the Draft Act, is giv- 


ing buyers much concern. Caution is 


still advised. 


Prices 


Prices advanced over a wide range 
of commodities—no sharp spiral, but 
a generally upward adjustment re- 
flecting increased wage and _trans- 
portation costs. With many of the 
production-retarding influences of 
strikes removed, purchasing executives 


look for increasing supplies, resulting | 
from stabilized employment and im- | 


proved worker productivity, to create 
more competitive markets. Prices are 
being watched closely. 


Inventories 


The trend of reducing inventories 
has changed somewhat. While 60% 


report maintaining inventories at low- | 
est operating requirements, 24% | 


(slightly more than in May), indi- 


cate increases. Several comment that 


a satisfactory turnover rate is being | 


obtained on their higher inventories, 
because of increased production. 
(Continued on page 177) 











uses 
2 Million feet 
of belting 


sell them 
VICTOR 


Take the numerous uses of belting in the candy in- 
pr ee in packing and boxing operations, 

in moving finished products, in cooking tunnels, belt- 
ing on enrobers, etc.—and you’ve got a sweet source of 
sales for VICTOR beiting. 


For the confectionery industry has shown a continu- 
— preference for VICTOR belting for conveying, 

elevating and power transmission just as every 
other industrial user of VICTOR belting. 


, All industries like the long, trouble-free lifetime— 
"M\ the tangible economy—that goes with the use of 
VICTOR belting. Most of all they like ordering from 
“America’s most complete textile belting line.”” They 
get what they want, whatever they want, when they 
want it. 


Put all the advantages of VICTOR belting together 
—— it spells more SALES...more REPEAT and 

replacement business for you. Write for complete 
details on handling this outstandingly popular line— 
the complete VICTOR belting line that satisfies indus- 
try, that satisfies dealers with sales. 
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The NEW gor TOOL! 


Plenty to talk about! 


I 


eg io 
' ELEC 
£6 


4 =. 
‘ i. 
Froth head oA dy nA 


dea diate hace aia aan reeaaind 
ra gee a oi eons 


Speed Assembly 
Three to Nine 
Times! 


50% More Power Than Any Other Tools in Their Weight Class! 
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are coming through! 


kasy to sell! 





BERIT FLT AGN LN CPLA OMSL ARNE rq 


Next Month Grey 


will 
announce the biggest 
electric tool news of the 
year...Watch these pages 
for this new profit making 


opportunity ! 
INDEPENDENT PNEUMATIC TOOL COMPANY 


Avrora, Ilinois 


Export Division: 330 West 42nd Street, New Y 18, 
Boston Buffalo Chicago Cinci i 


ONLY THOR OISTRISGUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JO868! 
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@ floats @ tanks @ coils @ bends 
@ expansion joint @ kettles 

@ dippers @ evaporators @ heaters 
@ coolers @ chemical apparatus 


“Hallowell” Solid Steel Collars, attractively proportioned throughout, are precision- 
machined so faces run perfectly true . . . are also highly polished all over... yet 
they cost less than common cast iron collars. 3’ bore and smaller are made from 
Solid Bar Stock and fitted with the famous “‘Unbrako” Knurled Point Self-Locking 
Socket Set Screw... a set screw that, once tightened, holds and stays tight to 





A ican Industry has been buying HARRIS 
meke sure the collar won’t shift on the shaft. ‘Hallowell’ ...a “buy word” in : ee for nee A 64 years . . a” is still 


shaft collars are available in a full range of sizes for doing it. Today’s manufacturing demands are 
| growing steadily and this creates and sustains 
IMMEDIATE DELIVERY |  @ need that is profitable for distributors. Our 


i i taff is capable and ready to give 
“Unbrakso” and “Hallowell” Products are sold through Industrial Distributors. on ellie sesnndie. ‘We would like a a 


OVER 45 YEARS IN BUSINESS | to get more complete facts—send for them. 


STANDARD PRESSED STEEL CO. ARTHUR HARRIS CO. 


JENKINTOWN, PENNA., BOX 519 210-218 N. Aberdeen St. Chicago 7, lll. 


BRANCHES: BOSTON « CHICAGO « DETROIT « INDIANAPOLIS «+ ST. LOUIS * SAN FRANCISCO 














nA ATLAS .2t 


VIBRATION IN YOUR 











* The key to 


BOILER FEED LINES! ahs, apse ot 
Movers isthe 


in circle 


Specify CATAWISSA SINGLE UNION 
SPRING CONTROLLED CHECK VALVES! 


full view “®# ® Positive ® Eliminate hammering 
Seating! and vibration! 


®@ Easy access ® Eliminate additional 
to all parts! union and nipple! 


: THEY HELP SOLVE 
For boiler feed lines and other applica- SHIPPING PROBLEMS 


tions requiring maximum depend- 


ability! e ATLAS Car Movers are indis- 
— RECOMMENDED FOR — pensable wherever there's a sid- 
400-lbs. Working Stearn Pressure ing and railroads put lots of 
800-Ibs. Pressure AOWG to 150° F, stock in their help. Shippers and 
Tested to 2000-Ibs. receivers of freight need these 

| Non-Shock Hydrostatic Pressure powerful, speedy, easy to handle 

Mia ht “‘tools’’ and our distributors 


, Oi : : Ree should be prepared to supply 
‘ and See your industrial supply distributor or them. Profitable, steady busi- 


+ 
a gio WRITE DIRECT FOR BULLETIN 10-A aa een bo youn: 


CATAWISSA VALVE & FITTINGS CO. APPLETON-ATLAS CAR MOVER CO. 


= cutaway view ~@&> 300 Mill St. * CATAWISSA, PENNSYLVANIA 1421-25 So. 2nd St. 


— | ye N 
a tL | MILWAUKEE 4. WISCONS! 
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Buying Policy 


Buying policy continues within the 
three-month commitment range which 
has governed forward buying for the 
past five months. Offers of price pro- 
tection, to induce large quantity or- 
ders for longer periods, are reported. 
Buyers are spot-checking markets 
more frequently. Some concern is 
expressed that the recent favorable 
labor and political developments may 
create a secondary boom and cause 
‘ash buying. There is no evidence in 
the current survey that this is hap- 
pening; rather, a policy of extreme 
caution prevails. 


Commodity Changes 





The number of commodities in- 
creased in price far overbalances the | 
decreases. ‘Though the over-all price | 
climb is not large, it has established 
| firmer tone in many markets. 

Reported up: Acetone, alkalies, alu- 
ininum, ammonia, asbestos, babbitt, 
calcium carbide and _ tetrachloride, 
castings, many chemicals, coal, cocoa 
butter, diamond powder, fats, ferro- 
manganese, frit, pig iron, lumber 
(mixed), magnesia, menthol, paper, 
pipe, printing, railroad ties, rosin, 
salammoniac, sand, sodas, heavy acids, 
steel, tallow, tin, titanium, zinc die 
castings. 

On the down side: Alcohol, cot- 
ton and burlap bags, turpentine, some 
hardware, electrical supplies, office 
supplies, tung, linseed, castor and 
pine oils, cotton textiles. 4 Yes, TRIPLEX gets the call wher- 

Continuing hard to get: Aluminum, 
ammonia, brass fittings, cadmium, 
chrome, coal tar products, coke, cop- 


ever the going is tough. For manu- 
facturers have learned to depend 
per, ferroalloys, fuel oil, glue, iron, _ TRIPLEX for toughness. You'll 
steel, lead, methanol, nails, nickel, | find TRI LEX Threaded Fasteners 
some papers, phenol, pipe and fittings, —A on all types of heavy, mechanized 
nylon, tin, zinc. equipment. They hold tighter, 
Better available: Bearings, _ steel longer, no matter how tough the 
balls, electrical supplies, fasteners. ' job. Uniform accuracy, and free- 

\ running threads go with this rug- 
Employment ged, dependable holding power. 
That’s why TRIPLEX more and 


The June survey indicates generally more frequently gets the first call. 


continuing high employment, 61% : 

reporting this condition as 22% re- [= Write for complete TRIPLEX cat- 
port increased pay rolls. Those re- Vi alog and convenient desk chart for 
porting reduced employment have YZ 
dropped from 34% in March to 17% 
in June. Skilled labor is noted scarce 


in many areas. Summer vacations will Z GY Es 

cut employment even more than last Z Yo THE TRIPLEX SCREW COMPANY 
vear. June graduates will offset em- Z fe 5307 GRANT AVE. * CLEVELAND 5, OHIO 
ployee loss through draft. z 


Canada ' THR EADE D 


—_ : ack a 
Production and back orders hold | . Ww ‘ F A S T E N E R S 


ing about even with last month. | : 
Prices rising. Inventories static. Em- CAP AND SET SC OW eee let dll F 


ployment unchanged. Buying policy 
hand-to-mouth to 90 days. 


easy ordering. Send your request 
today. 
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Hose with higher bursting strength! Safety fac- 
tors can be well-nigh doubled by reinforcing hose with 
super-strong “Cordura” yarn. 


Hose that’s much lighter! “Cordura” reduces the 
weight of hose—as much as 50%. Fewer plies—or 
lighter plies — are sufficient with this super-strong light- 
weight yarn. 


* af SSS oa 
CP ah 


KK ANS 


tp b WY 4 


Hose that’s easier to handle! [Besides weighing 
less, “Cordura”-reinforced hose is more flexible. It's easy 
to work with—coils smoothly. 


Hose with extra durability! “Cordura”- reinforced 
hose stands up against rough service ... resists flexing, 
strain and internal friction. 











FOR HIGH STRENGTH AT LOW COST... 
LOOK INTO CORDURA%* 1's the reason why manu- 


facturers have been able to improve the quality of hose... 
V-belts .. 
And in many cases the reason why they've been able to reduce 
production costs at the same time they raise quality! 


- conveyor belts .. . tires and many other products. 


Du Pont “Cordura” High Tenacity Rayon is engineered to 
yield much greater strength than yarns made of natural fibers. 
And each strand of this yarn is a continuous filament—no short 
pieces to pull apart under strain. 


Because you get so much strength from so little, “Cordura” 
makes possible lighter, stronger products, plus important 


advantages cost-wise. 


Get the facts on’’Cordura.”’ 
manufacturer or a user of a finished product, it will pay him to 
get complete information on Du Pont “Cordura” High Tenacity 
Rayon. Address Rayon Division, E. |. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. *Reg. U. S. Pat. Off. 


Whether your customer is a 


REG. U.S. PAT. OFE . 
BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 


for RAYON... for NYLON... for fibers to come... look to DU PONT 
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Chances are, you wish every day you had time to see 
more customers. The reason why is important enough 
to bear repeating: the more customers you see, the 
more sales you make. It’s never been any different 
since the first salesman took to the road. 


But the big difference between yesterday’s selling and 
today’s is the difference advertising makes. Advertis- 
ing can sell to all your customers at one time, and sell 
to them under the most favorable circumstances. . . 
at-a time when your customers are relaxed, receptive, 
unhurricd, and seeking information. 


And because advertising takes the first three of 
these five sales steps for you... 


; 


| 


3 | 


® | 
sae | 
| 


' 


it lets you concentrate your time on steps four and five. 
The result? Less time spent with each customer ... 
more time left to see other customers . . . more sales 


every month . .. more money for you every payday. 


secause advertising ts so helpful to you, it’s impor 
that you know about vour suppliers advertising 
keep abr ist of it And it is particularly important 
you watch their adve rtising in {merican Macl 
For this magazine 1s reat by more metalwor 
production executives than an other metalwo 
public ation, And vou ean be sure that the best n 


Kin custome! in 
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alii /our best customers at one time 
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118 1S YOUR ()P SALES PARTNER 


| five. 


1 YOUR BIGGEST MARKET 
sales 
day. 


Would you like to see some examples of the advertising your suppliers are 
running in American Machinist? Just write to Reader Service Dept., American | 
Machinist, giving us names of the manufacturers who make the products _ 
you sell, and we will send you copies of their recent advertisements. 


The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 
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For the first time since General Electric 


GF Fluorescents now |. 
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LLEM 





| THEY WANT / 





‘iC 


VER since the end of the war, we’ve been working 
E at top speed to build and equip new factories and 
to expand production to catch up with the demand for 
the world’s newest kind of lighting. Now these new 


manufacturing facilities are in operation. 
All you can sell! 


Now, for the first time since G.E. introduced the 
first practical fluorescent lamps in 1938, you can have 
all the general line lamps you can sell! Only circline 
and slimline are still limited in quantity, but even in 
these specialized types we're pushing production to 


the utmost. 


Now’s the time to sell your customers on brightening 
up with new G-E fluorescent lamps. Millions of black- 
ened and burned-out lamps in factories and offices 
need replacement. Every one of your customers who 
has fluorescent lighting is a prospect. Make sure you 
check them all! 


Stock up now! 


Stock up on all types and sizes. Cash in on the exten- 
sive General Electric radio, newspaper, trade and national 
magazine advertising that pre-sells all your customers. 
And remember, General Electric lamp research works 


constantly to make G-E lamps Stay Brighter Longer! 


G-E LAMPS 
GENERAL 96) ELECTRIC 


ae a eee 


introduced fluorescent a in 1938 


| available in quantity 
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tes 70¢ 
ov PILE DRIVERS 


and in other heavy-duty steam hose applications where unmter- 
rupted service is of paramount importance. The special armored- 
insulated construction of this hose gives it greater strength, dura- 
bility and safety than conventional types provide, without im- 
pairing its flexibility. Recommended for pressures up to 150 lbs., 
and regularly furnished with Mulconroy High Pressure Hose 
Couplings. 


“DYNAMITE” Steam Hose, Style 801. Tube is special heat- 
resisting compound, reinforced with continuous spiral of steel 
wire, and insulated by woven asbestos lining. Cannot buckle or 
collapse. Carcass is extra strong combination of rubber and duck. 
Cover consists of multiple layers of braided wire, surrounded by 
spiral of half-round galvanized steel. Sizes 44” to 3”. Other styles 
for higher temperatures and pressures. 


MULCONROY MEANS MORE 

“WW, / 
BUSINESS FOR You! 
Wherever the requirements call for greater resistance to temperature, pressure 
and wear than conventional rubber or all-metal hose can give, you can sell a 
Mulconroy Special Hose Construction that will insure the desired results. 
Send us your inquiries, and we will cooperate promptly in helping you 
secure this extra business. 


"MULCONROY Sigrid... 


9329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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FROM THE 


soa FILES 





25 YEARS AGO 


A move was ‘under way to recon- 
struct the Buyers’ Reference Section 
of the Engineering Directory, chang- 
ing the name to the Mill Supply Buy- 
ers’ Guide, dropping all listings of 
strictly plumbing supplies, and those 
of manufacturers not interested in 
selling through the mill supply dealer. 

King George of England was ordered 
to pay Manning, Maxwell & Moore, 


| Inc., the sum of $2,191, trial costs 
| of the suit it had brought, and lost to 
| the New York manufacturer. 


M. B. Flynn was appointed general 
manager of Harry Verbeek Co., Chi- 


| cago distributors. 


The Savannah Supply Co., in 
Georgia, distributors of mill, railway, 


| plumbing and heating supplies, was 
| purchased by the Pierce, Butler & 
| Pierce Mfg. Corp., New York. 


Charles T. Bush, vice-president, 


| The Chas. A. Strelinger Co., Detroit, 
| was enjoying a two months’ vacation 


in Europe. 

William T. Todd, treasurer, Som- 
ers, Fitler & Todd Co., was appointed 
chairman of the conventions commit- 
tee of the Pittsburgh Chamber of 
Commerce. 


10 YEARS AGO 


“A Buyer Looks At Salesmen”, by 
J. B. Norman, purchasing agent of 


| The Insulite Co., Minneapolis, gave 
| a quick picture of how the salesman 
| looks to the man across the desk— 
| and gave it straight from the shoulder. 


More than a thousand were in at- 
tendance at the open house and indus- 


| trial exhibit held by the Indianapolis 


Machinery & Supply Co., in its new 


| quarters on June 17 and 18. 


A $100,000 fire gutted the top four 


| floors of the O. Iber Co., Chicago. 


Pye-Barker Supply Co., Atlanta, 


| Ga., added S. S. Caldwell and Charles 
_ V. Ahles to its sales organization. 


Factory Supply Co., Muskegon, 


| Mich., opened a branch store at Grand 
| Haven, Mich., with W. E. Schalk 


and L. L. Pickle in charge. 

“Why not set aside a week, calling 
it ‘Buy From Distributors Week?’” 
asked Bernard Golden of Carte: 


| Milchman & Frank, Inc., New York 


City, in a letter to the editor. 
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every kid - an “old swimmin’ hole’ p 


Our fond recollections to the contrary, the 
modern steel and concrete pool is a far cry 
from the sweet but dangerous pleasures of the 
old swimmin’ hole. 


Today millions of kids, and adults too, enjoy 
the healthful sport of swimming . . . under 
conditions that are relatively safe, in water that 
can be as pure as that we drink and in locations 
often as convenient as the neighborhood movie. 


Yes, steel pipe makes it possible! 


Water where we want it, when we want it, in 
any quantity we want it, has become a reality 
through the economical mass production of 


steel pipe. Equally so, the transmission and 
distribution of other essentials . . . gas, oil, steam, 
chemicals . . . in uses that enrich our lives daily, 
depend upon stee/! pipe. 

The reason is simple. Steel pipe combines 
the qualities of economy, durability, adapta- 
bility and serviceability that make its uses al- 
most limitless. 


The interesting story of ‘Pipe in American 
Life’ will be sent upon request. 


COMMITTEE ON STEEL PIPE RESEARCH of American 


Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N. Y. 


STEEL PIPE MAKES IT POSSIBLE! 





ee en 


— — 





++» better living through pipes of steel for plumbing and heating purposes. 
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THE TEAM WHICH HAS DEVELOPED ELECTRIC FIRING, AND THE “SCORE” IT HAS PRODUCED 


} 
i 
; 


Standing: E. Hediger, GLOBAR Division D. G. Foot, Abrasive Division I. M. Logan, Refractories Division 
Seated: B. A. Bovee, GLOBAR Division H. C. Martin, Technical Director P. H. Walker, Abrasive Division 





TECHNICAL DIVISION 
THE CARBORUNDUM COMPANY 

















4 


GLOBAR RESEARCH SUPER REFRACTORY RESEARCH ABRASIVE RESEARCH 


: THE ELECTRIC FIRING OF GRINDING WHEELS 
| | 


> ONGS Te IMPROVED 
QUALITY IMPROVED HARDNESS NEW BETTER 


CONTROL BONDS CONTROL DEVELOPMENTS PERFORMANCE 
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HERE 1S NEWS 
Ou Should have 


ANNOUNCING 
the electric firing of 
} Vitrified grinding wheels 


As a user of abrasives, you are the direct bene- 
ficiary of a sensational improvement in the pro- 
duction of grinding wheels. As the leading name 
in abrasives it is natural that the first news of 
this process should come from us. 


Out of a long period of experimentation, the 
electric firing of grinding wheels has been 
brought to the level of large-scale production. 
The benefits to you are five-fold. 


EXACTING QUALITY. By electric firing, 
i many factors are eliminated which here- 

tofore jeopardized strict production re- 
quirements. Our electric kilns assure a firing 
curve that would satisfy the most demanding 
furnace foreman and contribute to a steady pro- 
duction of perfect wheels. 


IMPROVED BONDS. Electric furnace pro- 
cedure provides considerably more lati- 


tude in the development and selection of 
bonds for vitrified abrasive wheels. 


ments in product quality, which are per- 

manent standards of CARBORUNDUM 
engineering, have been combined with more 
efficient production techniques. By means of this 
new firing method, duplication of wheel quality 
is controlled to an exact degree. 


4 NEW DEVELOPMENTS. An advancement 


3 BETTER HARDNESS CONTROL. [mprove- 


of this kind will naturally encourage and 

stimulate our technicians. We confiden- 
tially expect to announce startling improvements 
in abrasive products soon. 


BETTER PERFORMANCE. Abrasives—as 
5 good as they are...are being improved 
continuously. And our technical parade will 
continue to advance, producing better abrasives 
for American Industry, which in turn is produc- 
ing better products and services for the world. 


Only the combined resources of The Carborundum 
Company could effect the achievement. Electric firing 
of such accuracy calls for GLOBAR electric heating 
elements. A kiln which operates at such exacting tem- 
peratures demands CARBOFRAX and MULLFRAX 
super refractories, 


This is a technical development of large proportions. 
It could be brought to fulfillment only by a Technical 
Division with the capacity and facilities for turning 
up new knowledge in the fields of chemical, electrical 
and abrasive engineering. The Carborundum Com- 
pany, Niagara Falls, New York. 


CARBORUNDUM 


TRADE MARK 


BONDED ABRASIVES e COATED ABRASIVES © HEATING ELEMENTS e SUPER REFRACTORIES © GRAIN 
“Carborundum,” “Globar,” “Carbofrax” and Bos nl are registered trademarks which indicate 
0 


manufacture by The Car 


rundum Company. 
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NOW LEMPCO OFFERS YOU 
A COMPLETE LINE OF 
DUAL SPIRAL REAMERS 


Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 


Write, wire or phone for details. 
@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


Straight line expansion range equals that of 
five ordinary plug type reamers. 


Hi-Speed blades can be sharpened at least 
eight times and then economically replaced. 


MILWAUKEE DIE FILER 


with the NEW All-Purpose 
Deep-Throated OVERARM 


Performs All Three Die Making Operations 
. Filing, Sawing and Lapping . . . at 
40% to 60% Saving. 
MILWAUKEE 
PROFILE 
GRINDER 
Features: 
@ 2 H.P. Motor. 
@ Uses larger 
wheels. 





Lempco Dual Spiral Expansion Reamers are 
known and used everywhere. They are 
backed by consistent national advertising 
and sales literature. It will pay you to make 
the Lempco line your line. ‘ 


@ Collet Chuck. 

@ Built-in dia- 
mond wheel 
dresser. 

@ Two spindle 
speeds. 


Write for Prices and Discounts 


RICE PUMP & MACHINE CO. 
Division of Milwaukee Chaplet & Mfg. Co. 
1031 S. 40TH STREET © MILWAUKEE 4, WIS. 


MILWAUKEE 


DIE FILERS » PROFILE GRINDERS 





Illustrated are Type RS Alignment 
Reamer, Type C Chucking Reamer 
and Type S Stub Reamer. 








BOBBY PIN WIRE—made with the 
extra high spring and smooth fin- 
ish necessary for countless pretty 
heads. « « « 

BOBBY PIN WIRE must have uni- 
formity in size, shape—BOBBY 
PINS that can be opened again 
and again and still spring back 
intight position. JOHNSON WIRE 
is being used by most of the 
larger companies supplying this 
item. « « « 

This is but one of the thousands 
of important uses for JOHNSON 
WIRE. Have you a wire prob- 
lem? JOHNSON research and 
laboratory technicians will solve it. 


Safest because 


Hooks are rigidly held in accurate alignment 
by patented steel binder bars before, during 
and after application, distributing tension uni- 
formly across the belt, assuring maximum trac- 
tion with minimum wear. Patented binder bars 
lap over belt end, prevent fraying. 
Sizes for all belts. Cost no more than ordinary 
belt hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 


5388 N. MENARD AVE. CHICAGO 30, U.S.A. 


STEEL AND WIRE COMPANY, 
WORCESTER 1, MASS. 


Philadelphia Detroit Akron Chicago 
Houston Los Angeles Torcnto 


om... 


Cleveland 
Tulsa 


New York 
Atlanta 
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Aug. 2-6—Building and Maintenance 
Supplies Exposition, N.Y.C. 


Aug. 10-13—Western Packaging Ex- 
position, San Francisco. 


Aug. 23-26—National Association of 
Power Engineers, St. Paul. 


Aug. 27-Sept. 11—Canadian National 
Exhibition, Exhibition Park, To- 
ronto. 


Sept. 8-10—Railway Electric Supply 
Manufacturers Association, Hotel 
Sherman, Chicago. 


Sept. 13-17—Instrument Conference 
and Exhibit, Instrument Society of 
America, Philadelphia. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago. 


Sept. 20-23—American Mining Con- 
gress-Metal Mining Convention 
and Exposition, San Francisco. 


Sept. 27-Oct. 1—Third National Plas- 
tic Exposition, Grand Central Pal- 
ace, New York. 


Sept. 28-Oct. 1—Iron & Steel Engi- 
neers Exposition, Cleveland. 


Oct. 2-10—Construction Industries 


Exposition, Sam Houston Colli- 
seum, Houston. 


Oct. 4-9—Fifteenth Southern Textile 


Exposition, Textile Hall, Green- | 


ville, S. C. 


Oct. 5-7—National Contract Hard- | 


ware Association, Palmer House, 


Chicago. 


Oct. 5-7—Industrial Packaging and 
Materials Handling Exposition, Ho- 
tel Sherman, Chicago. 


Oct. 12-16—Fifth National Chemical 
Exposition, Coliseum, Chicago. 


the new WELLS No. 12 





— 
To OPERATE 


the new Wells 

No. 12, just place the stock in the quick acting vise and 
push the starting buttons. The cut is made automati- 
cally with controlled blade pressure to any desired 
depth. At the completion of the cut the head returns 
to a predetermined position. You can’t beat it for 
simplicity of operation. Write for details, today. 


SPECIFICATIONS 
CAPACITY . . . Rectangular, 12” x 16’; Rounds, 12%” O. D. 
Die Blocks . 12%” depth; 16” width; Clearance 18” bed to blade 
YH. P. and %H. P., A. C. or D.C. 
Selective, 50, 90, 150 feet per minute 
WEIGHT Approximately 1750 pounds / 











Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 





606 ADAMS ST. ° THREE RIVERS, MICH. 
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hand pumps 


BUSINESS 
Distibutors 


COMPLETE 
4°97 LINE OF 


Seeause: | MODELS 


1. Bowser features sell more pumps 


and keep them sold. 


The discount favors sales effort. 


Bowser quality costs your cus- 
tomers nothing extra. 


STAINLESS 
STEEL 
SPRINGS 


SELF-PRIMING 


CRANKING 


ALUMINUM 


ROTOR ¥ CADMIUM 


PLATED 


PACKING NU 
GRAPHITE- . “ , 


CARBON 
VANES 10 G.P.M. 

A line with plenty of prospects— 
farms, industrial stockrooms, ga- 
rages, contractors, stores, and many 
others. 


Bowser hand pumps will handle 
gasoline, oils, solvents, thinners, and 
most other liquids efficiently. 

You can sell these pumps NOW. 


Write for prices, discounts and de- 
tails to Bowser, Inc., 1369 Creigh- 
ton Ave., Fort Wayne 2, Indiana. 


LIQUID CONTROL SPECIALISTS 
“SINCE 1885 





UL ALLOY STEEL SCREWS 


DISTRIBUTED 


GLEVELAND 


MANUFAC 


GREATER STRENGTH 
where you want it, with 
HOLLOW SET SCREWS! 


Mac-it Hollow Set Screws will 
solve your toughest holding- 
down problems where flush 
surfaces, compact construc- 
tion and a neat appearance 
are factors. All Mac-it screws 
are heat-treated and accu- 
rately made with die-cut 
threads. Whatever your needs, 
let the complete Mac-it 
line serve you. Sold through 
recognized distributors from 
coast to coast and in Canada. 


NATIONALLY BY 


STRONG, CARLISLE & HAMMOND COMPANY 


135°70 419 


TURED BY 


MAC-IT PARTS COMPANY tancaster, Pa. 








WATIONALLY 
ACCEPTES 


Ground 
Burs 


ride 
Corners 





Mfg. Co. 
u FORD": 


742 West First Street 








Davenport, lowa, U.S.A. 
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SPECIALISTS 


IN THE PROPER USE OF FLUX... our more 
than 50 years of accumulated experience is 
at the disposal of your customers. We have, 
in that time, standardized 130 Flux Formulas 
to meet about any application. We can supply 
FLUX in any form—salt, paste, oil, fluid, stick 
and in the right strength—mild, medium, ac- 
tive, vigorous for any metal or condition. “Send 
for our Check Charts which give melting point 
of all soders. Consult our Technical Staff on 
unusual problems. 


@ Stainless Steel Polish 
@ Sodering Liquids 
Sodering Olt @ Sodering Syrup 
Sodering Flux @ Sodering Acid 

@ Solid Sal Ammoniac 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL 


Sodering Paste 
Sodering Sticks 





Oct. 


Oct. 
ti 


The 


Craft 


Ore; 


Proc 


Bitt 


The 


more 
ice is 
have, 
mulas 
jupply 
stick 
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Send 
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Oct. 12-16—National Hardware Show, 
Grand Central Palace, N. Y. City. 


Oct. 25-29—National Metal Exposi- | 


tion, Convention Hall, 
phia. 


Oct. 25-30—National Business Show, | 


Grand Central Palace, New York. 


Nov. 29—Dec. 4—National Exposi- 
tion of Power & Mechanical Engi- 
neering, New York. 














NEW LINES 
taken on by 


DISTRIBUTORS 











Gould Hardware & Machinery Co., 
San Diego, Calif., has been made 
distributors for the moulding line 
called ‘“Handy-Trim”’, of the 
Colortype Co. and the “Ampeco” 
hose line of the American Ex- 
truded Products Co. 


The Sackett Electric Corp., Colum- 
bus, O., has been appointed dis- 
tributor for the line of electric 
tools manufactured by Skilsaw, 
Inc., and for the line of alloy 
steel hollow head cap and set 
screws fabricated by Strong, Car- 
lisle & Hammond Co. 


Craft Shop, San Diego, Calif., has 
taken on the full line of cutting 
tools, machinists’ tools and mag- 
netic chucks of the Brown & 


Sharpe Mfg. Co. 


Oregon Supply Co., Eugene, Ore. 
has taken on distribution of the 
line of saws manufactured by 
Walker-Turner. 


Production Tools, Inc., of San Diego, 
Calif., now are distributors for 
the Firth-Sterling Steel & Car- 
bide Co. line of high speed and 
carbide-tipped bits and drill rod; 
Henry Disston & Sons industrial 
wood working saws and knives; 
and the Mall tool line of portable 
tools. 


Bittenbender Co., Scranton, Pa., has 
been appointed an authorized 
distributor in its area of the 
standard tools, standard blanks, 


Philadel- 


| 
| 





masonry drills and diamond im- | 


pregnated grinding wheel dressers 
manufactured by Carboloy Co. 


The Mission Pipe & Supply Co. of 
San Diego, Calif., now are dis- 
tributors of the “complete line 


_«+ethe Line of Distributor Preference 


SEES] 


ae Ae 
Jackson 


EVERY ITEM TIME-TESTED 
for UTILITY and RUGGEDNESS 


Jackson Distributors have an outstanding strategic position 
in handling the Jackson line. In addition to its completeness, 
‘Jackmanco’ products have behind them seventy-two years of 
specialized experience as well as many years of proved perform- 
ance, in industrial, railroad and construction fields. The name 
‘Jackson’ has become synonymous with high quality, depend- 
ability and ruggedness. 

Users’ needs are better served with ‘Jackmanco’ equipment 
because every item has been specially designed for the purpose 
intended. Distributors’ needs are likewise better served because 
Jackson has always been a dependable source of supply. 


Est. 1876 


JACKSON MAN FACTURING. 0 
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BALL 
BEARING 














VALLEY crinbers 


Accuracy and Performance 


Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Sprout-Waldron “Belt-Saver” Pul- 
leys have increased belt life on 
many installations from 25 to 
400%. The savings your custom- 
ers realize from the use of these 
pulleys will help build good will 
for your company. In addition you 
will receive substantial profits 
from the sale—both from the ini- 
tial sale and from repeat sales 
of these units. 


“Belt-Saver” protects belts from 


abrasion and injury by preventing 
material from building up be- 
tween the belt and the pulley face. 
Any such material as san ra- 
vel, stone, coal, ore, etc., is "eject- 
ed by the unique design of the 
rig before it can damage the 
elt 


Available for immediate stock. 
Prices and other details on re- 


uest, 
q Used as elevator :- 
“8 belt pulley 


Used as tail pulley 
on belt conveyor 








Valley Electric Corp. | 


4221 FOREST te BLVD. ¢ ST. LOUIS 8, MO. | 











To INSTALL 
To SERVICE 


TO BUY.. 
To USE.. 


The original cost of Viking pumps is surprisingly low for 
the work they are built to do. 

Installation cost is away down. Their simplicity and 
adaptability lend themselves readily to quick and easy 
installation. 

Power requirements are exceptionally low. Long, depend- 
able life assures economical use. 


HEADQUARTERS FOR— 
Simplicity of parts makes easy servicing after long usage 


npicty of (7 had) 
or hard service. r\ 


Ask for the genuine LY oo | 
Viking when in need of 
rotary pumps. Be sure BEARINGS CONVEYORS 

. be safe with the orig- 
inal Viking pump ... 
continuously built, sold 
and serviced for 37 years. 
Ask for free _ bulletin 
47SMM today. 


AN; ki Pump Company 
, E Tite Cedar Falls, lowa 
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PULLEYS 


SPROUT-WALDRON & CO. 


Monufacturing Engineers 





MUNCY PENNSYLVANIA 








of the Boston Woven Hose & ' 
Rubber Co., and the band, hand 
saws, etc., of the Spartan Saw 
Works. 


The following distributors have been 
appointed to handle the com- 
plete line of Threadwell taps, 
dies, screwplates and _ keyway | 
broaches: | 

e Manufacturers Rubber & Supply 
Co. 
Akron, Ohio 
¢ Manufacturers Rubber & Supply 
Co. 
Canton, Ohio 
¢ Manufacturers Rubber & Supply 


i ; 








Every month ads like these 
keep the metal - cutting 
trades reminded of Griffin 
quality 





Co. 
Mansfield, Ohio. 
e Geo. F. Blake, Inc. 
Worcester, Mass. 


The following distributors recently 
were appointed to handle the 
products of Boice Crane Co.: 
e J. G. Still Equipment Co., Inc. 
Pittsburgh, Pa. 
e Rohrback Hardware & Supply 
Scranton, Pa. ee a i ml SEE 
e Anderson Machine Tool Co. | ESR ated e in : cc lip 
St. Paul, Minn. |e Peet RN yg Cnty, IR So Te 
* Schuyler Co. fs = SF a | Griffin High Speed Steel 
Wellsburg, N. Y. a Cea, “ts " , 18-4-1 tungsten 
e Reynolds Machinery Co. ie OF Oise Po SO. ‘4 < Griffin Special Alloy 
- eo R. - . ae 8 Fon | Molybdenum high speed steel 
e Martin & Prestegaard Co. . Ow. ogg: 
Minneapolis, Minn. ; SX New Griffin 
¢ Production Service Co. if t 4 
Casper, Wyoming = | Griffin Non-Stri 
¢ LaCrosse Steel Roofing & Corru- ye For hand-cutting aimee 
gating Co. 2 re noe 
La Crosse, Wis. = . » 2 on Griffin Band Saws 
e Kester Supply Co. eo tj Metal and Wood-Cutting types 
Hickory, N. C. p Ses et SO 2 mayer Se 
e American Machinery & Supp!y 
Washington, D. C. 
¢ Georgia Supply Co. | 
Jacksonville, Fla. | 





Improved hand blade 








e Albuquerque Machine & Supply 


e 
Albuquerque, N. M. C T T R re | 
¢ Luyat Machinery | Ons a n em l Nn ers 
oo eae 7 | The name Griffin, synonymous for hack saw blade quality for nearly 
The Een Forge co rf vo | seventy years, is kept constantly before the eyes of blade users, in the 
vg 2 he mange a An _— leading publications read by these prospective purchasers 
«Guentener Co, is one of the many reasons why Griffin distributors find Griffin Hack 
Los Angeles, Calif. | Saw Blades a profitable line to handle. 
¢ Road Builders Equipment Co. | 
Memphis, Tesn? JOHN H. GRAHAM & Co. Inc. 
’ a se General Sales Agent 
tte, N. C. 
entelian Wethinns Cun. Dept. A, 105 Duane St., New York 8, N. Y. 
Orlando, Fla. 
¢ Columbus Iron Works Co. 
Portland, Ore. 
¢ Jos. S. Babush Co. 
Boston, Mass. 
¢ Mill & Textile Supply Inc. 


+mGonineiyons Hawa & Soe) HACK SAW BLADES coed BAND SAWS 


ply 
Mobile, Ala. 
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~~ AUTOMATIC jam] 


FOR 








SALES VOLUME 


WITH UNLIMITED PROFIT POSSIBILITIES 


Industry is rapidly switching from the old-fashioned “Trust-to-luck” 
hand oiling method, with it’s waste, fire and accident hazards, to 
TRICO Visible Automatic lubrication for all types of bearings. 


SELL TRICO OILERS 


Show your customers how TRICO OILERS pro- 
vide care-free, positive lubrication and complete 


bearing protection .. . 


how easily they are in- 


aoe SS stalled and how they harmonize with modern 


equipment . 
PROFITS 


TRICO’s ever-expanding line 
of oilers and exclusive im- 
provements, are your posi- 
tive guarantee of an ever- 
widening market that will 
constantly offer greater 
profit & sales to you. 


ORDER. .STOCK 


. HELP YOURSELF TO REAL 


oo for Attractive 
RIBUTO 
N FORMATION 


Here is 

on sales “ yt 
oP ortunites, Cash od 
tributor yl — 


ma 
tis - € National adver. 


ARMSTRONG-BRAY 


PUSERS 


Quickly and easily pull gears, 

wheels, pulleys ond bearings 

off of shafts Without damage: 
: . or breakage. 


Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 


Write for Catalog 
ARMSTRONG-BRAY 
& COMPANY 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 





Wick 
Oiler, . SELL TRICO 


























TRICO FUSE MFG. 


MILWAUKEE 12, WISCONSIN 











ELECTRIC 
HAMMERS 


SYVTRON 


“Portable” 


ELECTRIC TOOLS 





Profit-Making Tools for You— 
and for Your Customers! 


High in Quality 
Sturdy Construction 
Low Maintenance 


Backed by 25 years of Electric 
Tool “Know-how”. 


BETTER FOR ALL 


INDUSTRIAL USES 


Fast, powerful Electric Hammers. Avail- . . . Because it’s made on the most modern 
able in 4 models. Electro magnetic design, wire rope machines in use today. All types 
with only one working part—the Piston. and constructions for all industrial pur- 
Save time and money, drilling, cutting, if poses; Construction, Mining, Logging, 
channeling, chipping and bushing concrete - Drilling, Marine, Pit and Quarry work 
and masonry. and other uses. Write for recommenda- 


ANDERS : : 
Electric Drills, Grinders, Sanders and GLSCTRIG SAN | tions and prices. 
Screwdrivers—in a variety of styles, sizes - = , A y\, Some territories still 
” GA % open for distributor- 
in ships. Write for full 
~ ARE particulars. 


SUNBURY WIRE ROPE 


MANUFACTURING CO. 
880 South Second St., Sunbury, Pa. 





Write for data on distributor set-up. 


SYNTRON CO. 


900 Lexington, 


ELECTRIC GRINDERS 





Homer City, Pa. 
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OBITUARIES 





Harry Barrett 


Harry Barrett, 
Barrett Christie Official 


Harry Barrett, former president, RATIOS 
Barrett Christie Co., Chicago, died 354 21 
at his home in Park Ridge, Illinois 8° 
on May 28, 1948. Mr. Barrett was TO 
one of the original members of the 60:1 
Chicago Mill Supply Club and for os 
many years was active in this asso- 
ciation’s work. 

In 1909 he founded the Harry 
Barrett Co. and three years later 
formed the partnership firm of Bar- 
rett Christie Co. with James E. Chris- C A i T Y 
tie as vice president. This firm in- 
corporated in 1916. ° * 

Mr. Barrett retired from the in- Production with 
dustrial supply business on June 2, 
1947 and became active in church 
work, acting as chairman of the Fi- 
nance Board for the Grace Evangel- 
ical United Brethren Church ‘n 


Chicago. He was born in Darby, Eng- 

land = May 30, 1882 and came to 700 STANDARD WORM HOBS! 
this country at the age of 5. He was 

one in a family of eight children and In Stock Ready for Use 
is survived only by a brother, Albert Get our 12 page Bulletin 


Barrett of Greshan, Illinois. No. 9 showing all dimen- 
sions in detail. These hobs 


Charles Falk, = onc a solely 
Falk Mill Supply Head 


Charles Falk, 53, president of Falk Jobbers! 
Mill Supply Co., Rochester, N. Y., Please Write 
died on June 6. for 

Mr. Falk, with his brothers David Prices, Details 
and Bert, founded the company in etc 
1918. He was head of the firm for ‘ 
25 years and was also a member of 
the Rochester Chamber of Commerce 
and numerous other organizations. B R AD FO 8) T E 

Surviving are his two brothers, his 


wife and two daughters. CICERO, ILL. 
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SAFETY 4ae Geena added fo SERVICE 
Se in the Hew NACO Kine. 


@ Management interested in reducing fire hazards as 
well as in benefiting from the low long term cost of 
quality tools has found it profitable to investigate the 
new Vaco screw and nut drivers. 


These precision built tools, made only with chrome 
vanadium bits, are equipped with Vaco Ambery! slo- 
burning handles . . . shock-proof, break-proof and the 
only handles of their kind carrying the Underwriters’ 
Laboratories, Inc. Re- 
examination Service 
Marker. For full infor- 
mation, write to: Vaco 
Products Company, 317 
E. Ontario St., Chicago. 




















173 tyPEs AND SIZES 


Pull out the blade, turn it around, 
and the new Vaco Reversible be- 
comes a Phillips instead of a regu- 
lar screw driver. Saves both time 
and money! 





ROUND BELTING 
packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
display H & B round leather 
belting—under their own label 
or H & B's. It is unsurpassed .. . 
for quality . . . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER Co. 


Himmelein 
1300 Wainut St. 








& 
Bailey Div. Camden, N.J. 














GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 


Low in price! Increased production! Lower costs! 
Standard tools handle 90 per cent of your ma- 
chining requirements on cast iron, hard rubber, 
fibre, bakelite and tough alloy steels. Buy them 

\ by the box from your Mill Supply House. 








NEW DESIGN WILLEY’S 710 





MASONRY DRILLS 


Stay sharp many times longer. Go 
for weeks without sharpening. Use 
with portable drill or hand brace. 
Sizes from 3/16" to 2”. Should be 
in every maintenance man's kit for 
drilling concrete, brick, marble, tile, 
plaster, asbestos, etc. Fast, quiet, 
efficient. 








For cutting tough alloy steels. Can 
be used to tip any of the fools in 
Willey's Catalog or to make special 
tools to your specifications. 


MILL SUPPLY HOUSES 


Only a few territories yet open for 
standard and special cutting tcols, 
drills, reamers, grinders and dia- 
mond tools. Write or wire at once. 


WRITE FOR WILLEY’S CATALOG 30 ON COMPANY LETTERHEAD 


WILLEY’S CARBIDE TOOL CO. 


Detroit | 


1342 W.. Vernor Highway 


Michigan 
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COLLET EQUIPMENT 


@ You have the answer to every drilling, 
reaming, and tapping requirement in the com- 
plete COLL!S line of Collet Equipment. Ex- 
pertly manufactured, every piece is guaranteed 
to give long satisfactory service. Today's pro- 
duction men need the help that COLLIS units 
can give—supply the proper unit from the 
complete range of types and sizes which we 
offer you. Your orders get immediate atten- 
tion. 


THE COLLIS CO. 


[ CLINTON, IOWA i 








Pann. an a 


a~ 4. 





J. L. Morrissey, 
Ferry Cap & Set Screw Co. 
John L. Morrissey, 68, vice-presi- 


dent of the Ferry Cap & Set Screw 
Co., was killed on June 24 when a 


bolt of lightning struck a Hot Springs | 
(Va.) golf course. Mr. Morrissey | 


was attending a national convention 


of the cap screw industry at the Hotel | 


Homestead in Hot Springs. 


A lifelong resident of Greater | 


Cleveland and a native of Berea, he | 


had been with the Ferry company for 


about 10 years. Previously he was | 
sales manager of the products divi- | 


sion of the National Acme Co. 
His wife, a son, a sister and four 
grandchildren survive him. 
Peter D. White, 
Babcock & Wilcox Tube Co. 


Peter D. White, president of the | 


Babcock & Wilcox Tube Co. an | 


afhliate of Babcock & Wilcox, boiler 


manufacturers, died recently at the | 


age of 59. 


Born in Dublin, Ireland, Mr. 
White was a graduate of M.LT. in | 
1911. He started his career with the | 
main Babcock & Wilcox firm 33 years | 
ago, rising from the position of assist- | 


ant machinist. 


Surviving are his widow, a daughter, | 


a brother and a sister. 


Maynard Lance, 
Blanchard Executive 


Maynard Lance, 59, vice-president | 


and secretary of Fred K. Blanchard, | 


Inc., Troy, N. Y. mill supply firm, 
died of a heart attack at his summer 
home in Grafton, N. Y. on June 16. 

Mr. Lance was active in Masonic 
affairs and was vice-chairman of the 


official board of the Troy Methodist | 


Church. For 20 years he served as 
president of the Methodist Farm As- 
sociation. 


Henry D. Heitmuller, 
C. W. Marwedel Co. 





Henry D. Heitmuller, 51, general | 
manager of the C. W. Marwedel Co., | 


industrial supply firm of San Fran- 
cisco, Calif., died on June 25. 

Mr. Heitmuller had been with the 
firm for many years, beginning as a 
clerk. A native San Franciscan, he 
devoted much of his time to boys’ 
club work. 


James Edward Finneran, 
Columbus Anvil & Forging Co. 


James Edward Finneran, president 
of the Columbus Anvil & Forging Co. 
at Columbus, Ohio, died on May 29 
in that city. 





| 


and you do a 
profitable business in 
Western Socket 


ta 
~ 


There’s profit in telling your customers about the extra strength 
and holding power they get in Western Socket Cap and Set 
Screws. Made of alloy steel, heat-treated in electric atmos- 
phere-controlled furnaces, these modern screws give maximum 
tensile strength with essential high Izod impact value. 


It pays you to tell them about these other extras, too: 


% Western Socket Screws are Safer . . . because 
internal wrenching permits flush-to-surface appli- 
cations, does away with dangerous, protruding - 
bolt heads on moving parts and exposed shafts— 
and essential in post-war products. 


% They're Economical .-. . fewer screws will do 
the job and do it better, resulting in faster assem- 
bly, savings of time, money, manpower. 


Western carries complete and extensive stocks of socket cap 
screws, set screws, stripper bolts. A few distributor territories 
are open. You'll like Western products and policy. Write 
today for catalogs and full details. 





Western Automatic 
Machine Screw Company ee : 


722 Lake Ave., Elyria, O. 


Precision Screw Products, Parts and Assemblies Since 1873 
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These messages are read and answered by pros- 
pects in your territory. Will you make the sales? 
Ask about our plan. 


“BROWNIE’ ¢ OW WATER 
Note How | ¢ smooth 


all internal parts are | Flat Treads 
attached to cover. © Cast 


Simple to install, effective in Semi-Steel 
operation, low in cost—that is Buffalo wheels have smooth flat treads, and the full 


the “Brownie” story in plain tread width bears on the floor. be poe ee On s- 

usual spoke design give exceptional strength. ain 
language. | or roller bearings. We serve resale dealers and 
| original equipment manufacturers. 








Performance records indicate that 
a “Brownie” seldom needs atten- SPECIFICATIONS 
tion aside from periodic blow-offs. ya ost 

silos a : Removal of cover, with all oper- 

aaaneecend seneieid ating parts attached to it, permits 

Bottom to top of cover. . ..12” complete inspection without re- 

Bottom to top of Whistle. 18” moving the “Brownie” from the 
line. Convenient? Well, our cus- 
tomers say it is. 


-_ = 
wn NN 
xx 
ey 


xxx MMM MM KM KK RK 


Size of connections 
Distributors and Agents Get them at your supply store 
in all Principal Cities or send for Bulletin 570-B. 


WRIGHT -AUSTIN COMPANY 
302 W. Woodbridge St, Detroit 26, Michigan 


F/ ‘ 
BZA WRIGHT. AUSTIN W 2feocaste® 


on SERVING “He oer eee ee TeAnS 187 Breckenridge St., Buffalo, N.Y. 


AT | . 
“A // 7 Car: ipa ‘s 


LANTERNS _ Freight 
ee Oe 


Ed F . Y 
Kes } { "DY , 
2 |b CAR 
\ MOVERS 


: " 
DIETZ \ | 
No 87 TORGH 
MADE INUSA | 
; | 


POWER KING ... NEVERSLIP . . . SLIPPROOF 
. . » ADVANCE SAFETY CAR WRENCH—that’s 
the equipment to sell to your customers who 
have sidings for all shifting, spotting, and 
moving jobs in the railyard. We give prompt 


RE OE ADVANCE CAR MOVER CO. 
es HE YORK 4 1840 APPLETON - WISCONSIN 
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Roland Roe, Manager 
Parker-Kalon Branch 


Roland Roe, manager of the Chi- 
cago office of the Parker-Kalon Corp., 
of New York, N. Y., died on June 12 
as the result of a heart attack. 

Mr. Roe had served as the com- 
pany’s representative in the Chicago 
territory for the past 14 years. 








A SURPRISE PRESENTATION of 
a watch was made at the Wilson out- 
ing by Hugh Hirshon to W. F. Loos 
of Manning Maxwell & Moore. 


W. F. Loos Honored 
At W. S. Wilson Outing 


Presentation of a watch to W. F. 
Loos, eastern district manager of 
Manning, Maxwell & Moore, climaxed 
the annual “Joe Zilch Outing” held 
by W. S. Wilson Co., New York dis- 
tributors, for representatives and ex- 
ecutives of suppliers. The watch was 
presented by Hugh Hirshon, presi- 
dent, in recognition of Mr. Loos’ 25 
years of service in the industry. 

The outing was the largest held 
by the company; there were approx- 
imately 100 guests for the all-day af- 
fair at the Roselle Country Club, Ro- 
selle, N. J. 

In addition to Hugh Hirshon, E. A. 
Hirshon, sales manager; A. V. Gra- 
seck, general manager; T. C. Chris- 
tianson, treasurer, and all salesmen 
were on hand to greet guests. 


American Supply Co. 
Opens In New Quarters 


The American Supply Co., Mari- 
etta, Ohio, has opened in its new lo- 
cation at 2303-05 Mill Street. The 
firm, which deals in mill, industrial and 
plumbing supplies, now has offices 
and all warehouse in the new and 
larger quarters. 











How the COFFING “SAFETY-PULL' HOIST 


PREVENTS ACCIDENTS 


Coffing “Safety-Pull” is the only hoist with the load sus- 
pended at all times on a ratchet and pawl assembly — 
making it impossible for load to slip or drop! 


Safety stop prevents handle from spinning 
if operator's hand should slip! 


Side lever for positive up, down or neutral control! 


LET COFFING WIDEN YOUR MARKET— INCREASE SALES AND PROFITS! 


Stock and sell Coffing to gain the extra advantage of top 
hoist quality, of superiority that means easier, faster 
sales and continued customer satisfaction. Cash in NOW 
on Coffing promotion! Write today for full information 
on prices, discounts, sales helps. 


| 
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Tested at 100% over rated capacity! 


“Safety-Load” Handle bends before 
any part of the hoist can give! 


Simplest design; minimum working parts! 


Super-duty hooks made from drop 
forged, heat-treated alloy steel! 


“Quik-Lift” 
Electric Hoists 


Two-gear cam actu- 
ated power unit is 
madeof special heat- 
treated alloy steel. 
Pendant rope control 
gives lifting or low- 
ering accuracy to 
fraction of an inch. 
Seventeen models to 
handle from 500 to 
4,000 lbs. — hook or 
lug suspension. 








The New 
“Mighty-Midget” 
Puller 


This new 6% lb. 

puller handles 

S00 lbs.with only 

28 lbs. of effort. 

One man can do 

the work of sev- 

eral in pulling 

and lifting on mainte- 

nance or production 

jobs. “Safety-Load” 

andle servés as lever 
or high-speed crank. 


New 
“Hoist-Jack” 


Operates with stand 
as a jack; without 
stand as hoist or 
puller. Moves ma- 
chinery, lifts trucks 
or equipment. Safety 
tested to 100% over- 
load. Available in 
2,000 and 4,000 lb. 
capacities. 


Differential Chain Hoists * Spur Geared Hoists * Load Binders * Trolleys 


COFFING HOIST COMPANY 





DANVILLE, ILLINOIS 











SELL 
KENNAMETAL 
ASONRY 
DRILLS 


Ouce 


—_ 


and they stay sold to: 


Building Contractors, Road Builders, Pest 
Control Operators, Plumbers, Electricians, 
Masons, Glaziers, Sign Hangers, Plant 
Maintenance Men. 


They use them to save time, energy, 
and dollars on tough masonry jobs. 
Tile, asphalt, stone, cement, mi- 
carta, plaster, wall board, asbestos, 
limestone, slate are drilled up to 5 
times as fast. The bit stays sharp 
up to 100 times longer, makes back 
breaking, time-consuming manual 
hole drilling obsolete. The bit starts 
quick on smooth surfaces... won’t 
clog and drills true, smooth, sharp 
edged holes. Bit sizes 14" to 114". 
Use in drill press, hand brace, ro- 
tary drills. 


Write for bulletin DK on the KENNADRILL., 
Drop us a card now. 


KENNAMETAL Gre LATROBE, PA 











CLARK Bros Ro.t (0 





THEY SPELL 


“Real Safety" 


EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 


a = 


Order through Your Jobber 


EMBURY MFG. CO., WARSAW, N.Y. 
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T. M. Reg. U.S. Pat. Off 


HOSE 
CLAMPS 


WITH MANY 
ADVANTAGES 


PATENTED - U.S. Pat. Nos. 
2,386,629; 2,395,273 
Other Patents Pending, 


An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
--. extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample 
Name__ 





Company 








Street Address 
City 
State 











BREEZE CORPORATIONS, INC. 


Aircraft Standard Parts Co. Div. 
33 South Sixth Street 
ee a ee) ee ee | 








E. W. Drody 


Frank T. Budge Co. 
Elects Kenny President 

T. J. Kenny recently was elected 
president of the Frank ‘T. Budge Co., 
Miami, Fla., and E. W. (‘Gene’) 
Drody, has been named vice-president 
and general manager of the firm. 
Mr. Kenny announces that the com- 
pany will expand its wholesale hard- 
ware and industrial supply business in 
the near future. Both he and W. L. 
Lang, are members of the board of 
Frank ‘T. Budge Co. 

Mr. Drody has had an extensive 
background and experience in indus- 
trial distribution. From 1938 to 1941 
he was a buyer with The S. B. Hub- 
bard Co. He entered the service as a 
Second Lieutenant and, upon his re- 
lease, he held the rank of Major. In 
1946, he returned to the Hubbard Co. 
as buyer for the general hardware 
department. Later, he became man- 
ager of that department and recently 
was made sales manager of wholesale 
hardware. 





net OI BALLS ARING CO. 
fm Seo 


DISTRIBUTION AND MANUFAC. 
TURING meet in Grand Rapids, 
Mich. E. J. Moore (left) manager of 
the Detroit Ball Bearing Co.’s Grand 
Rapids branch, greets Milton F. Smith, 
sales engineer for The Bunting Brass & 
Bronze Co., Detroit. 





FOR PROFIT! 


H & A SWING 
CUT-OFF SAWS 


Easy to use—blade pulls through wood and motor 
weight automatically returns blade to resting 
position when cut is completed. Rigid bracing 
assures perfectly true cuts. Time, energy and 
power used is 1% that required by radial arm 
saws. Three models are available—Model 5 
with 3” x 12” capacity; Model 25, 4” x 14”; 
and Model 55, 5” x 16”. 


H & A 6” JOINTER 


Finest available — makes precision planing, 
edging, rabbeting, relieving, and chamfering 
easy. Sturdy, cast iron construction for vibra- 
tionless operation. Solid steel cutter head— 
fitted with 3 high speed steel knives—spins in 
life-sealed ball bearings at 6000 r.p.m. Extra 
long 42’ x 60” tables are stress released to 
remain level and in perfect alignment with cutter 
head. 


If you will follow the live leads which we fur- 
nish from our national trade paper advertising 
. use the effective dealer promotion which 

supply 
H & A Tools in your store, you can’t fail to 


we without cost... and display 


make a continuous profit on H & A Tools. 
They bring mill speed and accuracy to sawing, 
jointing and shaping. They are backed by over 
27 years of highly specialized experience in the 
designing, engineering and manufacturing 
quality woodworking equipment. In addition, 


they are a real value in today’s market. 


H & Ais a profitable line for live distributors 
supported by a strict distributor policy. 
us TODAY. 


Write 


Other H & A Woodworking Tools include: the H & A Woodmaster; the H & A 14” 
Band Saw; and the H & A Shaper. Write for full information on all of these tools. 


HESTON & ANDERSON 


Established in 1921 


636 W. Kirkwood St. ¢@ 


Fairfield, lowa 


INDUSTRIAL DISTRIBUTION © AUGUST, 1948 


















For accurately | | 
halanced | 
SHEAVES | 
and V-Belt | |... 
Drives =| \ 


CALL ON 


/PYOIT 













CALL ON 


PYUTT 


for Cast Iron 


PULLEYS 


3” to 102” DIAMETERS 





Pyott can meet your cast iron pulley requirements promptly. 
Available types include split and solid hub, single and multi- 


ple arm, wide and narrow face, flanged, tapered and step 


cone as well as tight and ball bearing loose pulleys. All are 
perfectly balanced and may be operated at running speeds 
up to 6000 FPM, depending on diameter and type of pulley. 
Pyott Cast Iron Pulleys are machine molded up to 72” diam- 
eter and 24” face width. Larger sizes or unusual designs floor 
molded, requiring no patterns from pulley user. With your 
| inquiry, send a dimensional sketch and indicate your delivery 
i requirements. 


Catalog available on request 


PYOTT FOUNDRY & MACHINE CO. 


Established 1896 @ 


328 N. Sangamon St., Chicago 7, Illinois 















MACHINES 












AT THE 
Right 
SPEED 
with 


STANDARD 


Variable-Speed Transmisions 


© Your customers know that there is a 
right speed for any machine operation. 

© To maintain the correct, most effi- 
cient speed for increased production and 
smoother operation, use STANDARD 
Variable Speed Tr issi imple, 
low cost, patented, mechanical. Abso- 
lutely positive in maintaining proper 
speed ratios. 


@ Boosts Production 25-40%. 


























STANDARD TRANSMISSION EQUIPMENTCO, 
78 W. Union St., Pasadena 1, Calif. 


Please send me without obligation complete 
details on this profitable line. 















only @ slight application necessary 
fills pores and seals belting from for- 
eign ‘matter 

will ump on belt or pulley 


penetestes and preserves belting 
moistureproofs belting 

contains no injurious ingredients such 
as resin, grease, efc. 


@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


© Send for booklet for complete details ¢ 


@ We suggest to users that they buy 
through their wholesaler. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON @ INDIANA 
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THE G13. 8 TURNER 


; FOR 
New tu pathcipis, DESIGN, AND PERFORMANc, 


WITH “CARBURETOR CONTROL” 











Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inmates carbonization... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 
@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 
© Burner coil is made of extra-heavy 
seamless steel tubing. 


® Tank is of unusually strong con- 
struction ... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 


Since vert 
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TOOL PRODUCTS CO. - 






The new sales and service depot of Sterling Tool Products Co, in Los Angeles, has 
every facility for regular factory servicing and inspection of sanders, 


Sterling Opens Depot 
On West Coast 


Sterling Tool Products Co., Chi- 
cago manufacturer of portable electric 
and air-driven sanding machines, has 
established a new sales office and a 
factory-owned and operated service 
depot at 405 W. Washington St., Los 
Angeles, Calif. I. C. Bouchard, 
Sterling’s West Coast district man- 
ager, is in charge of the new facility. 
E. C. Wheless and Delmer Snyder 
will operate from the sales office. 

The latest equipment for complete 
service of the firm’s sanders has been 
installed, making it possible to give 
regular factory servicing and inspection 
to West Coast Sterling users. 


Watkins Wichita Plant 
Weathers Twister 


The West Second plant of Wat- 
kins Inc., in Wichita, Kansas was 





EE 


Brand new and easy to look at is ‘the Los Angeles office and warehouse of the Fault- 
less Caster Corp., located at 1252 South Boyle Avenue, Los Angeles 23, Calif. It’s 
under the direction of Otto E. Holler, district manager. 


right in the middle of the tornado 
that ripped the southeastern outskirts 
of Sharon, Kan., on June 21. When 
the twister had passed and the dam- 
age assessed it was found to be con- 
siderable. 

Windows in the shop ind ware- 
house, 188 of them, were smashed. 
The north crane used by the firm al- 
most tore itself from its moorings and 
dumped over into the street, but for 
the fact that the chain caught an out- 
side leg of the runway support when 
it broke loose. Nevertheless, the 
storm bent it about 6 inches out of 
line and broke the concrete pier on 
which it was anchored. 

Neon signs on the front of the 
building all were broken and the big 
shop awning was in strips. The elec- 
tricity failed and wasn’t turned on 
again until the afternoon of the 22nd. 

But within a day after the barn- 
storming winds had passed over, the 
Watkins plant was again “in order”. 
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eal a 


Sell ‘Load Lifter’ 
this way! 


Point out to the prospect that de- 
pendability in a hoist means peace of 
mind as well as profit making service. 
When a hoist fails, production stops. 
That is costly. 


Then give him the assurance that 
no matter how tough his lifting job, 
if it is within the capacities of ‘Load 
Lifter’ 
the problem. 


electric hoists we can solve 


‘‘Why?” he may ask. Then you 
tell of the rugged construction but 
you emphasize most in terms of re- 
sults the many special features not 
wholly contained in any other hoist. 


When yov tell of the enclosed 
ball-bearing motor, explain that this 
means the exclusion of dust, dirt and 
grit. One-point lubrication may mean 
little unless you say ‘‘that means you 
oil only one place once about every 
six months.” The automatic load 
brake, the fool-proof upper stops, the 
safety lower blocks — all are to pre- 
vent any possible damage to man, 
machine, or load under all working 
conditions. 





With your presentation of the 
‘Load Lifter,’ you may offer our free 
engineering service to determine ex- 
actly the right installation for him to 
do the job with the utmost economy. 





Keep well supplied with copies of 
215. Check now and if 
you need more write for them, 


mil LOAD LIFTER 
Hoists | 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit’ and 
‘toad Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


Catalog No. 











SELL MORE TOOLS 
«wth LESS EFFORT 


Displays BIG 

VARIETY of 
48’ LONG a7 1 tt in a 
36” WIDE small floor 
35" 


“SELLS 

TOOLS SO 

FAST WE CAN'T 

SEEM TO KEEP IT 

FILLED UP." Joseph Wood- 
well Co., Pittsburgh, Pa. 


SALES STIMULATOR 


WHAT A SELLING JOB this attractive floor display cabinet is 
doing for OTC Jobbers! And no wonder .. . it compels attention 
with its spectacular array of sparkling OTC TOOLS against the 
rich royal blue cabinet. Each tool position numbered. Smaller tools 
conveniently arranged in plate glass bins on top. Storage space 
inside, with doors on two sides. 
NOW your customers can see, examine and SELL THEMSELVES 
the time-saving, work-easing OTC TOOLS they have seen adver- 
tised. Saves counter man’s time in selling. 


ATTRACTIVE DEAL—ask OTC Representative or write— 


OWATONNA TOOL COMPANY mal 


312 Cedar Street Owatonna, Minn. 


OTC ADVERTISING DIRECTS PROSPECTS TO OTC DISTRIBUTORS 
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Continued progress is the report of 
W. J. Riley, president of the W. J. 
Riley Supply Co., at Monroe, La. 





Morse Twist Wins 
Advertising Award 


In the 6th annual business paper ad 
vertising competition, Morse Twist 
Drill and Machine Co. won an award 
for its advertisements in user papers on 
“How to Drill a Holical Hole.” The 
contest was sponsored by The Associ 
ated Business Papers (INpus?TRIAI 
DisTRIBUTION is an association mem 
ber). 

The judges felt the spread ad told 
an interesting story and had a great 
deal of reader appeal. There were a 
large number of entrants competing 
for the awards which were judged by 
representatives of (a) the users of the 
products advertised, (b) purchasing 
agents and (c) advertising agencies. 

The advertisement carried this sen- 
tence at the conclusion of the text: 
“Your Industrial Supply Distributor 
will be glad to help you obtain a special 
Morse recommendation. for the eff 
cient use of oil hole drills in your 
plant.” 

A number of other manufacturers 
whose names are familiar to the field 
also won awards but the awards cov- 
ered advertisements of products that 
are not distributor items. This was 
especially true of diversified companies 
who sell a part of their lines through 
industrial distributors. Among these 
companies were  Hewitt-Robbins, 
Johns-Manville, B. F. Goodrich, du 
Pont, General Electric, Corning Glass, 
American Steel and Wire, Plymouth 
Cordage and Elastic Stop Nut. 


A Correction 

Through a typographical error, it 
was announced in the June issue that 
George H. Boucher would cover the 
Oakland-Fresno section of California 
for the Pyrene Mfg. Co. Actually, Mr. 
Boucher is not only vice-president in 
charge of sales at Pyrene, but is, also, 
general manager and has active super- 
vision of all the company’s activities. 
Robert W. Adams will cover the ter- 
ritory in the Oakland-Fresno section 


of California. 








ATTENTION... Suda Diitnioee/ 


WRITE, PHONE OR WIRE FOR DETAILS ON 


— 
Reports move fast across the busy desk 
of Victor B. Yeargan, of Battey Ma- 


chinerv Co., Inc., Rome, Ga. He’s the 


treasurcr of the company and its secre- 
tary. 
sb Lincoln Supply Co. 
ward Displays At Power Exhibit 
The The Lincoln Supply Co., Provi- 
4 dence, R. 1., was one of the exhibitors 


wae at the Power and Industrial Exhibit PO: 
PRIAI ; ; - 

to held in conjunction with the New 

England States Association of Power 

Iingineers convention. 

The exhibit and convention was 
staged in the Sheraton-Biltmore Hotel 
shies in Providence on June 10, 11 and 12. 
ys Lincoln Supply's exhibit featured 
5 thee modernization of old and other non- 
automatic equipment by means of 
pneumatic control devices. Milton 
M. Dubin, president, and George 
Kroll, vice-president, designed the ex- 
hibits. 


e 
butor ye 
ecial 
efi- - P. S. Omohundro 4 
your Recovers Rapidly | 


and you'll agree... 








told 
great 
re a 


asing 
icles. 

sen- 
text: 


— P. S. Omohundro, sales manager of 


field the Garrett Supply Co., Los Angeles here’s the line that 
cov- is on the mend after a serious heart 


that attack early in March. ? 
was Though Mr. Omohundro has not 


anies yet returned to work, he has again 
ough become active and is expected soon YOU and your customers both gain when you feature precision- 


these to be fully recovered. 
bins, 
1, du 
Slass, 
outh PROVEN DEPENDABILITY based on more than 17 yea:s specialized experience as 
one of the largest producers of high quality hydraulic jacks. 

QUICKER DELIVERIES as the result of again 

; : having greatly increased our manufacturing 

a, it " and stock facilities. 

> that FULL PROFIT MARGIN is provided for ag- 

T the gressive distributors who appreciate han- 

fornia dling jacks that are BUILT RIGHT and 


, Mr. PRICED RIGHT. 
nt in 


also, | a 

super- > Don’t delay! Act today! 
vities. - 

e tcr- The day passes quickly for Richard C. 

Moody and Redgie B. Cotton of Dillon 


Supply Co., Raleigh, N. C., busv here ~ 
mepaing odes for cts delves | HETN-WERNER CORP. Waukesha, Wis. 
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built Hein- Werner Hydraulic Jacks . . . Consider these advantages: 


A COMPLETE LINE which includes models of 11/2, 3, 5, 8, 12, 20, 30, 50 and 100 
tons capacity. 








ection 














STANLEY 


Alloy Steel cotp cuisets 


THESE 
Tough Tools 


SELL! 


Yes, they’re tough-—with the kind of forged, hardened, 
tempered toughness that you like to put at the service 
of your industrial customers. 

These popular chisels—No. 74 ‘Straight Cut’’—are 
made in a full range of sizés for a host of operations in 
metal, welding, electrical, automotive and aviation work. 

Stanley Cold Chisels are forged from silicon-mangan- 
ese steel, correctly hardened and tempered. Bits are 
hammer drawn and toughened. Black forge finish with 
polished bits and heads. Stock and recommend these 
chisels for sales and satisfaction. Stanley Tools, 146 Elm 
St., New Britain, Connecticut. 











STANLEY 


HARDWARE ¢ HAND TOOLS « ELECTRIC TOOLS 
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NEW OWNERS of Farr & Reid Co., 
Providence, R. I., are Walter J. Snow- 
croft and Harry C. Toole. 


Toole and Snowcroft 


Buy Farr & Reid Co. 


Harry C. Toole and Walter J. 
Snowcroft, formerly associated with 
William K. Toole Co., Pawtucket, 
R. I., have formed a partnership and 
have purchased the industrial supply 
firm of Farr & Reid Co., Inc., Provi- 
dence, R. I. Harry Toole was for- 
merly vice-president, and Mr. Snow- 
croft a salesman for the William K. 
Toole Co. 

Another former Toole employee, 
Walter Carter, has been name store 
manager at Farr & Reid. The new 
partners have increased the personnel 
of Farr & Reid from eight to 12 
employees. They expect to add two 
more salesmen to the staff, thereby 
increasing it to five. Some remodel- 
ling of the quarters at 67-69 Rich- 
mond St. will also take place. 

Farr & Reid Co. was founded by 
John M. Farr, who was president and 
treasurer at the time of the sale. The 
company was started in 1922. 


R. C. Neal Company, Inc. 
Elects Neal And Sears 


Ray C. Neal was re-elected presi- 
dent and Clifford M. Sears vice-presi- 
dent at the recent annual stockhold- 
ers meeting of the R. C. Neal Co., 
Inc. of Buffalo, N. Y. 

Frank S$. McCoy was elected secre- 
tary of the firm; Frederic J. Zierk, 
treasurer; and Harry J. Lock, assistant 
secretary. 


Marshall-Wells Co. 
Expands Sales Force 


Recent promotions in the Marshall- 
Wells Co., distributors located in Port- 
land, Ore., included the advancement 
of Deb Taylor to full-time salesman on 
the atomic project at Richland, Wash., 
and the promotion of Les Moore and 
Dick Lyons to inside salesman. 








-) 


mah apnea nm A em A 


JOHNSON «as 


FURNACES ¢ BURNERS © BLOWERS ¢ TORCHES 


PLANS FOR FUTURE SALES are 
made by Sandford Berg, sales man- 
ager, Pulver Machinists Supply Co., 
Chicago, and Henry C. Frese, Carbor- 
undum sales engineer. 





Pulver Publishes 
House Organ 


Harry Pulver, president of Pulver 
Machinists Supply Company, Chi- 
cago, now publishes a monthly house 
organ which is mailed to the firm’s 
complete list of customers and person- 
nel. Mr. Pulver reports the frst six 
months of publication have been 
highly satisfactory toward building in- No. 120 Hi-Speed Steel No. 616 Soft Metal No. 118 Combination 
creased sales for Pulver Machinists Heat Treating Furnace Melting Furnace Bench Furnace 
Supply salesmen. 

This magazine is printed on the 
offset process and is 84 x 11 in. in size. 
Aside from the manufacturer-supplier 
advertising, each issue contains product 
knowledge articles dealing with prob- 
lems common to the manufacturer in 
the maintenance of production, pulley 
and gear speeds, twist drills, grinding, 
etc. News items of new processes and 
products available to manufacturing 
customers are included too. Recent 
articles dealt with electronic gluing 
equipment for woodworking opera- 
tions, another with the use of plastics 
in modern industry. 





No. 33 Needle Flame 
No. 1202 Blower Hand Blow Torch Bench Furnace 





du Mont Corp. 
Elects Officers 


John S. du Mont, nephew of the te. 8 
founder of The du Mont Corp. Green- cnt th No. 60 BCE Concentric No. 20X 
field, Mass., has been re-elected vice- Ring Burner Cross Type Burner 
president; Arthur W. Sherman was 
re-elected treasurer; and Harold K. 
Turner also was re-elected vice presi- 
dent of the company at a recent meet- 
ing of the dente gprs and Push the line that pays hot profits. JOHNSON gas 


board of directors, following the death burning equipment is famous for efficiency and 


of W. B. du Mont, former president economy. Steady national advertising in leading 
of the corporation. 


Except for the addition of Mrs. trade papers helps you sell. 
W. B. du Mont as a director, the 
board of directors contains no change * 
in personnel. 

The company reports increasing de- 
mand for its line of broach kits and 
arbor presses, the new kit for cutting JOHNSON GAS APPLIANCE CO. 
keyways in marine propellers, its mag- 
netic base, and its magnetic welding 588 E AVENUE N. W. CEDAR RAPIDS, IOWA 
positioner for holding small parts or ESTABLISHED 1901 
pieces. 
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Sell more hoists with a 


COMPLETE LINE! 


--- Another Reason Why READING HOISTS Offer Extra Profits ! 


It's easier to sell more hoists—make extra profits—when you 
can always offer the right hoist to fit the job. With Reading 
Chain Hoists you can offer customers a choice of three basic 
types: Multiple Gear, Screw Gear, and Differential. Moreover, 
these three types lend themselves to literally hundreds of 
trolley adaptations to fit almost any application. And every 
Reading Hoist sold is a testimonial working for your benefit! 


Completeness of line is just one of the many advantages you 
get when you handle Reading Hoists. A few of many more: 
valuable selling help, good profit margin, competitive prices, 
selective distribution, advertising support. For franchise details 
and your copy of Reading's newest selling tool—the Reading 
Chain Hoist Catalog No. 60 (shown above)—drop us a 
line, now. 
Chain Hoists 


Electric Hoists Overhead Traveling Cranes 


READING CHAIN & BLOCK CORP., 2107 ADAMS ST., READING, PA. 
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Arland R. Walkley 


Walkley Named By Man- 
ning, Maxwell & Moore 


, Arland R. Walkley has been ap- 
pointed general sales manager of the 
Shaw-Box division of Manning, Max- 
well & Moore, Inc., New York City. 
Mr. Walkley succeeds Gardner Steb- 
bins, who has been ill and is on leave 
of absence to recover his health. Mr. 
Walkley plans to continue the Shaw- 
Box distributor policy, put into effect’ 
several years ago, which has received 
favorable support from distributors. 

Mr. Walkley has been with Shaw- 
Box for twelve years, during which 
time he has progressed by successive 
stages from drafting boards to become 
assistant to the chief development en- 
gineer. He worked for two years on 
market research and, more recently, 
was assistant to the vice-president and 
general manager, John E. Minty. 


Hartfield-Healy Supply 
Celebrates Tenth Year 

The Hartfield-Healy Supply Co. of 
Buffalo, N. Y. currently is celebrating 
its tenth year in the industrial and 
mill supply business. The company 
services the Western New York field 
and carries extensive lines of indus- 
trial and shop tools and supplies. 

For the past two years the firm has 
been adding to and training its serv- 
ice-salesmen under an expanded pro- 
gram, enlisting several ex-service men 
of high technical skill. Presently the 
field staff numbers 14 men, all service 
trained in shop and factory, and in- 
cludes: John B. DeSilvey, H. Preston 
Hoskin, Norman “Skip” Hall, Gor- 
don W. Hartfield, Wesley J. Arm- 
strong, Peter G. Bowen, James E., Fos- 
brink, Rex N. Westerling, John L. 
Sullivan, Carl F. Galli, Robert L. Wil- 
son, Luther Blood, Alvin Klein, and 
George Ceska. 
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Robert H. Keck 


Pyrene Appoints 
Robert H. Keck 

Robert H. Keck, wartime Navy en- 
sign and Muhlenberg College grad- 
uate, has been appointed sales repre- 
sentative in the Pyrene Mfg. Co.’s 
Eastern Pennsylvania district. 

A native of. Nazareth, Mr. Keck 
covers a district which includes Allen- 
town Easton, Bethlehem, Harrisburg, 
York, Lancaster, Williamsport and 
Johnstown. At one time, Mr. Keck 
was a promotional salesman for Swift 
& Co. in Easton. 


J. Frederick Rogers 
Named To Committee 

J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, 
N. Y., has been named by U. S. Secre- 
tary of Commerce Charles Sawyer as 
a member of an. advisory committee 
to represent the general steel products 
distributors. 





THE NEW PRESIDENT of the 
American Management Association is 
Lawrence A. Appley, who has te- 
signed as a vice president of Mont- 


for selling 


D-SIMPLEX 


lide Vises 


Exclusive Solid Steel Slides — greater strength, 
greater capacity. Improved type handles, 
jaws, main vise nut, and semi-steel 
bodies. 


Complete Vise Line, with models for every purpose 
and additional exclusive models for new 
markets. 


Literature, Catalog sheets, Promotional pieces, all 
new and designed to sell vises in today’s 
market. 


proven series of ads in all large circula- 
tion industrial magazines — month after 
month. 


Now! new all steel vise displays and promotional 
sales helps, ready for your use. 


4) Advertising — new and more of it. A tested and 


Write NOW! for additional details on 
this Sales Proven Vise Line. 


THE DESMOND-STEPHAN MFG. COMPANY °¢ URBANA, OHIO 








- Desmond | 


SIMPLEX :::.: VISES 








“So 26° Wo {OF 


gomery Ward & Co. to succeed Alvin REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
E. Dodd. DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS § STEEL-SLIDE VISES 
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FOR YOUR CUSTOMERS .. . LARGER 
UNITS OF SALE FOR YOU 


Sell packages 
instead of inches 


Customers appreciate the benefits of purchasing plainly marked 
packages of precision brass and steel shim stock. They are 
easy to use, simple to stock and sell. Always handy. 


6 x 100 Inches, brass and steel 
In cartons: Pull roll through 
slot in carton and snip. The 
remaining stock stays in 
the carton instantly ready 
for use. Supplied in 
gauges up to .012. 

In envelopes: Four 
sheets, 6 x 25 in., in plain- 
ly marked heavy duty en- 
velopes. (Packed flat for 
easy handling and to elimi- 
nate flattening before 
use.) In gauges from .015 
to .032. 

In handy kits: Providing 
assortments of most used 
gauges of brass and steel. 


Laminated Shim Company's 
packaged shim stock is 
handled by recognized indus- 
trial distributors everywhere. 
Write for details of liberal 
dealer plan and our supporting 
policy that includes national 
trade-paper advertising and 
dealer helps. 


LAMINATED SHIM COMPANY 


INCORPORATED 


UNION STREET o 


GLENBROOK, CONNECTICUT 
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Parker S. Olsen 


| P. S. Olson To Manage 


Hendry Co. Branch 


Parker S. Olsen, son of W. A. 
Olsen, retired, has taken over the 
management of the San Diego, Calif., 


| office of the C. J. Hendry Co. 


Since Mr. Parker’s induction, a new 
office and warehouse has been opened 


| by the company at 2904 Cannon St., 


Point Loma, Calif., a suburb of San 


_ Diego. Reid Scott has been made 


manager at Point Loma, reporting to 
the San Diego branch office. 

The new quarters contain approxi- 
mately 3,000 sq. ft., and stock and 
other facilities are provided for serv- 
ing the industrial and marine trade. 


INDUSTRIAL MARINE EQUIP- 
MENT is front and center at Hendry 
Co.’s new Point Loma warehouse. 





Huge-Fayle Co. 


| Adds Three To Sales 


George F. Miller, W. J. Standley 


| and F, H. Sullivan have been added to 
| the sales force of Huge-Fayle Co. of 
| Houston, Texas. Mr. Miller, formerly 


of Connecticut, is a graduate engineer 


| of New York University. Mr. Standley 
| was mechanical instructor at the Uni- 
| versity of Houston. Mr. Sullivan, will 


cover the Beaumont, Port Arthur and 
East Texas territory in behalf of the 
company. 

The entire interest of the Huge- 
Fayle Co. was purchased recently by 
A. F. Huge, Sr., and A. F. Huge, Jr. 
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Tom H. Hubbard 


Harris Pump & Supply 
Advances T. H. Hubbard 
T. H. Hubbard recently was ad- 


vanced from manager of Pump Divi- | 


sion sales to general sales manager of 
Harris Pump & Supply Co., Pitts- 
burgh, Pa. 

Mr. Hubbard joined Harris in 1936, 
after an association with Root Neal & 
Co., of Buffalo, N. Y. He has served 
in various sales and engineering capaci- 
ties. 

W. M. McClure will succeed Mr. 
Hubbard as manager of Pump Divi- 
sion sales. 


Kester Appoints Skelton 
To Technical Service 


L. M. (“Bones”) Skelton, for many 
years associated with Kester Solder 
Co. as industrial solder engineer, now 
is representing Kester’s ‘Technical 
Service Department in the field on a 
specialized basis. 

Mr. Skelton’s efforts will be devoted 
to aiding industrial solder users in the 
solution of their technical and pro- 
duction problems. 


L. M. Skelton 














UYour INDUSTRIAL CUSTOMERS 


will welcome the better & simpler 
piping jobs assured by .. . 


All-Female Union Tee with 
Union on the Run. Made also 
in Male-Female type. 


All-Female Union Tee w 
Union on the Outlet. 
also in Male-Female type. 


All-Female 90° Union Elbow. 
Made also in Male-Femaie 
type. 


i 
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UNIONS 


| Because of the com- 


pleteness of the 

“Jefferson” line of 

Specialty Unions 

and Flange Unions, 

you can be of in- 
valuable assistance in helping your customers 
simplify their piping installations and reduce 
the number of pipe joints which must be made 


and maintained. 


Jefferson 45° and 90° Union Ells and Union 
Tees are easily proved time and money savers 


on any piping job. Jef- 
ferson literature, avail- 
able on request, ex- 
plains why and provides 
the kind of sales am- 
munition which can be 
capitalized on by alert 
industrial distributors. 

Jefferson Unions of 
every type feature the 
exclusive Recessed 
Brass Seat - a metal to 
metal, spherically 
ground seat ‘ocated 
in a recess away from 
the runway. Threaded 
pipe ends cannot dis- 
lodge this seat; no ob- 


| struction is imposed to 
free flow; joint is set ¢ 
up easily and tightly ® 


without undue pressure. 
And all these advan- 
tages are simple to 
demonstrate: 


Style ‘“B’’, 3-part Flange 
Union for test pressures up to 
6000 Ibs. 


Style ‘‘E’’, 2-part Flange 
Union for test pressures up to 
6000 Ibs. 


tyle ‘“‘D’’, 2-part Flange 
Union for test pressures up to 
4000 Ibs. 


JEFFERSON UNION COMPANY- 


671 West 26th St., New York 1, New York 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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for every need 


Industrial 
Marine 


¢ 
Fenn % Farm 
itt oun 


Automotive 


INTERNATIONAL 


CHAIN & MFG. CO. 


YORK, PENNA. 
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E. L. Klingler 


| Colorado Fuel & Iron Corp. 


Names Klingler To Sales 


E. L. Klingler has been appointed 
wire rope sales engineer for ‘The Colo- 
tado Fuel & Iron Corp. In his new 
position, he will continue supervision 
of the expanded sales engineering 
force, in addition to acting as assistant 
to A. S. Rairden, wire rope sales man- 
ager of the firm at Palmer, Mass. 


| Plomb Tool Co. Opens 


Eastern Warehouse 


The Plomb Tool Co., Los Angeles, 
Calif. has added a warehouse at its 
Jamestown, N. Y. plant for stocking 
the complete line as a means of ex- 
pediting the delivery of tools to east- 
ern customers. 

The warehouse is expected to 1 
duce shipping time to points east of 
the Mississippi River by 1 to 20 days, 
and speed deliveries to other :custom- 
ers by relieving the main Los Angeles 
stockroom. 

The new facilities, completed early 
in March, include a modern two- 
story structure with many new aids 
developed for efficient handling and 
packaging of tools. 


Ellis & Lowe Co. 
Moves To New Quarters 
Ellis & Lowe Co., Tampa, Fila., 


| has moved its offices and warehouse 


to 230 South Water St., with larger 
facilities to serve its customers. 
Recent additions to the: sales staff 
are George N. Amason, who handled 
the stock recorders, formerly, and L. 
Webster duVon, formerly associated 
with a navigation supply firm in Le- 
mars, Iowa. ‘They will cover the terti- 
tory with J. E. Ellis, Jr., Leon R. 
Shearer and Robert D. Butler. 
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Mail orders for out-of-town customers 
get a double-check from Frank Bailey 
and Wendell Cagle of Pye-Barker Sup- 
ply Co., distributors in Atlanta, Ga. 


W. Bert McDonough Co. 
Opens Florida Offices 


The W. Bert McDonough Co., 
manufacturers’ representative, has 
opened offices in Jacksonville, Fla. at 
1201 San Marco Blvd., South Jack- 
sonville, which will be operated as 
the main office of the company. 

The firm has applied for papers of 
incorporation and will be known in the 
future as W. Bert McDonough Co., 
Inc. Officers of the new corporation 
will be W. Bert McDonough, presi- 
dent; Walt E. McDonough, vice-presi- 
dent, Willard H. Iglefeld, secretary- 
treasurer and Homer M. Wheeler, 
assistant secretary-treasurer and office 
manager. 
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RUST PREVENTIVE 
Stops a/ ¢ i 


386 RED (LO) 


28 colors in 2 types including aluminum, black, 


red, white, gray, green, blue, yellow and orange. 


@ Rust-Oleum is a long-profit, REPEAT SALE line that 
offers time, labor and money-saving advantages to 


geles, Sanson & Rowland every buyer. 
Kits Elects Officers ; ; 
cking ts ; ; @ Exclusive features provide a powerful sales story 
f ex- Ihe annual meeting of Sanson & end ent rwaee re 1 f 
east- Rowland, Inc., stockholders, held on a Ge Se eee Se We SOS VOD SCm 
April 9th, elected the following execu- established accounts. 

. tives to office: Albert W. Sanson ' 
O Ic ’ " ° . P 
a a president; Aaron 1. Sanson, III, vice- ° Rust Oleum gives lasting protection to metal at big 
ray president; Earl H. Goodby, secretary savings over any other anti-rust method. 


stom- 
geles 


early 
two- 
aids 
and 


Fla., 
Ouse 
arger 


and treasurer; and Russell G. Shipwav, 
manager of the Detroit warehouse. 

President Albert W. Sanson re- 
ported to the meeting that sales in 
1947 had increased substantially over 


sales in 1946. 





C. A. Dillon, Jr., gets a good start on the 
day’s business from his father, C. A. Dil- 
lon, Sr., president and general manager of 


@ It's easy to apply. No sandblasting or chemical 
cleaners are required. Brush, dip or spray on after 
quick preparation. 


@ Rust-Oleum is easy to sell SALESMEN REQUIRE 
NO COMPLICATED, TECHNICAL KNOWLEDGE. 


@ Hard-hitting trade paper and direct-mail advertising 
stimulate inquiries for mill supply houses. 


@ Rust-Oleum’s proved sales program, backed by 
thoroughly qualified field men to work with sales- 
men, helps you get sales faster in volume. 


Write today for complete information and data on tested 
sales promotion and sampling campaign. 


Dillon Supply Co., Raleigh, N. C. | 
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No. 431 Ball Type 
Reducing Valve 


No. 1 Weight and 
Lever Type 
Reducing Valve. 


Through the pages of some of the nation's 
leading business publications, Klipfel ad- 
vertising reaches regularly a potential mar- 
ket of more than one-third million readers. 

Tied-in with a direct mail program, this 
national advertising is part of a continuous 
campaign designed to help Klipfel distrib- 
utors sell more Klipfel Valves. 

The story of Klipfel's high quality prod- 
ucts, dependable performance and low-cost 
maintenance service makes interesting news 
to those seeking topnotch representation in 
the automatic regulating valve field. If in 
unassigned territory, write Dept. CK- 8, to- 
day, for full details regarding a Klipfel 
distributorship in your city. 


KLIPFEL MANUFACTURING CO. 
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J. I. Hammond 


| Sales Personnel Changes 
| At Osborn Mfg. Co. 


Recent appointments in the sales 


| and field sales staffs of the Osborn 
| Mfg. Co. of Cleveland, included the 


naming of J. 1. Hammond and E. M. 


| Schoemmell, Jr. to the position of 


sales representatives, and the addition 
of Robert Ruthenberg and John D. 
Ashlin to the field sales staffs in the 
Chicago and Detroit areas. Osborn 
also has enlarged its ‘‘ad’”’ department 
by naming Richard R. Schultz, as 
assistant to J. G. Gammel, advertising 
and sales promotion manager of the 
company. 

Mr. Hammond has been assigned to 
Osborn’s Central Pennsylvania terri- 
tory, embracing the area between 
Reading and Altoona. 

Mr. Schoemmell has been assigned 
to the territory including Maryland, 


E. M. Schoemmell, Jr. 





Virginia, North and South Carolina, 
and Washington, D. C. | 
Mr. Ruthenberg, with the company | 
since 1946 as a sales engineer, joins ANNOUNCING: 
the staff of Osborn’s Chicago office. 


Mr. Ashlin will work in the Detroit Ke ys Lohan @elolreliuss Mm wielicte! 


office under A. M. Everit, district | 


manager B in LUcDuwt Socket Key Kits 


Harry P. Leu, Inc. 
Promotes C. L. Linton 


Clarence L. Linton, floor salesman | 
for Harry P. Leu, Inc., Orlando, Fia., | 
has been promoted to the position of | 
outside salesman. Mr. Linton has at- | 
tended the Yale & Towne training | 
course and will handle all building | 
hardware in Orlando. 

The company recently increased its 
telephone sales department to six sales- | 
men to handle the increased volume 
of business according to P. T. Stine, 
ceneral manager. There now are twelve 
outside and nine inside floor salesmen | 
in the sales department. 


Lindquist Hardware 
Improves Quarters 


Work is progressing on the re- | 
modelling of the main building of the 
Lindquist Hardware Co., Bridgeport, 

Conn. Most of the remodelling 1s on 
the exterior where brick facing is be- 
ing substituted for gabled windows | 
on the top floor in front and rear. 

An addition to the building was | The Blue Devil blue 
completed recently. This is a three- ribbon seal on socket 
story brick fireproof building which pnd ang ata sh 
contains store on the first floor, offices pa highest lip 
and stock rooms on the second and obtainable. 
stock rooms on the third. The addi- 
tion covers an area of 50 by 100 ft. 

The company also acquired a 60- by | 


100-ft. king lot al ide th | 
eddies ap eae ae ee | Blue Devil socket key kits now have cadmium plated keys 


another first by Safety Socket Screw Company, which gives 
the user an even better product. Makes keys rust resistant, 
easier to find on the work bench. 
Available in three standard Blue Devil kits: 
No. 7—Seven hexagon sizes from '% to 7% inch. Keys 
cadmium plated. In leatherette case. 
No. 8—Eight cadmium plated hexagon keys from *°4 to 
3¢ inch—in heavy cloth case. 


No. 11—Eleven cadmium plated hexagon keys in sizes 
from *% to % inch—in heavy cloth case. 


Sold through Industrial Supply 
Distributors 


MORE ROOM for the industrial sup- SAF ETY § OCK E T § C R EW C 0 M PANY 


ply division of Lindquist Hardware 
Co., Bridgeport, Conn., is available in | 4453 N. KNOX AVENUE e CHICAGO 30, ILLINOIS 
this recently completed fireproof addi- | 11 Park Place New York 7, N. Y 

tion. ae 
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Now— 
THE NEW 


“E-Z” PIPE 
& TUBE CUTTER 


Fast Action—Low Operating Cost— 
Completely Ball Bearing Mounted 
—Thousands of Cuts Per Wheel— 
Low Cost Wheel Replacement—The 
Machine Already in Demand! 


ONLY THIS POWERFUL AND 
PORTABLE POWER-DRIVEN 
ROLLER CUTTER HAS THE 
FOLLOWING MONEY-MAKING, 
TIME-SAVING FEATURES. 


Power-driven rollers—Ball bearing- 
mounted cutter wheel cannot “bite” 
into pipe and stall because rollers ro- 
tate the pipe and insure fast. positive 
cutting action. 


Automatic switch—Starts cutting op- 
eration when cutter wheel is brought 
in contact with pipe. Automatically 
stops when cut is finished. 


Capacity— Cuts pipe and tubing in- 
cluding cast iron pipe from 34” 
Cuts quickly, easily, cleanly. 


“E-Z” — OUTSTANDING 
IN EVERY WAY! 


Built by 
QUIJADA, 
maker of the 
famous Model 
3-A Pipe 
Threading 
Machine —fine, 
fast, fully 
portable. 


Ask Your Jobber or Write for Catalog 


QUIJADA TOOL COMPANY, INC. 
5472 Alhambra Avenue 
Los Angeles 32, California 


Export and Cable Address: “C.1.8.C.0.” 
319 East 4th St., Los Angeles 13, Calif. 


COORDINATION OF SALES, manufacturing and scheduling activities and 
improvements were the important, topics of conversation at the recent mecting of 
the Sales, Operating and Scheduling Departments of the Bethlehem Pacinc Coast 
Steel Corporation’s three bolt and nut plants in Scattle, South San Francisco and 
Los Angeles. Included among the 22 in attendance were H. H. Fuller, president; 
W. J. McClung, vice president in charge of stecl plant operations; Harvey Hewitt, 
vice president in charge of sales and F. J. Anderson, manager of bolt and nut sales 


for Bethlehcm Pacific. 


Norman V. Crabtree 
Named Norton Agent 


Norman V. Crabtree, abrasive engi- 
neer for Norton Co., Worcester, 
Mass., in Lansing, Mich., has been 
appointed for the territory centering 
around Flint, Mich. He will replace 
Harlan T. Pierpont, who is being 
transferred to Worcester to become 
sales manager of the company’s Re- 
fractories Division. 

Richard H. Merchant, formerly 
field engineer in the Detroit area, has 
been appointed abrasive engineer to 
take over the district recently covered 
by Mr. Crabtree. 


Industrial Supply Co. 
Expands Facilities 


Since the establishment of business 
in 1945, S. G. Palmer, owner of the 
Industrial Supply Co., Roseburg, Ore., 
has been steadily adding both to or- 
ganization and stock. 

Charles S. (‘Chuck’) Collins  re- 
cently has been made assistant to Mr. 
Palmer. 

Everett McFall has been moved up 
from the warehouse to the position of 
store manager. 

A new outside salesman has been 
added: Rex Roberts, formerly with 
Gunderson Bros. 


THEIR FORMER WELDING SHOP has been converted to display purposes by 
the Mississippi Foundry & Machine Co., 306 West South St. in a remodeling pro- 


gram to accommodate their growing industrial supply and equipment division. ‘The 


o> SESSA a NS ORR display includes all the tvpes of machinery and supplies handled by the firm. 
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THE INDUSTRIAL DEPART- 
MENT at Stowe Hardware & Supply 
Co., Kansas Citv, Mo., is under the di- 
rection of Wiley W. Morris 








Gilmore Steel & Supply 
Increases Facilities 


E. O. Garbush, manager of the 
industrial supply department of the 
Gilmore Steel & Supplv Co., Inc., San 
lrancisco, reports that the company 
is adding a last bay, the sixth, to its 
Oakland, Calif., warehouse. The new 
bav contains 140,000 sq. ft. and has 
a frontage of 540 ft. a depth of 260 
ft. A railroad track is provided through 


the rear center. A ten-ton crane now | 


serves the six units. 

In addition to the main office and 
warehouse in San Francisco, the com- 
pany now has three stocking branches; 
at Los Angeles, at Oakland and at 
Portland, Ore., the latter recently 
opened on Swan Island. 


Woodbury & Co. 


Prints House Organ 
Woodbury & Co. of Portland, Ore., 


recently started publication of a heuse | 
organ which is being mailed to a list 


of 1100 industrial customers, currently. 
It is a monthly, 16 pages long, Sh 
by 11. 

Production of the house organ is a 
responsibility of Harold J. Llewellyn, 
sales manager. 





NEW QUARTERS of the Tidewater 
Supply Co., Inc., Norfolk, Va., pro- 
vide ample parking, storage and _rail- 
road facilities. 





For Piston Packings— 
Low in Absorption 





—See LIWZALL 


LINEAR White Friction Hydraulic Packing is in 
heavy demand . . . for use on pistons of inside packed 
pumps handling hot or cold water, oil or other volatile 
liquids ... for use in combination sets as top and 
bottom rings. The fine white cotton fabric, bonded 
together with a white rubber compound of excep- 
tional tensile strength results in a packing low in ab- 
sorption and with a minimum swell. It is available 
in either “Regular” or ““Rock Hard”’ cure, and is 
furnished in either coil or ring form to your cus- 
tomers’ exacting specifications. 

White Friction Hydraulic Packing is only one of 
a complete LINEAR line of field-tested and 
laboratory-controlled duck and rubber packings man- 
ufactured to meet specific or general requirements 
of industry. 

LINEAR’S price basis permits aggressive compe- 
tition with a fair profit to you. For over 40 years 
LINEAR has had day-by-day experience with ordi- 
nary and unusual problems. And we are glad to be 
of service when asked. 


Pack your shelves with LINEAR Packings 
and you’ll pack your books with orders. 


‘PERFECTLY ENGINEERED PACKINGS”’ 


LINEALC 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILADELPHIA 35, PA. 
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EQUIPMENT Co. 


MELRG & 
INDUSTRIAL 
SUPPLIES 


MOBILE, ALA. 


TAYLor-PARKER / 
Company Bec . ( 


(Tavton Parner) 


M ACHINERY 


M Oo R Fr | SUPPLIES 
Catakeg No.2 

DONNELLEY NORFOLK, - VIRGINIA 

CUSTOMERS 


For whom we have so far 


made a total of 13 books 


Leadership prospers with Leadership 


THE LAKESIDE PRESS 
R. R. Donnelley & Sons 
Company 


EAST 22ND STREET * CHICAGO 
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Distributors Participate 
In Alaska Jubilee 


More than a hundred industrial, 
commercial and distributing concerns, 
among them the Star Machinery Co., 
Seattle Hardware, Campbell Hard- 
ware & Supply Co., Schwabacher 
Hardware Co., Sunde & d’Evers Co. 
and Glen Carrington & Co., partici- 
pated recently in the Alaska Jubilee 
celebrating the 50th Anniversary of 
the Alaska gold rush. 

Wallace H. Campbell, of the 
Campbell Hardware & Supply Co., 
Seattle, was general chairman of the 
Alaska Jubilee Tour Committee, with 
Mayor William F. Devine acting as 
honorary chairman. The Jubilee was 
sponsored by the City of Seattle, the 
Seattle Chamber of Commerce, the 
University of Washington and other 
industrial, commercial and educa- 
tional institutions. 


_ Eugene Mill Supply 


Augments Sales Force 


The Eugene Mill Supply Co., Eu- 
gene, Ore., recently added two new 
men to its sales force. 

O. J. Crenshaw, who had been with 
another distributor in Eugene, now is 
working the northeastern part of the 
firm’s territory, up to Lebanon. 

Dick Hardisty, son of F. L. Hardisty, 
one of the partners, has taken the 
northwestern territory. He had been 
in the service but has spent consider- 
able time in the warehouse learning 
the internal operations. 


Lige Named Manager 
For Bell & Gossett. 


Walter W. Lige has been appointed 
manager of national accounts for the 
Bell & Gossett Co. Mr. Lige became 
associated with Bell & Gossett in 
1940. For a number of years he was 
in charge of the Cleveland office. 


Walter W. Lige 
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Russell Rising 


Rising To Head Sales 
At Ducommun Metals 
After 20 years of service with the 


Ducommun Metals & Supply Co., | 


Russell Rising has been made sales 
manager. 


Mr. Rising’s first job with Ducom- | 


mun was in 1928, when he began work 


in the stock room. Subsequently he | 
moved up to order board, counter sales, | 
assistant to the steel buyer, outside | 
sales force, San Diego representative, | 


manager of the steel department and 
finally manager of sales. 


He is a brother of Wayne Rising, | 


general manager of the company. 


Hook Co. To Represent 
Nilsson Gage Co. 


H. C. Hook Co., Inc. of Worcester, 


Mass. has been appointed sales repre- 
sentative for the Nilsson Gage Co. of 


Poughkeepsie, N. Y. in the states of | 


Maine, New Hampshire, Vermont, 
Rhode Island, and Massachusetts. 


Homer L. Lacock of Rochester has | 
been named sales representative in 
the Buffalo and Rochester area of | 


New York State. 


Manhattan Rubber Honors 
Fifty-Six Employees 


Fifty-six new 25-year employees of | 
the Manhattan Rubber Division, Ray- | 


bestos-Manhattan, Inc., Passaic, N. J., 


were honored recently as Manhattan | 


Pioneers at the Fourth Annual Dinner 
of the organization. The dinner, at- 
tended by nearly 600 Pioneers and 
their wives or husbands, also honored 


those pioneers entering new five-year | 


groups. John F. D. Rohrbach, newly 
elected president of Raybestos-Man- 
hattan, Inc., was the principal speaker. 

Currently there are 353 active Pio- 
neers, 75 retired, and 142 deceased: 
a total of 570 Pioneers. 








ALLIGATOR *==7 STEEL BELT LACING 


Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 

Made in 12 sizes for joining thin tapes and 

s belts up to 54” thick. In boxes for narrow belts 

we 2 or in long, continuous lengths for wide belts. 
“JUST A HAMMER TO APPLY IT” Available in steel, “Monel” and “Everdur.” 


Bulletin A60 gives complete details. 


fFLEXCO |S. 


Men who have charge of 
conveyor belt ~aintenance like Flexco HD 
Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the belt and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners 
and Rip Plates save expensive conveyor belt 
replacements and extended shutdowns. 

For conveyor and bucket elevator belts from 
YY" to 1%" thick. Made in steel, “Monel,” 
“Everdur” and “Promal.” 


Bulletin F-100 gives complete details. 


HINGED FLEXCO BELT FASTENERS 


—— “ 














The No. 500 HINGED 
FLEXCO Fastener was developed specifically 
for use on underground extension coal mine 
conveyor belts. Other industries may find 
this separable joint has advantages. Inter- 
locking end plates are bolted to the belt. 
Belt ends can be separated quickly by remov- 
ing the coiled spring hinge pin. Made in just 
the one size for belts 4g” to 4” thick. 

Bulletin HF 500 gives complete details. 


V-BELT FASTENERS 


These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They are not to be 
used to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty FLEX-V-BELT FASTENER 
drives only. 

Bulletin V-14 gives complete details 
on FLEX-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty industrial drives and railway 
service. Made for the “B”, “C” and “D” 
V-belts and the 1” and 2” railroad V-belts. 

Bulletin V-205 gives complete details 
on ALLIGATOR V-Belt Fasteners. 


These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts. 

Bulletin No. BC-350 covers the ALLI- 
GATOR Wide Belt Cutter. Four sizes: 24”, 
36”, 48” and 60”. 

Bulletin No. BC-300 covers the ALLI- 
GATOR No. B-8 Belt Cutter for belts up to 
4" thick and 8” wide. 





A TRUE BALL JOINT ... spherical-ground to form wide, true- 


bearing surfaces ...makes Darts drop-tight, leak-proof. Darts always 
give a snug fit without excessive wrenching. 


BRONZE-TO-BRONZE SEATS pm extra-wide to give 


widest possible bearing surface. And each seat is precision-ground to 
lock the leaks. 


EXTRA-HEAVY SHOULDERS ... Shrug off wrench abuse 


and strains. An important feature that gives Darts a longer life. 


ee AEM Ld... body and nut of aire 


refined, high-test malleable iron. No wonder Darts last longer... 
can be used again and again. 


It pays to sell Darts — the quality union 
that makes and keeps satisfied customers. 
Investigate the Dart Jobber Policy. 
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E. M. DART MANUFACTURING CO, 


PROVIDENCE 5, RHODE ISLAND 


UNIONS 
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Dallman Supply Co. 


| Names Burt To Head Branch 


L. L. Burt has been appointed 
branch manager of the Dallman Sup- 
ply Co.’s new branch office which has 
been opened at 1224 23rd Avenue, 
Oakland, Calif. The company is com- 
pleting plans for the construction of 
a large warehouse, sales office and dis- 
play rooms on the corner of East 12th 
Street and 22nd Avenue. 

C. A. Long has been appointed 
assistant manager at Oakland. Joh 
Day, formerly in charge of the com- 
pany’s heating and air conditioning 
activities, has been appointed to gen- 
eral sales manager of the company’s 
San Francisco office. FE. D. Clintsmai 
has been appointed as manager of th« 
company’s sales promotion  depart- 
ment. 

The Dallman Supply Co. maintain 
branches in San Francisco, Sacra- 
mento and Oakland, Calif., with gen- 


| eral offices located at 7th and Town- 


send Streets in San Francisco. 


Herman Nelson Corp. 
Names Turner Manager 


Howard A. Turner has been ap 
pointed manager of the Merchandised 
Products Division of the Herman Ne! 
son Corp., Moline, Ill., manufacturers 
of heating and ventilating products. 

Mr. Turner will coordinate the ac- 
tivities of all departments of the com- 
pany. He was at one time southwest 
regional manager and later national 
commercial sales manager of the 
Nash-Kelvinator Corp. Before join- 
ing Herman Nelson Corp. he was 
manager of the Waste Foods Disposer 
division of Eureka-Williams Corp. He 
has had more than 20 years experience 
with distributor organizations and 
with merchandised products of an 
engineered nature. 


Howard A. Turner 
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PEN WORK occupies Fred M. Bur- 
ton, partner and manager of the Bur- 
ton Saw & Supply Co., Eugene, Ore. 
Associated with him as partners are his 
father, A. J. Burton and Ray J. Ralls. 


Oregon Supply Co. 
Features ‘“‘New Look” 


In addition to a complete remodel- 
ing of its offices, including the build- 
ing of plywood walls, a sound-proof 
ceiling and facilities for a display room 
that now runs across the front end 
of the plant, the Oregon Supply Co. of 
Fugene, Ore., has made changes and 
additions to personnel. 

J. W. Lind, Jr., son of the owner, 
has been put in charge of purchases. 


He is a graduate of the University of | 


Oregon and has worked in the com- 
pany for eight years while getting his 
preparatory and college education. 

I’. M. Eaton, who has been with the 
company for two years, has been made 
wditor. 

Oscar Spliid, Jr., formerly with FE. C. 
Atkins & Co. in Portland as salesman 
in the Eugene territory, has been with 
the company since April 1 as sales 
manager. 

Two salesmen also have added re- 
cently: Louis Paguin, a former electri- 
cal appliance salesman, will handle the 
southern part of the firm’s territory; 
while P. C. (“Bud’’) Briggs, who had 
been with another industrial supply 
house, is a salesman on outside terri- 
tory. 


Greenfield Tap & Die 
Purchases Ampco 

The Greenfield Tap & Die Corp. 
of Greenfield, Mass., has announced 
the purchase for cash of the Ampco 
Twist Drill Corp. of Jackson, Mich., 
manufacturers of twist drills, reamers 
and end mills. 

Acquisition of the Ampco Corp. 
will enable Greenfield to offer cus- 
tomers a more complete line of high 
quality drills and reamers, as well as 
drill engineering service comparable 
to their threading tool service. 

D. G. Millar, president of Green- 
field, states that no changes are 


on 


Drill 


because 


se fate ‘MORE 


it does 


It Drills 
Sands « Grinds « Hole 
Saws « Polishes 
Cuts Metal ¢ Sharpens Tools 


Every factory, machine shop, institution, contractor 
and mechanic will find daily use for this all-pur- 
pose 3%” MallDrill that will prove one of the 
fastest selling items in your stock. The lightweight, 
rugged alloy housing reduces the weight of the 
tool. The commutator can be serviced and brushes 
replaced without dismantling the drill. It has power 
enough to drill 4” holes in metal using drill bit 
with turned-down shank. Available for 115-volt 
or 230-volt AC-DC. 
Our national advertising in leading magazines, 
farm and trade papers is building nation-wide 
acceptance and sales for this tool. Write at once 
for FREE booklet, "Mall Portable Power Tools” 
and full details of distributor set-up. 


COMPLETE MALLDRILL KIT 


Contains °4” MallDrill, 
polishing and sanding at- 
tachments and an all-metal 
carrying case. A_ perfect 
item to feature in your 
House Organ, Monthly 
Sales Bulletin or Special 
Promotion. 


Preferred by 
Master Craftsmen 


TOOL COMPANY 


7802 South Chicago Avenue, Chicago 19, Illinois 
A Complete Line of Portable Power Tools for Industry 
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the 

most important 
Question 
about Chain: 


4 


AMERICAN 


@ 

There’s more to a chain than maierial, 
pattern and size. Equally important are the experi- 
ence and facilities of the manufacturer who made it. 
For these affect chain quality. 

Nothing will ever lower the quality of ACCO 
Welded Chain, Weldless Chain, or Attachments. 
We will not compromise with quality. On the con- 
trary, our research department is constantly endeav- 
oring to improve the quality of American Chain, 
thereby increasing its service to the user. 


Sell AMERICAN 
. «- the complete chain line 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Frank J. Sikorovsky 


planned in the sales or production de. 
partments of Ampco. They will con- 
tinue to operate as a division of Green- 
field Tap & Die Corp. Frank J. Siko- 
rovsky will continue as president and 
general manager of Ampco and has 
been elected a director of Greenfield. 


Plomb Tool Co. Elects 


Coslow And Mautner 


C. W. Coslow, vice-president in 
charge of manufacturing of the Los 
Angeles plant, and M. M. Mautner, 
vice-president and_ secretary, were 
elected directors of the Plomb Too! 
Co. at the annual meeting of stock- 
holders, held recently in Los Angeles. 

Mr. Coslow represents the entire 
manufacturing personnel of the Los 
Angeles plant and serves on the com- 
pany’s management committee. Mr. 
Mautner is in charge of the industrial 
relations department, is secretary of 
the company, and serves on the man- 
agement and sales management com- 
mittees. 








CHECKING STOCK on a customer’s 
order, L. W. Deaver, stock clerk and 
W. C. Whitman, counter salesman, 
speed deliveries at Georgia Supply Co., 
Jacksonville, Fla. 
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REGISTRATION at the Keystoners’ 
outing was handled by H. M. Easton, 
newly elected secretary; James H. 
Jones, Carborundum Co.; Marty Hay- 
den, manufacturer's agent; Ben But- 
terfield, Greenfield Tap & Die, 
1947-48 president; R. D. Casey, newly 
clected vice-president; and R. S. Trim- 
ble, newly elected president. 


NO HARD FEELINGS were evident 
after the purchasing agents—guests of 
the Keystoners—trounced their hosts 
at a softball game 11 to 1. 


Keystoners Entertain 
400 At Annual Outing 


More than 400 distributors and 
purchasing agents were guests when 
the Keystoners, an organization of 
Philadelphia manufacturers’ men, held 
its annual outing at the Manufac- 
turers’ Country Club, Oreland, Pa. 

In addition to golf matches, a soft- 
ball game was staged with the pur- 
chasing agents defeating the Key- 
stoners 1] to 1. In the evening there 
was a dinner and then a floor show. 

The newly elected officers of the 
organization are R. S. Trimble, Sim- 
onds Abrasive Co., president; R. D. 
Casey, Lamson & Sessions Co., vice- 
president; Howard Easton, National 
Twist Drill Co., secretary; and George 
L. Moran, Abrasive Products Co., 
treasurer. 

Serving on the board of directors 
with the officers are Bob Brown, Bill 
Cadle, H. K. Greene, R. E. Hoehl, 
Jack McCann, and W. R. Telfer. 


P. A. Association 
Elects E. Silverson 


Edward Silverson, purchasing agent 
of the Buffalo Weaving & Belting Co., 
Inc., has been elected treasurer of the 
Purchasing Agents Association of Buf- 
falo, N. Y. 


RAWHIDE gives you more in soft hammers and mallets. And 


Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 





C/R Hammers have 
malleable iron heads 
with replaceable 
coiled rawhide faces. 


CH caco (rawhide MFG.CO. 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 
Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; gears, pinions, 





gear blanks; aprons, hand leathers; hydraulic packings. 
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Torpedo Electric 
Hoist. Capacities 
250-, 500- and 1000- 
Ibs.; hock. bolt or 
trolley suspension. 


Differential Hoist 
Capacities one-half, 
and one-ton. A fast- 
selling low-cost 
hoist, with a large 
market. 


MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip 
ment field tor a quarter of a century 
Write for full information on this profit 
able line. 





a 


1-Beam Trolley in Gear Hoist. 
four models, plain 
er geared types in 
capacities from l, 


through 10 tons. 


Spur 
High speed, high 
quality. in capaci- 
ties ranging from 
4 through tons. 


ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota, Illinois 





With Two DI-A 


A difficult production problem of 
forming two bends in a long length 
of tubing was solved by “teaming 
up” two DI-ACRO Benders as illus- 
trated. This dual-forming arrange- 
ment saved installation of special 
machinery. Two accurately formed 
bends are obtained in one operation 
—without distortion of the tube and 
at a cost competitive to power 
operated equipment. More than 300 


FINIFSHED 
PRODUCT 


: 1 


CRO BENDERS 


pieces are completed per hour—600 
individual bends. 


“DIE-LESS DUPLICATING” Often 
Does it Quicker WITHOUT DIES 


Our steady advertising has created a 
broad market among your customers for 
DIACRO Benders, also Brakes and 
Shears, for duplicating without die 
expense. Send for 

catalog and complete 

dealer information. 


Write for Catalog—"DIE-LESS DUPLICATING" 


€DI-ACRO is pronounced ""DIE-ACK-RO". 


o PRECISION MACHINES rc} 


ONEN-IRWIN mes.co we 





F. W. Lamb 


Lamb To Manage Sales 
At Templeton, Kenly 


Foster W. Lamb 
pointed general sales manager of 
Templeton, Kenly & Co.. Chicago 
manufacturers of jacks. Mr. Lamb has 
been active in steel and heavy indus- 
try in various sales capacities for the 
last 20 years. Formerly, he was as- 
sistant to the general manazer of sales 
of Colorado Fuel & Iron Corp., Den- 
ver, Colo. 


has been ap- 





Celebrating Our 25th Anniversary 


in Our New Home 


BOLTS ©” + NUTS 

SH Ta e RIVETS 

THREADED PRODUCTS 

SCREW MACHINE PARTS 
All Types and Sizes 
Made in All Materials 


Send Us Your Samples and Blue Prints 


IMMEDIATE DELIVERY 
ON *EMERGENCY ORDERS 


Catalog on request 


125 Church St.. New York 7, N. Y: 
WO 4-4600 








% y 
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LAKE CITY, MINNESOTA 
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Barry Steel Split Pulleys 
Scientific design and distribution of material give 


the Barry Pulley greater strength and durability UJ = § r eee f °o r 


with minimum weight. Tubular construction and 4 | | 
DISTRIBUTORS 








electric welding provide the means of attaining 
these advantages. Easy installation, true, vibra- 
tion-free running and long service life are assured 
with these pulleys regardless of load. 








featuring the 
| | 


DICK LINE 




















Barry Conveyor Pulleys 


Offer all the features of cast iron pulleys with the 
advantages of welded construction and light weight. 
Easier to install . . breakage eliminated. Tight 
drum construction prevents materials and liquids 
from getting into pulley. Removable and inter- 
changeable hubs. Crown or Straight Face. 


Ability to cover the essential needs of in- 
dustrial power users with power trans- 
mission and conveyor equipment available 
from one source of supply gives distribu- 
tors a valuable “in” with their customers. 
That’s why the Dick line is so attractive 
to industrial distributors. The basis for 


building sales is sound because Dick 
Dick Rope V-Belt Drives 





Dick Rope V-Belts can be depended on for engi- 
neered efficiency. They are built to provide maxi- 
mum service with minimum stretch and without 
impairing resiliency. 

Dick Cast tron Sheaves are carefully balanced 
with grooves accurately machined to minimize belt 
wear. They are highly efficient in performance 
under all conditions. 


Dick’s Balata Belting 


Designed and fabricated to attain the maximum 
in strength, uniformity and durability, DICKBELT 
and DIXITBELT provide long life and dependa- 
bility for power transmission applications, con- 
veying and elevating. Immune to water and steam, 
they assure a high friction coefficient with mini- 
mum power loss. 





equipment has a long record of accept- 


ance and this acceptance is the result of 
the economies which result from its su- 
perior operating service. 


Sales appeals include greater efficiency, 
lower cost maintenance, long life and all- 
round dependability . . . appeals that can 
readily be substantiated and which answer 
today’s needs throughout all industry. 
Every power user is a potential customer 
for the Dick Line. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, III. Seattle, Wash. 


INDUSTRIAL DISTRIBUTION ©® AUGUST, 1948 





WHAT THIS MEANS 
TO YOUR CUSTOMERS 


In today’s era of rising labor and 
materials costs, work simplification and 
speed-up with Brightboy mean greater 
time and money savings—better profits. 


In now-increasing sub contracting opera- 
tions, Brightboy time savings contribute 
greater per-hour production and faster 


delivery. 


WHAT THIS MEANS 
[tome £015) 


In use, Brightboy follows directly after 
the work of cutting tools and grinding 
materials; it is a “must” to you in round- 
ing out your complete abrasives service 
to the rapidly growing number of Bright- 
boy customers and prospects in your 
territory. Write us for DISTRIBUTOR- 
FRANCHISE INFORMATION, and details 
of Brightboy'’s attractive selective-dis- 
tributor sales plan. 


ROBERTS 


WELDON 3 


Brishtboy 





Brightboy’s 


Manufacturers and sub-contractors will 
be amazed at Brightboy’s adaptability, 
which immediately suggests simpler 
methods setups; faster work. It’s ver- 
satility will achieve both conventional 
and special surfaces. It works to pre- 
cision tolerances. 


Made in wheels, sticks, blocks and 
rods, for manual and machine opera- 
tions. Ready for immediate use. No 
special prepatation required. Does 
not load, fill or gum. 


SOFT 
RUBBER 
BINDER 


@ To Save Time and Money 
@ To Improve Product Quality 


SEE THIS UNIQUE 
COMBINATION-ACTION OF 
ABRASIVE AND RUBBER 


CLEANS, BURRS, 
FINISHES, POLISHES 


Stainless Steel @ Monel 

® Dural @ Aluminum 

Copper @ Brass ® 
Plastics ® Wood 





Write the Brightboy Service Depart- 
ment on specific production problems 
or for new procedure recommenda- 
tions. Ask your distributor for the 
Brightboy Catalog-Manual and prices. 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co., Newark 7, N. J. 











@ Above is reproduced a current Brightboy advertisement— 
an example of Brightboy’s consistent advertising to thou- 
sands of people in metal working industries all the way 
from bench workers, foreman and supervisors to engineers, 


methods specialists and top executives. 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co., 
Newark 7, N. J. 
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Lig Season for 


FLUE BRUSH SALES 
IS RIGHT AHEAD... 


Stock and Sell 


MILWAUKEE 
QUALITY 


for that 
larger profit... 
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BRUSH TOOLS FOR 
TODAY'S PRODUCTION 
Power Driven Wire Fibre Wheel Brushes 


Wheel! Brushes Wire Scratch Brushes 
*"Mono-Bilt”’ Boiler & Furnace 


“Steel-Clad” Brushes 
eae Foundry Brushes 


Re a ite Platers Brushes 
fing i-Bilt : Bench Brushes 
Peerless Floor Sweeping 

“Twis-Tuft” Brushes 

Fine Wire Polishing. Push Brooms—wire 
Whee! Brushes and fibre 

“Sturdi-Bilt” Wire Cup Miscellaneous Main- 
Brushes tenance Brushes 


ILWAUKEE Flue Brushes offer 

an excellent assortment of types 
and styles for all standard makes of 
boilers and furnaces. Each is a top 
notch value built for better and @ BULLETIN 45-91—a valuable sales aid 
longer service. Send for this 4-page bulletin on Steel Wire Flue Brushes 

showing the wide assortment of types and styles. Radiator 

Rigidly constructed — specially tem- = — brushes in a number of different types are 
pered carbon steel wire . . . more 
wire per brush... these are but a few of the many Heating plant engineers appreciate the econ- 
reasons why Milwaukee Brushes easily whip the omy in using quality brushes. Be prepared to 
toughest flue cleaning jobs—why they outlast get ycur share of their business by placing your 
ordinary brushes several times over. stock order today! 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


UALITY 
MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


The Key to Industrial Brush Problems 


‘FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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Each and every one of the six million Starrett advertising messages to tool 
users that go out this year reminds them to: 


H 
Y THROUG puY THROUGH 
YOUR YOUR 
ISTRIBUTOR ; DISTRIBUTOR 


STARRETT MECHANICS’ HAND TOOLS STARRETT STEEL TAPES in lengths and 
AND PRECISION INSTRUMENTS, stand- graduations to meet every customer re- 
ard for accuracy. quirement. 


STARRETT 


STARRETT DIAL INDICATORS in all STARRETT HACKSAWS for hand and 
types, sizes, ranges and graduations. machine cutting and STARRETT BAND 
SAWS for cutting wood, metal, plastics. 
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; MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS « DIAL INDICATORS « STEEL TAPES « HACKSAWS 
a AND BAND SAWS « PRECISION GROUND FLAT STOCK 


HEL. S, STARRETT CO. + World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 





YOU CAN WRITE ORDERS for ACCO Registered Wire J’ope 
Slings right on the spot. You won’t have to send for spv cial 
information, wait for a reply, and call back. Everyt ing; 
you need to work with is illustrated and described plainly 
and simply in ACCO’s sling literature. 


A Complete Line 
Acco Registered Wire Rope Slings ar 
made in FOUR popular constructions: Strand-Laid, Cable. 
Laid, 6-part and 8-part Braided. There is a sling for every use, 
A chart selects the best construction. Drawings show the 
type needed. You sell Acco Slings the first time you call. 


This 6-part Braided Sling used in a basket 
hitch on sharp-cornered castings is a stand- 
ard Acco Registered Wire Rope Sling. 


Standardized Slings 
Acco’s volume production permits 


standardizing on slings which are ordinarily custom-built. 
This means quick delivery ...it means more orders for you. 
You sell on the spot and deliver from stock the same as any 
package of merchandise. 


Find Out Now Ask for information on Acco Registered 


Wire Rope Slings. See how simple and easy they are to sell. 
Write today to the nearest Acco office listed below. 


Two 8-part Braided Slings make a positive : 

double choker for gripping bundles of tubes. i) MEMBER THE NATIONAL SAFETY COUNCIL 
These are also standard Acco Registered iA 

Wire Rope Slings. TEES 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsbugh, Portland, San Francisco, Seattle, Tacoma, Bridgeport, Conn. 


, WIRE ROPE SLING DEPARTMENT 
= AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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